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As you well know, Webster products are made from 
the finest materials from all parts of the world. And 
you'll be glad to know that Webster has prepared for 
the current emergency. We have a big reserve of raw 
materials in stock. Moreover, we have taken protective 
measures in case we are cut off from our sources of 
supply in the future. 


For this reason, you may feel swre your profit oppor- 
tunities from Webster high quality carbon papers and 
typewriter ribbons will go on and on. Then, too, 
Webster will continue to help you through national 
advertising and merchandising assistance. In 1941 
your Webster franchise should be more valuable and 







profitable than ever before. 










THE NEW WEBCO CARBON PAPERS 
... another profit maker in the Webster line 








Here's a modern line 
of carbon papers for 
those who want to pay 
a medium price. It is 
smartly packaged. Ask 
your Webster sales- 
man about Webco 
Carbon Papers, or 
write us. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign— one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers 


They do, however, offer their services in 


A 
Acco Products, Inc. 99 
Ace Fastener Corp. 103 
Acme Visible Records, Inc. 93 
Adams, Henry T., Mfg. Co.....185 
Allen & Co. 177 
Allen-Wales Add, Mach. Corp...186 
Allied Carbon & Ribbon Corp...185 
All-Steel-Equip. Co 153 
Alma Desk Co. 155 
Amer. Autmtc. Elec. Sales Co,.179 
Amer. Hair & Felt Co 120 
Amer. Number. Machine Co...187 
Amer. Photo Laboratories 175 
Amer. Writing Machine Co. 71 
Ames Supply Co. 131 
Anderson-Hickory Co., Inc. 183 
Art Metal Construction Co 109 
Art Steel Co 87, 88, 89, 90 
Artility Metal Products, Inc... 85 
Automatic File & Index Co.....175 
B 
Bankers Box Co. . 78 
Barkley, C. L., & Co 83 
Barrett Adding Machine Div., 
Lanston Monotype Mach. Co,..119 
Bassick Company 114 
Bates Mfg. Company 141 
Beach Publishing Co 182 
Bentson Mfg. Co. 181 
Bickett, L. M., Co 187 
Blomfeldt & Rapp Co. 180 
Bolens Mfg. Co 166 
Boorum & Pease Co 161 
Bright Chair Co 176 
Bristow, Stanley R. 184 
Pritish Stationery Exporter 187 
Brown, L. L., Paper Co. 185 
Browne-Morse Co. ..186 
Brush-Punnett, Inc. ..186 
Buckeye Ribbon & Carbon Co...169 
Cc 
Chicago Cash Register Parts 
Co, 187 
Clarotype Co., The 184 
Codo Mfg. Corp.’ 170 
Cole Steel Equipment Co. 106 
Collier-Keyworth Co 168 
Columbia Rib. & Car. Mf. Co...102 
Columbia Steel Equipment Co. 77 
Comptometer, The 158 
Continental Ink Co. 185 
Cook, The H. C., Co 179 
CopyRight Mfg. Corp. 182 
Corona Typewriter 55 
Corry-Jamestown Mfg. Corp.....157 
Cotterman, I, D. 184 
Cramer Posture Chair Co. 116 
Crown Rib. & Car. Mfg. Co.....184 
Cushman & Denison Mfg. Co...185 
D 
Daco Card & Index Co. 182 
Darnell Corp., Ltd. 112 
Dawn Mfg. Corp., The 86 
Dick, A. B., Co 51 
Ditto, Inc. 130 
Dixon, Joseph, Crucible Co...98, 151 
Doppelt, Charles, & Co 132 
Downey, C. L., Co 164 
E 
Eaton Paper Corp. 173 
Economical Lighting Co. 183 
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any disagreements whi 


through the journal. 


Efficiency Equipment Co. 185 

Ehrlich Upholstery Works 140 

Elliott-Fisher Back Cover 

Esterbrook Pen Co., The 128 
F 

Fair Furniture Co 143 


Faries Manufacturing Co 104 
Felt & Tarrant Mfg. Co. 158 
Friden Cale. Machine Co 154 
Fritz-Cross Co. 156 
Fulton Specialty Co. 131 
G 

Gaylo Mfg. Co., Ine. 174 
General Fireproofing Co., 

The 64, 65 


Globe-Wernicke Co., The 57, 125 
Graff, Geo, B., Co. 
Co. 182 


Graphic Duplicator 


Guide System & Supply Co.....138 


Gunlocke, W. H., Chair Co. 121 
H 
Hall-Welter Co. 86 
Hanson Scale Co. 183 
Harding, Milo, Co. 148 
Harriman-Welts Products Co...187 
Harter Corporation, The ‘ 61 
Heyer Corporation, The 189 
Higgins, Charles M., & Co. 147 
High Point Bendg. & Chair Co.160 
Hileo Corp. 159 
Hotchkiss Sales Co. : ....180 
Hunt, C. Howard, Pen Co. 159 
I 
Imperial Desk Co. 76 
Imperial Leather Furn. Corp...181 
Imperial Mfg. Co. 107, 115 
Imperial Methods Co. 81 
Indiana Desk Co. 164 
Industrial Tape Corp. 137 
Inkograph Co. 159 
Ink Specialties Co. 168 
Inter-State Rib. & Car. Co.......186 
Invincible Metal Furniture Co,..129 
J 
Jasper Chair Co. 118 
Jasper Office Furniture Co. 14 
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Jasper Seating 


Inc. 
Mfg. 


Kartro, 
Kilian Corp. 
L 
The Leopold Co. 
Little, A. P., 
Leaf Metals 


Metal 


Inc. 


Loose 0. 


Products, Inc. 
M 
The 


Supplies 


Lyon 


Macey 
Manifold 
Markilo 
Markwell Mfg. Co. 

Massillon Wire Basket Co. 
Master-Craft 

Walker 

Meilicke Systems, 
Meilink Steel Safe Co. 
Melind, 
Metal Office 
Meyer & Wenthe, 
Midwest Naturlite 


Co., 
Co. 
Co. 


Div., Shaw- 


Inc. 


Louis Co. 
Furniture Co. 
Inc. 
Co. 
Mimeograph, The 

Mitchell Binder Co. 


Mittag & Volger, Inc. 


Mohawk Tablet Co. 
Monroe Calculating Machine 
Co., Ine. 

Moore Push-Pin Co. 
Mosler Safe Co., The 
Multipost Co. 
Murphy Chair Co. 
Mutschler Bros. Co. 

N 
National Blank Book Co 
Nat'l Brief Case Mfg. Co. 


National Business Show Co. 
Nat'l Lighting Equipment Co 
Neva-Clog Products, Inc. 
New Chair Co. 


Northwest Metal Products Co. 


Indiana 


oO 
Old Town Ribbon & Carbon Co. 
Co., The 
Filing Supply 


Orthograph 


Oxford Co. 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 


use of subscribers and advertisers. 
commissions 


of its various 
practically every member 


In the execution 
this bureau calls upon 
of the staff. It answers by 


personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


pares advertising copy, 


furnishes list of desirable 


agents and dealers in nearly every country, aids for- 


eign dealers in securing U. 


S. A. lines, and in many 


other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 


other form of destruction, 
tin which is mailed frequently to leading manufac- 
turers, 


are broadcasted in a bulle- 





















relations established 


P 
Pacific Cb. & Ribbon Mfg. Co. 91 
Peerless Key-Imperial Mfg. 

Co. 107, 115 
Peerless Steel Equip. Co. 178 
Phillips Process Co. 163 
Pronto File Corp. 106, 134 

Q 
Quality Park Envelope Co. 126 
RK 
Red Feather Products Ltd. 181 
Reliable Tw. & A. M. Corp. 152 
Reuben Co, aie 176 
Rishel, J. K., Furniture Co.....180 
Rite-Rite Mfg. Co. 98 
Rivet-O Mfg. Co. 186 


Roberts Numbering Mach. Co...144 


Roberts, Weldon, Rubber Co... 182 
Rockwell-Barnes Co. ; 79 
Ross Laboratories 184 
Royal Metal Mfg. Co. 158 
Royal Typewriter Co. 59 
Ss 
St. Johns Table Co. 139 
St. Louis Hardware Mfg. Co...177 
Seat, Dr., Chemical Co. 186 


Security Steel Equipment Corp. 97 


Shaw-Walker Co. 113, 145 
Sheaffer, W. A., Pen Co.. 82 
Sheppard, C. E., Co. 84 
Sherman-Manson Mfg. Co. 165 
Shipman-Ward Mfg. Co. 132 
Sikes Co., Inc., The 101 
Sloane, W. & J...... 95 


Smith, L. C., & Corona Type- 


writers, Inc. 55 


Speed Key Mfg. Co. 184 
Speed-O-Print Corp. 171i, 172 
Speed Products Co. 75 
Standard Office Products Co.....169 
Starkey Paper & Supply Co.....186 
Stationers Loose Leaf Co. 165 
Stein Bros. Mfg. Co. 127 
Storms, H. M., Co 178 
Sturgis Posture Chair Co. 135 
Sun Rubber Co., The 163 


Sundstrand Back Cover 


Technygraph, The 136 

Toledo Metal Furniture Co. 80 

Triner Scale & Mfg. Co 136 

Troy Sunshade Co. 133 

Trussell Mfg. Co. 182 
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Underwood Elliott-Fisher 
Back Cover 


U. S. Tw. Ribbon Mfg. Co 174 
Universal Office Equipment Co...184 
\ 

Vail Manufacturing Co. 123 
Van Dyke Industries 108 
Varat, Murray Co. 144 
Victor Adding Machine Co. 149 
Victor Safe & Equipment Co...180 
Vogel-Peterson Co. 165 
Ww 
Wagemaker Co. 183 
Warshaw Mfg. Co. 128 
Webster, F. S., Co. 2 
Weis Mfg. Co 67, 68, 69, 70 
Wiggins, John B., Co 183 
Wrenn Paper Co., The 147 
Y 
Yawman and Erbe Mfg. Co 74 
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Adding Machine Parts 
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Adding Machines 
Allen-Wales Add, Mach. Corp 86 
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Machine Co._11 


Adding 
Monotype 


Barrett 


Comptometer, The 158 
Felt & Tarrant Mfg. Co x 
Friden Calculating Machine ¢ 1 
Monroe Cale. Machine Co., In i3 
Sundstrand Back Cover 
Victor Adding Machine Co 149 
Adding Machines, Rebuilt & Used 
Reliable Typewr. & A. M. Corp 2 
Shipman-Ward Mfg. Co 132 


Univ. Office Equipment Cc 184 
Adding Typewriters 
Underwood Elliott Fisher ¢ 


Back Cover 


Addressing Machines, Used 


Univ. Office Equipment Co 1s4 
Adhesives 
(See Inks, Adhesives, etc 


Arch and Clip Board Files 
Amer Aut. Elec l 
Cushman & Denison Mfg. ¢ 18 
Globe-Wernicke Co., The > a 
Rockwell-Barnes Co 7¥ 
Shaw-Walker 
Yawman and Erbe Mfx 

Ball Bearings for Drawer Slides, 
Kilian Mfg 

Banker's Note Cases 
Art Steel Ce 87 
General Fireproofing 
Globe-Wernicke 
Victor & Equip 
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Fisher Co 
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Binders, Catalogue and Period 
Acco Products, 
Mitchell Binder 
National Blank Book C<« 1li 
Walker Co 113, 14 
Sheppard, The ¢ E. ( 
Binders, Permanent Storage 
Adams, Henry T 
Bankers Sox Co 78 
Walker Co. l ] 
Sheppard, The (¢ KE. 4 
Binders, String 
Sanker 
Blank Books 
soorum & Pease 
National Blank 
Rockwell- Barnes 
Blotting Paper 
Wrenn Paper The 147 
Blue Print and Plan File Cabinets 


Underwood 
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All-Steel-Equip Co 153 


Anderson-Hickey (¢ od 8 
Art Metal Construction ¢ 
Art Steel Co....... 87, 88, 89, 
Browne-Morse Co Lt 
Columbia Steel Equip. Co. i7 
cr Jamestown Mfg 
General Fireproofing 
Globe-Wernicke Co., 
Peerless Steel Equip 
Walker Co 
Yawman and Erbe 
Bond Boxes 
Art 
(re 
Globe 


Corp l 
Co., The....64, 6 
The 57 

Co 
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Shaw 
Mfg. Co 
Steel Co 8 8 
eral Fir 
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Book Cases 
All-Steel-Equip ¢ l 
Alma Desk Co. 16 
Art Metal Constru m 4 1 
Browne-Morse Co 1 8¢ 
Corry-Jamestown Mf Corp 157 
General Fireproofing (¢ 
Globe-Wernicke ¢ 
Macey Co., The 
Peerle Steel Eq 
Shaw-Walker Co 
Wels Mfg. Co 
Yawman ar 
Book Rings 
Adams, Henry T 
Bookkeeping Machines 
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lerwood Elliott Fishe ( 
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Mfg. Ce 18 


Box Letter F 
Art el ¢ 
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Rockwell-Ba 
Weis Mfg. Co 67, 68 
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Brief and Zipper Cases 
Doppelt, Charles, & Co 
National Brief ¢ 
Reuben (¢ 


Shaw-Walke 
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r Co 113 
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lines advertised are here classified 





Many of 


the requirements of the modern business office 


nterested in any article of office equipment not listed here, they are cordially invited to 
cheerfully furnished by letter, without 


Calculating Machines, Used 

















information 


will be promptly and 


obligation. 


ers the 
ribers be 
ureau, through which the 
Sheppa rhe ¢ E. Co . 84 
Stein Bros. Mfg. Co 127 
Varat, Murray, Co 144 
Business Shows 
National Business Show 180 
Calculating Devices 
Meilicke Systems, In 185 
Shipman-Ward Mfg. Co 132 
Calculating Machines 
Allen-Wales Add. Mach. Co 186 
Barrett Adding Machine, 

Lanston Monotype Machine Co 119 
Comptometer, The 158 
Felt & Tarrant Mfg. Co...............158 
Friden ( lating Machine Co 154 
Monroe Cale. Machine Co., Ine..... 73 
Sundstrand Back Cover 
Victor Adding Machine Co. 149 





Reliable Typewr. & A. M, Corp..152 
Shipman-Ward Mg. Co 132 
Universal Of Equip, Co 184 
Carbon Papers 
(See Ribbons and Carbons 
Card index Boxes and Trays 
All-Steel-Equip. Co 153 
Art Metal Construction Co 109 
Art Steel Co 87, 88, 39, 90 
Bentson Mg Co. si 
Cole Sté Equipment Co 106 
Columbia Steel Equip. Co 77 
Corry-Jat g. Co 
General | 
Globe-Wert 
Guide 3S 
Imperia 
Invincibl 12 
Metal Offic 122 
Peerle Steel Equip. Co. 178 
Security Steel Equipment Corp 97 
Shaw-Walker Co 118, 145 
Wagemaker ¢ 183 
Warshaw Mg. Co 128 
Weis Mf ( 67, 68, 69, 70 
Yawmar Erbe Mfg. Co 74 
Cards, Business (Book Form) 
Wiggs john C Co. 183 
Cash Boxes 
Art Ste ("¢ 87, 88, 89, 90 
Ger Fireproofing Co., The....64, 65 
Cash Register Parts 
Chi Cash Register Parts Co 187 
Casters, Caster Bearings, Slides 
Bassick ¢ 114 
Darne Cort 112 
Kilian Mfg Corp 15¢ 
Celluloid Envelopes 
Mark ( 18 
Chair trons 
Bassick ¢ 114 
Boler Mfg. Co 166 
Collier-Ke rth ¢ 168 
Chairs, Office 
Artil Metal Products, Ine 85 
r Co 176 
Chair Lit 
olstery Works 140 
¢ 156 
reproofing Co The....64 
The W. H., Chair Co 
rp 
it Bending & Chair Co...160 
Imperial Leather Furniture Corp...181 
Jasper Chair Co 118 
Jasper S« ng Co 143 
Lyon M Products, Inc 162 
Metal Off Furniture ) 122 
Murphy Chair Co 139 
New Indiana Chair Co 164 
Re 1 Meta Mfg ( 188 
I v-W ker Co 113, 145 
s In The 101 
Posture Chair ¢ 135 
Me Furn. Co 80 
Ss le 13. 
Chairs, Folding 
G Mf ( 174 
L M Products Ine 162 
RK Me Mfg. Co 188 
Chairs Posture 
Ame Aut. Ele Sales Co 179 
4 Metal Products, Inc 5 
B ( Co 176 
( P Chair Co. 116 
( Co 156 
ft: Fireproofing Co 44. 65 
G I rhe W. H., Chair Co.....121 
H Corp 61 
H P Bendir & Chair Co._160 
Jasper ¢ Bt 118 
| Se g Co 143 
M ( rc 139 
R Metal Mfg. ¢ 188 
s Walker (« 113, 145 
Ss ( I The 191 
~ Postur Chair ( l 
r Metal Furn. ¢ 3 
Check Protectors & Writers 
H W Co Ré 








Cheeks, Stamped Metal 
Meyer & Wenthe, Inc 1235 
Coin Bags, Trays and Wrappers 
Art Steel Co 87, 88, 89, 90 
Downey, ¢ L., Co 164 
Copyholders 
Acco Products, Inc 99 
Amer Aut, Elee. Sales (¢ 179, 
CopyRight Mfg Corp 182 
Dewn Mfg. Corp rhe x6 
Shipman-Ward Mfg Co 132 
Ceostumers 
Fair Furniture Co 148 
Globe-Wernicke Co The 125 
Peerless Steel Equi; Co 178 
Royal Metal Mfg. ¢ 188 
Shaw-Walker Co 113, 145 
Troy Sunshade ¢ 13 
Vogel-Peterson Co 165 
Crayon 
Dixon, Josep! Crucible Co 98, 151 
Cushions and Pads, Chair 
Bickett, L, M., Co 187 
Shipman-Ward Mfg. ‘o 32 
Sun Rubber Co 163 
Dating Stamps 
Amer. Number Mac Co 187 
Bates Manufacturing Co 141 
Fulton Specialty Co 131 
Melind, Louis Co 146 
Meyer & Wenthe, In 135 
Rivet-O Mfg. Ce 186 
Desk Lamps 
Dawn Mfg. Cory 86 
Economical Lighting C« 183 
Faries Mfg. 104 
Midwest Naturlite Co 167 
Nat'l Lighting Equipment Co 148 
Standard Office Products Co 169 
Van Dyke Industries 108 
Desk Mechanisms, Typewriter 
St. Louls Hardware Mfg. Co 177 
Desk Pads & Tops 
Amer. Aut. Elec. Sales Co 179 
Wagemaker (¢ 183 
Desk Pending-Letters Holders 
Acco Producteé Ine 9 
Desk Pen & Ink Sets 
Sheaffer, W \ Pen Co 82 
Desk Trays 
Art Metal Cor ion Co 109 
Art Steel Co 87, 88, 8&9. 90 
Automatic File & Index Co 17 
Cole Steel Equipment Co 106 
Corry-Jamestown Mf Corp 157 
General Fireproofing (o., The....64, 65 
Gi Wernicke Ce rhe 7, 125 
Imperial Methods Co 81 
Peerless Steel Equip. Co. 178 
Shaw-Walker ( 113, 145 
Weis Mfg. Co 67, 68, 69, 70 
Yawm and Erbe Mfg. Co 74 
Desk Work Distributors 
Art Steel Co 87. 88. 89. 90 
sristow, Stanley R 184 
Globe-Wernicke { The 57 125 
Lyon Metal P Ir 162 
Victor Safe & } p. « 120 
Weis Mfg. ¢ 67, 68, 69, 70 
Desks 
Alma Desk Ce 55 
Art Metal Cor ion Co 109 
Art Steel ¢ 87, 88, 89, 90 
Automatic File & Index Ce 175 
Sent Mfg. C 181 
Browne-Morse Co 186 
Columbia Steel Equip. Co 17 
Corry-Jamestown Mf Corp 157 
General Fireproofir Co The 64, 65 
Globe-Wernicke ( The 57, 125 
In 1 Desk ¢ 76 
Indiana Desk ( 164 
Ir cibl Metal I ( 129 
Jasper Office Furn. Co 140 
Leopol Co The 187 
Macey Co., The 142 
M 1 Offic Fur ir Co 122 
Pee Steel Equip. ¢ 178 
Ri l .sK I niture Co 120 
te Metal Mfg. (¢ 188 
Security Steel Eq Corp 97 
Shaw-Walker ( 113. 145 
Sloar — m2 95 
Troy Sunshade ( 133 
V w Safe & Ee I Co. 180 
Wagemaker ( 12% 
Y r I Mfg. Co 74 
Dictating Machines, Used 
Shipr Ward Mf Co ” 
Duplicating Machines & Supplies 
Amer. Writing M ( 71 
Columt Ribbon & ¢ Mfg 
Co 102 
Dick A. B ( 51 
Ditt I 120 
G Db ( 182 
Hardi M ( 148 


Heyer Corporation, The..... 189 
Hileo Corp. —_ 159 
Ink Specialties Co 168 
Manifold Supplies Co...... . 53 
Mimeograph, The * 51 
Mittag & Volger, Inc. 110 
Orthograph Co., The 183 
Red Feather Products, Ltd......... 181 
Bete _ LaRevOROT  cieccicsccimctteni 184 
Shipman-Ward Mfg. Co 132 
Smith, L. C., & Corona Typewr... 55 
Speed-O-Print Corp 171, 172 
Starkey Paper & Supply Co 186 
Technygraph, The : . 136 
Victor Safe & Equipment Co. 1380 

Duplicating Machines, Used 
Shipman-Ward Mfg. Co................132 
Universal Office Equip. Co.............184 

Envelope Openers 
(See Letter Openers) 

Envelope Sealers 
Multipost Co., Ine 151 


Envelope Sealer-Cancellers 
Multipost Co., Ine 

Envelopes 
Globe-Wernicke Co., 
Quality Park Envelope 

Envelopes, Celluloid 


The 
Co. 





Markilo Co 185 
Eradicators, Ink 
Heyer Corp., The 189 
Erasers, Rubber 
Dixon, Joseph, Crucible Co....98, 151 
Roberts, Weldon, Rubber Co...........182 
Exhibitions, Office 
Nat'l Business Show eel 80 
Expense Books 
Beach Publishing Co 182 
Eyelets & Eyelet Fasteners 
tates Manufacturing Co 141 
Rivet-O Mfg. Co... —— 
File Boxes, Collapsible Corrugated 
tankers Box Co vauntenntnitigiamadins 
pastiied,’ ©: Bas Ghincasaewnas 8&3 
Globe-Wernicke Co., The 57, 125 
Guide System & Supply Co. 138 
Oxford Filing Supply Co............... 94 
Pronto File Corp 106, 134 
Wis Mfg. Co 67, 68, 69, 70 
File Boxes, Metal 
Adams, Henry T., Mfg. Co. .-. 185 
Art Metal Construction Co...............109 
Art Steel Co 87, 88, 89, 90 
Corry-Jamestown Mfg. Corp... aoe 57 
Globe-Wernicke Co., The 57, 125 
Peerless Steel Equip, Co 178 
Pronto File Corp 106, 134 
Rockwell-Barnes Co ‘ 79 
Shaw-Walker Co 113, 145 
Victor Safe & Equip. Co.................180 
Filing Cabinet Ball & Roller Bearings 
Kilian Mfg. Corp saihdiin 156 
Filing Cabinets, Insulated 
Meilink Steel Safe Co 92 
Mosler Safe Co., The... 111 
Shaw-Walker Co 113, 145 
Vietor Safe & Equip. Co 18¢ 
Filing Cabinets, Metal 
All-Steel-Equip. Co ..153 
Anderson-Hickey Co. ... 185 
Art Metal Construction (Co 109 
Art Steel Co 87, 88, 89, 90 
Automatic File & Index Co 75 
sSentson Mfg. Co 181 
trowne-Morse Co. 186 
Cole Steel Equipment Co 106 
Columbia Steel Equip. Co . tf 
Corry-Jamestown Mfg. Corp ...157 
General Fireproofing Co., The..64, 65 
Globe-Wernicke Co., The 57, 125 
Invincible Metal Furn. (% 129 
Macey Co., The..... 142 
Metal Office Furn. Co 122 
Peerless Steel Equip. Ce 178 
Pronto File Corp 106, 134 
Security Steel Equipment Corp 97 
Shaw-Walker Co 113, 145 
Victor Safe & Equip. Co 180 
Yawman and Erbe Mfg. Co . 74 
Filing Cabinets, Wood 
Globe-Wernicke Co., The 7, 25 
Imperial Methods Co 81 
Wagemaker Co .-..183 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 74 
Filinag Supplies 
Acco Products, Ine . 99 
Art Metal Construction (Co 109 
tarkley, C. L., & Co x3 
Browne-Morse Co 186 
Corry-Jamestown Mfg. Corp 157 
Daco Card and Index Co 182 
General Fireproofing Co., The. 64, 65 
Globe-Wernicke Co., The 57, 125 


THE CLASSIFICATIONS 
(Continued on page 6) 








THE CLASSIFICATIONS 
(Continued from page 5) 


Guide System & Supply Co... 
Imperial Methods Co 
Macey Co., The... 

Metal Office Furn. Co 
Oxford Filing Supply Co 
Pronto File Corp 

Quality Park Envelope Co 
Rockwell-Barnes Co. 
Shaw-Walker Co, “ 
Victor Safe & Equip 
Warshaw Mfg. Co... 
Weis Mfg. Co : 
Yawman and Erbe Mfg. Co 


Filing Tables 


Co 


Toledo Metal Furniture Co 
Finger Pads 

Speed Products Co 
Folders (See Filing Supplies 


Fountain Pens 
Esterbrook Pen Co 
Shesffer, W. A., Pen Co 
Gummed Cloth Rings 
Graff, Geo. B., Co 
Warshaw Mfg. Co 
Gummed Tape 
Industrial Tape 
Index Card Signals 


Corp 


Cook, H. C., Co 

Graff, Geo. B., Co 

Victor Safe & Equip. Co 
index Tabs 

Barkley, C. L., & Co 
Globe-Wernicke Co., The 57, 


Guide Bystem & Supply Co 
Markilo Co 


Melind, Louis, Co 

Shaw-Walker Co 113 

Sheppard, The C. E., Co 

Victor Safe & Equip. Co 
tnks, Adhesives, Ete. 

Continental Ink Co 

Harriman-Welts Prod. Co. 

Higgins, Chas. M., & Co 

Ink Specialties Co 

Melind, Louis, Co 

Rivet-O-Mfg. Co 

Sheaffer, W. A., Pen Co 
Inkstands 

Cushman & Denison Mfg. Co 
Labels 


Imperial Methods Co 

Oxford Filing Supply Co 
Warshaw Mfg. Co 
Ladders, Library, Store & Vault 
Cotterman, I. D 


Leads for Mechanical Pencils 
Dixon, Joseph, Crucible Co 
Rite-Rite Mfg Co. 
Sheaffer, W. A., Pen Co 


Leather Goods 
Doppelt, Charles, & Co 
Nat'l Brief Case Mfg 
Reuben Company 
Stein Bros. Mfg. Co 
Varat, Murray, 

Leather Upholstered Furniture 
Bright Chair Co 
Ehrlich Upholstery Works 
Imperial Leather Furn Corp 
Jasper Chair Co 
New Indiana Chair Co 

Latter Openers 
Multipost Co., 


Co. 


Co. 


Ine. 
Letter Trays (See Desk Trays) 


Letterheads 


Wiggins, John B Co 


Library Equipment 

All-Steel-Equip. Co 

Art Metal Construction Co 
Art Steel Co 87, 
Corry-Jamestown Mfg Corp 
General Fireproofing Co The 
Globe-Wernicke Co., The 57 
Macey Co The 

Peerless Steel 
Security Steel 
Shaw-Walker 
Yawman and 


Equip. Co 
Equipment 
Co. 
Erbe 
Lockers and Storage Cabinets 
All-Steel-Equip, Co 
Anderson-Hickey Co 
Art Metal Construction 
Art Steel Co R7 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co., The 64 
Globe-Wernicke Co., The 57, 
Invincible Metal Furn. Co 
Lyon Metal Products, Inc 
Macey (o., The 
Metal Office Furn. Co 
Security Steel Equipment 
Shaw-Walker (Co 
Yawman and Erbe 


Corp 
113 
Mfg. Co 


Co 
7, 88, 89 


Corp 
118 

Mfg. Co 

Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co 
Boorum & Pease Co 
Master-Craft Div., Shaw-Walker 
National Blank Book Co 
Sheppard, The C. E., Co 
Stationers Loose Leaf Co 
Trussell Mfg. Co 


Celluloid 


Loose Leaf Sheet Covers, 
Markilo 


Co 


67, 68, 69, 


128 
70 


147 
168 
146 
186 

82 


185 


140 
181 
118 
164 


153 
183 
1A9 

0 
186 
157 


162 
142 
122 
a7 
145 
74 


185 
161 
118 
117 

84 
165 
182 


Loose 
Adams, Henry T., Mfg. 
Loose Leaf Metals Co 
Sheppard, The C. E., C 

Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 
Victor Safe 

Map Tacks 
Graff, George B., 
Moore Push-Pin 

Matched Office Suites 
Art Metal Construction 
General Fireproofing Co., 
Globe-Wernicke Co., The 
Macey Co., The... 
Rishel, J. K., Furn 
Royal Metal Mfg. Co 
Shaw-Walker Co 
Sloane, W. & J 
Troy Sunshade Co 

Memorandum Books 
Boorum & Pease Co 
Master-Craft Div., Shaw 
National Blank Book C 
Rockwell-Barnes Co 
Trussell Mfg. Co 

Memorandum Devices 
Bates Manufacturing Co 
Bristow, Stanley R 

Mending Tape 
Industrial Tape Corp 
Warshaw Mfg. Co 


Moisteners 
Rivet-O-Mfg 
Numbering Machines 
Amer. Numbering Mach 
Bates Manufacturing Co. 
Melind, Louis, Co 
Roberts Numbering Mact 


The 


Co 
Co 


Co. 


Leaf Metals and Devices 


Co. 


ty) 


Co 


1) 


1 


& Equipment 


‘0 


The 


64, 


Walker 


ft) 


Co 


Office Partitions and Railings 


Globe-Wernicke Co., The 


Office Printing Outfits 
Fulton Specialty Co 


Pads, Figuring 
Soorum & Pease 
Mohawk Tablet Co 
National Blank Book (Co. 
Rockwell-Barnes (Co 

Paper 
Brown, L. L., 
Eaton Paper Corp 
Rockwell-Barnes Co 

Paper Clamps 
Acco Products, Ine 
Cushman & Denison 
Esterbrook Pen Co 
Hunt, C. Howard 

Paper Clips 
Acco Products 
Cook, H. €., 
Cushman & Denison 
Graff, Geo. B Co 
Vail Manufacturing € 

Paper Fastening Machines 
Ace Fastener Corp 
Bates Manufacturing Co 
Hotchkiss Sales (Co 
Kartro, Tne 
Markwell Mfg. Co 
Neva-Clog Products 
Speed Products Co 
Victor Safe & 

Paper Macerators 
Blomfeldt & Rapp Cr 

Inks, Adhesive 


Pencil Sharpeners 
Graff, George RB., 
Hunt, C. Howard, 

Pencils, Mechanical 
Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen © 

Pencils, Stylo Ink 
Inkograph Company 

Pencils, Wood Cased Lead 
Dixon, Joseph, Crucible 

Penholders 
Dixon, Joseph, 

Pens, Steel 
Esterbrook 
Hunt, C 

Picture Hooks 
Moore Push-Pin Co 

Pins and Pin Containers 
Vail Mfg. Co 

Platens, Typewriter 
Amer. Writing Machine 
Ames Supply Co 
Shipman-Ward Mfg. Co 

Postal Seales 
Hanson Scale 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. € 

Price & Sign Markers 
Fulton Specialty Ce 

Publishers 
British 

Punches 
Acco 


Co 


In 


Pen 


Ine 
Co 


’ 


Ine 


Paste (See 
Co 
Pen 


Ine 


Crucible 


Pen Co 


Howard, Pen 


Co 


Stationery 


Products, Ine 
Bates Manufacturing Co 
Boorum & Pease Co 
Globe-Wernicke Co The 
Mitchell Binder Co 
National Blank Book C 

Push Pins 


Moore Push-Pin Co 


Paper Co 


Mfg 


« 
( 


Mfg 


Equip. Co 


Cc 


0 


Co 


‘oO. 


(o 


0 


Co 


o 


ri 


Exporter 


Ete 


128 


159 


Ribbons and Carbons 





Aten @ Ca... 17 
Allied Carbon & Ribbon Co 185 
Amer. Writing Machine Co 71 
Ames Supply Co 1 
Buckeye Ribbon & Carbon Co 169 
(odo Mfg. Corp 170 
Columbia R. & C. Mfg. Co 10 
Crown Ribbon & Carbon Mfg. Co..1814 
Imperial Mfg. Co 107, 11 
{Inter-State Ribbon & Carbon Co.. 186 
Little, A. P., Ine 17 
Manifold Supplies Co 53 
Mittag & Volger, Inc 110 
Old Town Rib. & Carb. Co 6: 
Pacific Car. & Rib. Mfg. Co 91 
Peerless Key-Imperial Mfg. Co 
107, 115 
Phillips Process Co 
Royal Typewriter Co., Inc 
Shipman-Ward Mfg. Co 
Smit L. C., & Corona Tws 
Storms, H, M., Co 
Underwood Elliott Fisher Co 
Back Cover 
l S. Typewr. Rib. Mfg. Co 174 
Webster, F. S., Co 2 
Rubber Bands 
Roberts, Weldon, Rubber Co 182 
Rubber Stamps 
Melind, Louis, Co 146 
Meyer & Wenthe, Ine 135 
Rubber Type 
Fulton Specialty Co 131 
Safes 
Art Metal Construction Co 109 
Brush-Punnett, Ine 186 
General Fireproofing Co., The...64, 65 
Globe-Wernicke Co., The 57, 12 
Macey Co., The 142 
Meilink Steel Safe Co., The 92 
Mosler Safe Co., The 111 
Security Steel Equipment Corp 97 
Shaw-Walker Co 113, 14 
Victor Safe & Equip. Co 180 
Yawman and Erbe Mfg. Co 74 
Scrapbooks 
Globe-Wernicke Co., The 57, 125 
Wels Mfg. Co 67, 68, 69, 70 
Secretary Desks 
Art Metal Construction Co 109 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co., The 57, 12 
Peerless Steel Equip. €o 178 
Shaw-Walker Co 113, 145 
Shelving 
All-Steel-Equip. Co 15 
Art Metal Construction Co 109 
Browne-Morse Co 18¢ 
Corry-Jamestown Mfg. Corp 157 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co., The 57, 125 
Lyon Metal Products, Ine 162 
Macey Co., The 142 
Security Steel Equipment Corp 97 
Shaw-Walker Co. 113, 145 
Smoking Stands, Office 
Royal Metal Mfg. (C¢ 188 
Sorting Devices 
Bristow, Stanley R 184 
Stamp Affixers, Postage 
Multipost Co., Ine 151 
Stamp Pads 
Bates Manufacturing Co 141 
Fulton Specialty Co 131 
Melind, Louis, Co 146 
Meyer & Wenthe, Inc 135 
Phillips Process Co 163 
Rivet-O-Mfg. Co 186 
Rockewll-Barnes Co 79 
Victor Safe & Equip. C 180 
Stands for Office Machines 
All-Steel-Equip. Co 15 
Ames Supply Co 131 
Anderson-Hickey Co 18: 
Art Steel Co 87, 88, 89, 90 
Corry-Jamestown Mfg Corp 157 
Gaylo Mfg. Co., In 17 
General Fireproofing Co., The...64, 65 
Globe-Wernicke Co., The 7, 12 
Harter Corp 61 
Peerless Steel Equip. Co 178 
Sherman-Manson Mfg. Co 18 
Shipman-Ward Mfg. Co 132 
Standard Office Products Co 169 
Sturgis Posture Chair Co 13 
Toledo Metal Furniture Co ga 
Staple Extractors 
Ace Fastener Corp 10 
Staples and Stapling Machines 
Ace Fastener Corp 10 
Rates Manufacturing Co 141 
Hotchkiss Sales Co 180 
Kartro, Ine 152 
Markwell Mfg. Co 96 
Neva-Clog Products Ine 10 
Speed Products Co 75 
Vail Manufacturing (< 12 
Stenographer’s Note Books 
National Blank Book Co 117 
Rockwell-Barnes Co 79 
Trussell Mfg. Co 182 
Storage and Transfer Cases 
Adams, Henry T.. Mfg. C« 185 
All-Steel-Equip Co 18 
Art Metal Construction Co 109 
Art Steel Co 87, 88, 89, 90 
tankers Box Co TR 
Barkley, C. L & Co 8 


tent Mfg Co 


sor 


181 





Browne-Morse Co. .............. lees 
Cole Steel Equipment Co... siiohe 
Columbia Steel Equip. Co......177 








Corry-Jamestown Mfg. Corp... 
Efficiency Equipment Co. 
General Fireproofing Co., 





Globe-Wernicke Co., The 57 25 

Guide System & Supply Co. 138 

Imperial Methods Co gl 

Invincible Metal Furn. Co 129 

Micey Co., The 142 

Metal Office Furn. Co 132 

Peerless Steel Equip. Co...............178 

Pronto File Corp 106, 134 

Rockwell-Barnes Co. ... iascie ae 

Security Steel Equipment Corp... 97 

Shaw-Walker Co Saceiia 113, 145 

Wagemaker Co ‘icenbibeuadaadinateiad 3 

Weis Mfg. Co 67, 68, 69, 70 

Yawman and Erbe Mfg. Co.. 7 
Strong Boxes, Fire Protected 

Meilink Steel Safe Co 92 
Tables 

Art Metal Construction Co..... 109 

Browne-Morse Co. ...................«-- ..186 

Corry-Jamestown Mfg. Corp.............157 

General Fireproofing Co., The....64, 65 

Globe-Wernicke Co., The 

Lyon Metal Products, Ine...... 

Macey Co., The 2 

Mutschler Bros. Co.. 

Peerless Steel Equip. Co 

Shaw-Walker Co 

St. Johns Table Co. 

Victor Safe & Equipment Co 180 
Tablets and Pads 

Mohawk Tablet Co.......... 124 
Telephone Accessories 

Bates Manufacturing Co isincaniaaeee 

Victor Safe & Equipment Co........ 180 
Telephone Stands 

Metal Construction Co 109 


Art 
Art Steel Co 87, 88, 89, 90 


General Fireproofing Co., The....64, 65 
Globe-Wernicke Co., The 57, 125 


Peerless Steel Equipment Co 178 
Shaw-Walker Co. ... : 113, 145 
Yawman and Erbe Mfg. Co non Oe 
Thumb Tacks 
Graff, George B., Co 170 
Moore Push-Pin Co 186 
Ticket Holders 
Vail Manufacturing Co. 123 
Trimming Boards 
Amer. Photo Laboratories 175 
Type, Typewriter 
Amer. Writing Mach. Co | 
Ames Supply Co....... preaere 131 
Shipman-Ward Mfg. Co... 132 
Typewriter Cleaning Material 
Amer. Writing Mach. Co................ 7 
Ames Supply Co.... tiie 
Claretepe GG. | ccccccceccnn scnipeeaalaene 
Mittag & Volger, Ine. 110 
Rivet-O-Mfg. Co 186 
Scat, Dr., Chemical Co 186 
Shipman-Ward Mfg. Co 132 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 71 
Ames Supply Co : 131 
Peerless Key-Imperial Mfg. Co 
107, 115 
Shipman-Ward Mfg. Co 32 
Speed Key Mfg. Co 184 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 120 
Amer. Writing Mach. Co 71 
Ames Supply Co 131 
Peerless Key-Imperial Mfg. Co 
107, 115 
Shipman-Ward Mfg. Co 132 
Typewriter Parts and Tools 
Amer. Writing Mach. Co 71 
Ames Supply Co 131 
Shipman-Ward Mfg. Co 132 
Typewriters, Mfrs. of 
Corona Typewriter 55 
Royal Typewriter Co.. 59 
Smith, L. C., & Corona Tws 55 
Underwood Elliott Fisher Co 
. Back Cover 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Co 71 
Reliable Typewr. & A. M. Corp.....152 
Shipman-Ward Mfg. Co 132 
Visible Systems Equipment 
Acme Visible Records, Ine 93 
Art Metal Construction Co. 109 
Automatic File & Index Co 175 
Boorum & Pease Co ‘ 161 
Globe-Wernicke Co., The 57, 125 
National Blank Book Co 117 
Shaw-Walker Co 113, 145 
Sheppard, C. E., Co R4 
Stationers Loose Leaf Co 165 
Victor Safe & Equipment Co 180 
Yawman and Erbe Mfg. Co 74 
Wardrobe Racks 
Vogel-Peterson Co 165 
Waste Baskets 
Art Steel Co 87, 88, 89. 90 
Cole Steel Equipment Co 106 
Corry-Jamestown Mfg. Corp 157 
General Fireproofing Co., The ...64, 65 
Globe-Wernicke Co., The 57, 125 
Massillon Wire Basket Co 184 
Metal Office Furn. Co 122 
Peerless Steel Equipment Co 178 
Shaw-Walker (<¢ 118, 145 








WANTS AND LOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 


STATIONERY SALESMAN and organizer has completed special reorganiza 
tion task and is open now for a position as manager or buyer for estab- 
lished stationery house. Has operated own business and managed for others 
with an excellent record of results. Well posted on stationery, printing, 
office furniture. Knows how to manage at a profit. Will consider any sec 
tion of the country. For particulars address A-171, care of Office Appliances, 


Chicago. 


EXPERIENCED CHEMIST, equipped to manufacture all kinds of high 
grade duplicating stencils, will manufacture same for responsible concern 
or distributor, on Cost-plus, profit Basis. Samples submitted Address 
Chemist, Room 425, 111 W. Jackson, Chicago 

ROYAL FACTORY TRAINED MECHANIC seeks connection with progres- 
sive Dealer. Sixteen years’ experience. Excellent record as service manager. 
Sales experience. References. Address A-172, care Office Appliances, Chicago 


MECHANIC, Combination, all around experienced man with 18 years on 
the bench and outside, on all makes; buying, selling, managing shop. Will 
go anywhere; best of references. Address A-169, care Office Appliances, 
Chicago 


RELIABLE MECHANIC with experience on all makes, desires position with 
reliable concern. Address A-170, care Office Appliances, Chicago. 


SALESMEN WANTED 

IF YOU ARE NOW selling to offices, we have a product that will prove t 
be a very profitable sideline. It quickly becomes a major line. Exclusive 
territories are available. Box N-184, care Office Appliances, Chicago. 


YOUNG AGGRESSIVE TYPEWRITER Salesman. Thriving California Coast 
City Royal dealer requires the right type man to help develope valuable 
franchise. Send snapshot and complete record with first letter. Address 
N-183, care Office Appliances, Chicago 

SALESMEN WITH FOLLOWING, contacting commercial stationers accounts 
in New York, New Jersey and New England wanted to represent Van Dyke 
Industries, the nationally recognized leader in the fluorescent lighting field 
Send replies to Roy C. Smith, 30 Charlton Street, New York, N 


SALESMEN to sell up-to-date line of desk lamps, ash stands and ash trays 
Commission basis. Give references and full details. The Apella Co., 202 
Gireene St. New York City 


SALESMEN WANTED—Nationally 
Zipper Cases, Ring Binders, etc., seeking one or two men with 
leather goods experience. Territory Rocky Mountain Section and Pacific 
Coast. Address N-185, care Office Appliances, Chicago 


known manufacturer of Brief Cases, 


some 


SALES CORRESPONDENT WANTED 


SALES CORRESPONDENT WANTED—age about 30, with experience in 
manufacturer's organization, steel office furniture, who can sell direct or 
through the mails. Address N-186, care Office Appliances, Chicago 


REPRESENTATIVES AVAILABLE 


WOOD DESK-— Line of good, but medium and low priced wooden desks 
desired by factory representative covering Southern States. For territory 
ind personal interview address A-168, Office Appliances, Chicago 


MANUFACTURERS’ REPRESENTATIVE with established trade desires 
one additional line to sell stationers and office equipment dealers. Territory 
covered for five years includes Illinois, Indiana, Michigan, Ohio, Kentucky 
Wisconsin. A good sales producer Address A-178, care Office Appliances 
Chieago. 


REPRESENTATIVES WANTED 


MANUFACTURERS’ REPRESENTATIVES WANTED—Leading manufac 
turer of fluorescent lighting for offices has opening for representation in 
New York City and New England. Will consider one man for entire section 
or make New York metropolitan district one section, New England another 
Product is of excellent quality, appeals to enterprising dealers. Give com 
plete information including territory covered, lines handled and references 
Address N-189, care Office Appliances, Chicago 

SAFE MANUFACTURER with established dealer organization in Texas 
Oklahoma, New Mexico, Louisiana, Kansas, Colorado, and Arkansas wants 
representative now calling on office furniture trade with non-competing 
line. Splendid opportunity for substantial earnings. Write full details 
stating lines handled, and territory Address N-188, Office Appli 
ances, Chicago. 


covered 


TO SALES PEOPLE—DUPLICATOR SUPPLIES— Long established company 
wants additional representatives—protected territory. Write Suite 2169, 
608 S. Dearborn St., Chicago 


MECHANICS WANTED 


ASSISTANT SHOP FOREMAN WANTED by typewriter dealer in Idah« 
Prefer young man with knowledge of all makes of typewriters, also adding 
machines and cash registers 4 real opportunity for man with necessary 
qualifications and ambition State references salary 
expected Address N-181, care Office Appliances 


experience and 
Chicago 


eight cents a word, minimum charge, $1.60. 


CAPABLE MECHANIC WANTED by dealer in one of the smaller Illinois 
cities. Preference for man about 35 to 40 years of age. Must be thoroughly 
experienced on typewriters. Knowledge of adding machines desirable but 
not essential. Send full information to N-187, care Office Appliances, Chicago. 





WANTED UNDERWOOD NOISELESS and Standard mechanic. Must be 
trained on both machines. Permanent position. Good salary. All corre- 
spondence confidential. Address N-182, care of Office Appliances, Chicago. 





MECHANIC Dictating Machine Mechanic; must also be able to repair 
adding machines, also Monroe Calculators. Write fully. E. R. Pfahl, 1100 
Prospect Ave., Cleveland, O. 





RETAIL BUSINESS FOR SALE 





STATIONERY OFFICE SUPPLY— BOOK AND GIFT STORE—Recently re 
modeled. 41 years in same location. Town of 30,000 in East Texas. Reason 
for selling—Have other interests that require my time. Box N-190. Office 
Appliances, Chicago 


FOR SALE: Office Furniture and Stationery Business established 21 years. 
Eastern State wishes to retire Address N-191, care Office Ap 
pliances, Chicago 


Owner 





SALES LETTERS 


LETTERS WILL BUILD SALES—-For years I have built letters that pull 
sales. You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on request. 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 





FOUNTAIN PEN REPAIRING 


Desk Sets, ete., 
Welty Pen & Repair Co., 


tepaired—usually 12 to 24 


ALL MAKES Pens, Pencils, 
38 So. State St.. 


hour service Standard prices 
Chicago 


ADDING MACHINE PARTS, TYPE, ETC. 


NEW PRICE LIST of Marchant parts now available. New low prices on 
adding machine feed rolls by the dozen. Write for prices now. I. A. Dehn, 
Jr., 1643 101st Ave., Oaxiand, Calif 


DICTATING MACHINE PARTS 


order too small. When you need 


AND VARIED STOCK. No 
Western Ave., Chicago 


Central Dictating Service, 2632 N 
Koep 


COMPLETE 
parts, write 
Management G 


DUPLICATING MACHINE PARTS 
LIST of parts for the Mimeograph machine now available 
prices on all rubber parts for the Mimeograph. Write 
Mimeo Repair Co., 395 Broadway, New York 


NEW PRICE 
Special attractive 
for catalogue and price list 


City 


DUPLICATOR SUPPLIES 


Duplicator inks and typewriter 


MULTIGRAPH RIBBONS remanufactured 
Lewis Co., 


Established over ten vears. Write us, save money. 
Milwaukee, Wis 


ribbons 
413 W 


State St 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding—Calculating Ma 
Ediphones, bought and sold. Chicago Office Appliance 


Chicago 


Dictaphones 
Wells St 


chines, 
(Co., 529 8 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
ind Monroe Caleulators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 North 3rd Street, Milwaukee, Wis 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Lookkeeping Machines, 


Comptometers, all makes calculators Bought and Sold. Dorrell-Markel, 93 
S. llth, Minneapolis, Minn 





BURROUGHS— Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. 
All types office machines bought and sold. Fort Pitt Typewriter Co., 644 
Liberty Avenue, Pittsburgh, Pa 


BURROUGHS, MOON-HOPKINS,  Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
and we will quote highest cash prices. International Office Appli 
idway, New York City 


number 
ances, Inc., 326 Bre 


WANTS AND FOR SALE—Continued on page 8 
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ELLIOTT-FISHER machines, calculating machines, adding machine , 
office equipment, bought and sold. W. J. Crowley Company, 434 Caswe 
Bldg., Milwaukee, Wis. ; 





Q OFFICE APPLIANCES 


KARDEX ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, book always on hand. Special service and 


WANTS AND FOR SALE—Continued from page 7 
i ‘ee + ae rices to dealers for purchase or sale. Get our quotations. Chas. 8. Nathan 


FOR SALE-—Burroughs Moon-Hopkins 20 Register Seventy Six Hundred Inc., 548 Broadway, New York 


l 
Series with 30 inch front feed carriage. Machine used 18 montt Also 


oO R5 Re gto tusiness ‘ yine Co., 517 Me é St San Frar ss Se 
del 85 Remington. Business Equipment sarket 3 VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 


seo, Calif Kardex, Acme and International Visible Factograph cabinets, as well 
is other makes. We can supply new improved brass shift rods (that 
vill not break), for International cabinets, also cards and card holders 
Write and tell us what Visible Equipment you need or have for sale 
Special prices to Dealers } H. Heineman, 407 N. Eighth St., St 


DICTAPHONES—EDIPHONES—established 1923. Largest stock—all n Louis, Mo 

els. Write for prices of machines and our Cleartone Cylinders Americal . a 
Dictating Machine Co., 235 Fifth Ave., New York, N. WE HAVE FOR DISPOSAL: ten 8x5 18-drawer Acme Cabinets, thirty-six 
2 26-drawer Kardex, fine conditior Seven Burroughs Moon-Hopkins 734A, 
DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines bought fifty Postindex cabinets duplex six inch, and seventeen Daltons Z Model 
and sold—-Wholesale, Retail—Write us. Chicago Dictating Machine ¢ Multiplex ledger posting and statement machines with motors on stands 
2 S. Wells St.. Chicago serial numbers from 107,000 to 0.000 ill f.o.b New York warehouse 


Harold M. Bennett, 438 East &th St New York, N. Y. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Fold 


ers, Typewriters, Adding Machines. Write for FREE Money Making Cir WANTED TO BUY FOR CASH, adding and calculating machines, all makes 
cular. Pruitt, 527 Pruitt Bldg., Chicago ind models—typewriters, wide carriages 14” and larger surros 13-13-02 

- - 138-02—-Moon Hopkins 72A-71A-78A-50M and higher—Remington Account 
KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types ing Machines Models 121-128-125—Elliott Fishers Direct Subtractions and 
bought and sold. We specialize in this field and offer full cooperation t cross footers—Hand Addressographs—‘'B”’ frames long clip and late style, 
dealers. Commercial Card System, 395 Broadway, New York City ilso “KE” frames. Shipman-Ward Mfg. Co., 325 N. Wells St., Chicago. 




















Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 

The Bankers Box Company.—A four-page folder, addressed to tl 
dealer’s salesmen and stressing the approaching season for selling trat 
fer cases, is being issued to the trade by the Bankers Box Company 
Chicago, Ill. Done in color and attractively arranged, the folder remind 
the salesman of the many types of document storage material an 
equipment manufactured and sold by the company. 


Dawn Manufacturing Corporation... new folder entitled “She's Or 


the Spot,” designed to create in the mind of the consumer a definit« 
need for the firm’s products, has recently been made available to the 
Dawn Manufacturing Company, 12 Champeney terrace 


trade by the 
tochester, N. ¥ The folder stresses Dawn's copyholder, Turn-A-Page 
with its folding-away and page turning features, and explains how the 
device speeds up work to a quicker tempo by eliminating ‘‘stop and g 
in typing. One of the photographs contained in the folder is presente 
elsewhere in this issue 

DoMore Chair Company. 
an unusual booklet recently published and made 
by the DoMore Chair Company, 
the value of the DoMore line of executive posture chairs. The booklet 
contains a number of descriptions and illustrations and briefly outline 
the scope of the company’s nation-wide service. Instead of merely pre 
senting pictures of the various models alone, most of the illustratior 
show the chairs in their proper setting, with desk, carpet, wall picture 
smokers, etc., arranged into typical business office ensembles At the 
end there is a description of what DoMore offers in the way of per 
sonalized adjusting of posture chairs and an invitation to the consume 
to make tests of the chairs in his own office and surrounding 

The General Fireproofing Company. An impressively made up four-page 
folder featuring the firm's lines of Secretaires for the office and the home 
has recently been published by The General Fireproofing Company, Young 
town, Ohio, as an aid to dealers. Lavishly illustrated, the folder shows the 
many uses to which the Secretaire may be put and the manner in w | 
interiors of the various models are arranged to meet these ses. De 
desiring copies should communicate directly with the company 

The Harter Corporation. 
covering the firm's line of posture chairs of all types has been is 
to the trade by The Harter Corporation, Sturgis, Mich. In addition 
picturing the many clerical, stenographic and executive models 
able, the book is highly interesting in that it also contains two 
articles on correct seating under the titles of “‘Posture Means So Muc! 


“For Distinguished Service’ is the title 
available to the trade 


hort 


From the Health Standpoint,"’ and ‘“‘The Theory of Posture Seating 
Copies of the catalogue are available on request 
Keuffel & Esser Company.—.A humorous publication entitled “How t 


+ ; 


Choose a Slide Rule,’ written by Don Herold, has been issued to the t 
by the Keuffel & Esser Company, Adams and Third streets, Hoboken, N. J 
as an advertising piece for its line of slide rules. The booklet is in tw 
colors and contains twenty-four pages and twenty-six illustratior It 
breezy language it explains the difference between the various type 

slide rules available and, although written primarily for students in eng 
neering colleges, contains a quantity of slide rule information 
to the entire engineering profession. Copies are free upon rques 
company 
Reliable Typewriter & Adding Machine Corporation.—‘‘leli-O-Gran 

the snappy title of a new house organ which is being issued to the 
trade at stated intervals by the Reliable Typewriter & Adding Macl 
ine Corporation, 308 West Monroe street, Chicago Mimeographed or 
high quality paper, the little number usually runs about six or sey 


pages in length, each of which is alive with current news items, matter 
of interest to the trade, brief descriptions of oddities and here and there 
1 paragraph of advertising for Reliable Dealers in office machine and 
stationers interested in receiving copies of Reli-O-Gram should com: 
cate with James P. (Jim) Ward, whose signature appears or vl 
number 

Reliable Typewriter & Adding Machine Corporation...( new, wholesal 

rtal 


price list covering all makes of typewriters, both standard and yx ‘ 
has been prepared and made ready for the trade by the Reliable Typ: 
writer & Adding Machine Corporation, 308 West Monroe street, Chicag 
Ill. The list includes L. C. Smiths, Remingtons, Rovals and Underwood 
and a special line of new Corona adding machines. For interested dealet 
the company also has a catalogue and price list of adding machines, book 
keeping machines, calculators, cash registers, checkwriters, duplicating 
machines and transcribing equipment 

Safe Manufacturers National Association...A series of SiX sales p 
tion leaflets entitled ‘“‘The Fire of the Month” has been issued by the Ss 
Manufacturers National Association. Pictorial in design, they were 
lished for the purpose of providing material for sales representative 
the industry to assist them in convincing prospects of the need for 
Dealers interested should communicate with W J 


record protection 
Madison avenue, New \ 


Parker, secretary of the association, at 366 
ms Bs 

Sengbusch Self-Closing Inkstand Company. A new series of dealer 
in the form of a catalogue, circulars and a ‘“‘four-purpose”’ disp 
been made available to the dealer by the Sengbusch Self-Closing Inkst 
Company, 2222 West Clybourn street, Milwaukee, Wis. The new ‘ 
illustrates and describes all the new desk sets and gives change 
on certain types of bases Four circulars, numbered 17, 19 
feature the Adapto, Handi-Pen, Gee Jay and other desk s« 
ill equipped with plenty of space for dealer imprints. The ‘“four-purpose 
display for window or counter is modern, streamlined and unusua 


f 


tive. It is equipped with a carton for preserving not only the 

also the interchangeable panels for special retail seasons. Intere 
should communicate with the company at the address given above 

The Steck Company. Captivating Gifts” is the title of a folder wl 
has brought unusual added business to The Steck Company. Austir Te 
during the holiday season and which, because of its suecess ‘ 
repeated again this vear. Printed in red and black on white, the f ¢ 


contains a large number of illustrations suitable as gifts. The 


1500 of the folders to women in Austin and distributed 14,000 
copies of its house organ, ‘“‘Steckalog.”’ The mailing piece resulted 
for merchandise being received from distances far away as M 
ind Indiana 

Triner Scale & Manufacturing Company. A new catalogue sheet 


“Are You Throwing Money Out of the Window has recently beer 

to the trade bv the Triner Scale & Manufacturing Companys 714 
West Twenty-first street, Chicage In addition to featuring the ent 
Triner line of scales the catalogue sheet explains to prospects that the 
own organizations an purchase the same type and _ style f e ft 


check mail as that used in the post offices for the same purpose 


Elkhart, Ind., as a means of stressing 


A twelve-page, generously-illustrated catalogue 





OFFICE APPLIANCES 


Underwood Elliott Fisher Company.—A nation-wide direct mail campaign 
is being used by the Underwood Elliott Fisher Company to introduce its 
new, completely-electrified Elliott Fisher accounting machine. Practically 
every present user of Elliott Fisher equipment now obsolete or ready for 
replacement, as well as every user interested in modernizing account or 
record writing will receive three pieces of direct mail literature explaining 
the new machine. Mailing lists are being prepared by UEF representatives 
ill over the country and forwarded to Underwood Elliott Fisher head- 
quarters at 1 Park avenue, New York, N. Y. The three pieces are in the 
form of four-page folders of high-grade, glossy paper describing the 
machine, the work it will do and the various models available. The Elliott 
Fisher accounting machine was pictured and described in the December 
issue of Office Appliances 

Murray Varat Company. A four-page folder describing and illustrating 
the firm’s lines of brief cases, zipper cases, bags and other leather 
tems has been issued to the trade by the Murray Varat Company, 118 
South Clinton street, Chicago. The folder is being distributed in connec- 
tion with a special sale being conducted by the company which is 
cheduled to end on January 20 


—-_--~> ——--- 


Current Corporation Reports 


Dixon (Joseph) Crucible Company.—$1, payable December 28 to common 
stockholders of record December 19, bringing payments in 1940 to $2 a 
(New York Herald-Tribune, December 28, 1940.) 
Directors of Horder'’s, In today declared an extra dividend of 

cents. (Chicago Daily News, November 30, 1940.) 

Scovill Manufacturing Company will disburse a year-end dividend of 

ents a share (Chicago Daily News, November 30, 1940.) 

Reflecting continued excellent domestic demand for office equipment, 
iles volume of Remington Rand Ine., during October and for November 
date is understood to have run in excess of 20 per cent over like 
period of last year. On basis of current business, preliminary estimates 
for quarter ended December 81—third quarter of company’s fiscal year 

place net income in the neighborhood of 45 cents a common share, as 

mpared with earnings of $752,255 or 34 cents in like period of 1939. 
New York Wall St. Journal, November 29, 1940.) 

Royal Typewriter Company, Inc., and domestic subsidiary.—For the three 
onths ended October 31, reported consolidated net income of $543,919 
equal after allowing for preferred dividends, to $1.78 a 
ommon share, compared with $506,860 or $1.64 a common share in the like 
1939 period. Financial results of the foreign subsidiaries are not consoli 
dated in the report. (Fort Wayne, Ind., News, November 29, 1940.) 

Net profit of L. C. Smith & Corona Typewriters, Inc., for October 
established a five-year high for that month, totaling $127,560 after all 
harges and full provision for United States and English income taxes, 
rccording to H. W. Smith, president. This compared with loss of $16,065 
for the like 1939 month secause of a refunding operation, the company 
neluded in the month's expenses a special charge of $36,000 representing 
e remaining amount scheduled for amortization over the life of its 
id debentures which are being called for redemption on January 1 
(New York Herald-Tribune, November 28, 1940.) 

Wilson-Jones Company.—For quarter ended November 30, net income 
$52.014, or thirty share; for same 1939 quarter, net 

ome $68,378 r twenty-five cents a share. (New York Herald-Tribune, 


December ; 40.) 


share igainst $1 in 1939, 


to 


ifter charges, 


+} 


cents a ipital 





MISSING MACHINES 





The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm’a name) which 
re reported lost, stolen or strayed. Information concerning the where- 
ahouts of these machines should be forwarded to the company concerned 
at the earliest opportunity 

a. | Hendrick. 2314 Sherman avenue 

rtable No. 10174605. elite type 

J. A. Meinhardt & Company 330 North Halsted street 
~ t} No 5 /11-1115890 


Evanston, Tll.—Corona standard 


Chicago.—L. € 





BUSINESS OPPORTUNITIES 





Lines Wanted Abroad 


Dutch East Indies Dealer Opens New York Buying Office.K. van der 
den, of Hulswit & Company, Batavia, Java, writes that he has recently 
ypened up a buying office for the company he represents. His address is 
Hotel Windsor, 100 West 58th street, New York. Mr. van der Eynden 
tates that he would like to hear from manufacturers of various stationery 
nks (both stencil and writing), rubber for erasers, dextrine 
ils, sealing wax, show card colors, and related products. It is sug 
ted that manufacturers who are interested get in touch with him at 
his hotel location 
Lines Wanted for Porto Rico...Arturo Noriega, a manufacturers agent 
whose is P. O. Box 1041, San Juan, represents four or five well 
known manufacturers of stationery and office equipment. He also sells 
hool supplies. He would like to arrange to represent other concerns on 
he companies represented will be furnished 


nes such as 


1ddress 


mission basis \ 


Office Appliances upon request 


> 


Wanted Here at Home 


Aurora, Il!., Has New Stationery Store...Jensby. Inc., is the name of a 
v stationery business located at 9 North Broadway, Aurora, Ill. Back 
the twenties Charles E. Jensby .the proprietor, started in the stationery 
sine with the Baldwin Printing & Stationery Company. which was 
ted in the d Board of Trade Building in Chicago. He has had other 
ection ‘ ling 1 stationery He desires to hear from 
tat ! T facturers 


Seeks More Catalocues. The Atlas Office Supply Com 
x ' bstantial expansion when it 
er quarts it 308 Zindler building As a result of this 
of enlarging its trade literature files 
eatalogues from all branches 


t recently vile i 


Expanding Firm 
’ H stor 


for that reason is seekir manufacturers 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





PATENTS 

2,222,599. Penholder. Leon Heh! Ashmore, Col- 
lingswood, N. J. Application May 2, (938, Serial 
No. 205,603. Granted November 26, 1940. 

2.222,824. Magazine Type Pencil. John D. Ros- 
sier, Orange, Calif. Application August 20, 1940, 
Serial No. 353,353. Granted November 26, 1940. 

2,864. Copyholder. Bonnie E. Van Alstyne, 

San Francisco, Calif. Application April 8, 1940, 
Serial No. 328,425. Granted November 26, 1940. 

2,222,983. Sheet Assembling Machine. Alfred 
Marchev, La Grange, and Cecil C. McCain, Glen 
Ellyn, iHMinois, assignors to Ditto, Incorporated, Chi- 
cago, Ill., a corporation of West Virginia. Application 
January 30, 1937, Serial No. (23,176. Granted No- 
vember 26, 1940. 

2,222,984. Duplicating Apparatus. Alfred Marchev, 
LaGrange, III., assignor to Ditto, Incorporated, Chi- 
cago, Iil., a corporation of West Virginia. Applica- 
tion June 23, 1938, Serial No. 215,357. Granted 
November 26, 1940. 

2,223,196. Cabinet for Calculating Machines and 
the Like. Edwin R. Watkins, Youngstown, Ohio 
Application April 27, 1939, Serial No. 270,349. 
Granted November 26, 1940. 

2,223,225. Memorandum Holder. Samuel M. Radzy- 
neer, Chicago, Ill. Application February 12, 1940, 
Serial No. 318,514. Granted November 26, 1940. 

2,223,235. Typewriting Machine. Russell G. 
Thompson, West Hartford, Conn., assignor to Under- 
wood Elliott Fisher Company, New York, 7. 2 
corporation of Delaware. Application July 6, (938, 
Serial No. 217,705. Granted November 26, 1940. 

2,223,249. Lead Pencil. Jacob Gordon, Wash- 
ington, D. C. Application September 14, 1940, Serial 
No. 356,839. Granted November 26, 1940. 

2,223,322. Stapling Machine. John T. Kilbride, 
Bridgeport, Conn., assignor to E. W. Carpenter 
Manufacturing Company, Bridgeport, Conn., a_ cor- 
poration of Connecticut. Application October {, 1937, 
Serial No. 166,769. Granted November 26, 1940. 

2,223,405. Desk. Earle S. Cain, Glendale, Calif. 
Application November 10, 1939, Serial No. 303,785 
Granted December 3, 1940. 

2,223,487. Fountain Pen. Martiniano Floro, Ma- 
nila, P. 1. Application October 2, 1939, Serial No 
297,581. Granted December 3, 1940. 

2,223,529. Line Justifier for Typewriting Machines 
Linn Edward Potter, Syracuse, N. Y., assignor to 
L. C. Smith & Corona Typewriters, Inc., Syracuse, 

Y., a corporation of New York. Application Octo- 
ber 4, (939, Serial No. 297,822. Granted December 


3, 3 ' 

2,223,541. Fountain Pen. Marlin S. Baker. Janes- 
ville, Wis., assignor to The Parker Pen Company, 
Janesville, Wis., a corporation of Wisconsin. Appli- 
cation January 6, 1939, Serial No. 249,617. Granted 
December 3, 1940. 

2,223,560. Combination Kit. Walther Friedlaender, 
New York, N. Y., assignor to Eagle Pencil Com- 
pany, New York, N. Y., a corporation of Delaware. 
Application December 14. 1939, Serial No. 309,126. 
Granted December 3, 1940. 

2,223,642. Slip-Index Folder. George W. Shaw, 
Muskegon, Mich., assignor to The Shaw-Walker Com- 
pany, Muskegon, Mich., a corporation of Michigan. 
Application October 29. 1938, Serial No. 237,671. 
Granted December 3, 1[940. 

2,223,723. Phonograph. Frederick L. Fox, Wash- 
ington, D. C., assignor to Dictaphone Corporation, 
New York, N. Y., a corporation of New York 
Application June 5, 1937, Serial No. 146,674. Granted 
December 3, 1940. 

2,223,917. Memoranda Tablet or Pad. Diary, and 
the Like. Francis Joseph McGloin, London, Enaland 
Application February (0, 1939, Serial No. 255,737 
Granted December 3, 1940. 

2,223,966. Card Selecting Mechanism. William A 
Peters and Leonard J. Stone, Chicago, III., assignors 
to The Bates Manufacturing Company. Orange, N. ) 
a gg of New Jersey. Application July {, 1938, 
Serial No. 216,927. Granted December 3, 1940 

ae 978. Filing Device. Marcus C. Dew, Raeford, 

. C. Application March {, 1940, Serial No. 321,609 
Sranies December 3, 1940. 

2,224,020. Typewriter or the Like Desk or Cabinet. 
James R. Jones, Lakewood, and Victor A. Gronberg 
and Levi M. Hultberg, Jamestown, N. Y., assignors 
to Art Metal Construction Company, Jamestown. N. Y 
Application January 2!, 1939, Serial No. 252,160 
Granted December 3, 1[940. 

2,224,083. Typewriting Machine. Lewis Cary 
Myers, Freeport, N. Y., assignor to Royal Type- 
writer Company, Inc., New York, N. Y.. a corpora- 
tion of New York. Application April 14, "1939, Serial 
No. 267,896. Granted December 3. 1940 

2,224,129. Method of Making Paper Cups. Walter 
E Amberg. Chicago, Ill., assignor to University 
Paper Products Company. Chicago, II! a corporation 
of Illinois. Application February 8, 1939, Serial No 
255,181. Granted December 10, 1940 

2,224, 162. Letter Opener Anthony G Rosa 
Lyndhurst, N. J Application Sentember 22, 1937 
Serial No. 165.203. Renewed March 7, 1940. Granted 
December 10, 1940. 

2,224,203. Locking Mechanism for Calculating Ma- 
chines. Joseph A. V. Turck, Wilmette Ill, and 
Ben C. Clevenger, Richmond, Va., assignors to Felt 
& Tarrant Mfg. Co., Chicago, If., a corporation 
of Illinois. Application November 19, 1[926, Serial 
No. 111,624. Granted December 10. 1940 

2,224,350. Combination Sales Record Book and 
Tabulating Card Receiver. Clarence L Johnston, 
Oakland, Calif Application April 29. {939, Serial 
No. 270.761. Granted December {0, 1940. 

2.224,393. Self-Filling Fountain Pen Bert M 
Morris, Los Angeles, Calif Application January 6 
1940. Serial No. 312,705. Granted December 10, 1940 

2,224,461 Staple Strip Solomon Michael Obst- 
feild, New York, WN. Y., assignor to Lou Obstfeld, 
Brooklyn, WN. Y., and Abraham |. Obstfeld, New 
York, N. Y Application February 7, (938, Serial 
No. 189,062. Granted December 10, 1940 

2,224,470. Memorandum Pencil. William H. Boust, 
Audubon, towa Application March 23, 1937, Serial 
No. 132,571 Granted December !0, 1940 
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2,225,025. Memvrandum Pad Assembly Herbert 
Samuel Weingott and Alexander Kingaby, London, 


England. Application 


April Zi, 1939, Serial No 


269,250. In Great Britain January 17, 1939. Granted 


“a Morris Plains, 


Manufacturing Company, 
poration of New Jersey. 
1939, Serial No. 294,597. 


20, 1940. 
5,054. Stapling Machine. Frederick C. Hou- 


J., assignor to The Bates 
West Orange, N. J., a cor- 
Application September (3, 
Granted December 20, 1940 


2,225,110. Wastebasket. Thomas Hearn, Ludlow, 
Ky., assignor to The Globe-Wernicke Company, Nor- 
wood, Ohio, a corporation of Ohio. Application De- 
cember 31. 1937, Serial No, 182,830. Granted 


December 20, 1940. 


2,225,138. Penholder. 


Samuel W. Traylor, iIr., 


Allentown, Pa. Application June 8, 1940, Serial No. 
339,542. Granted December 20, 1940. 

2,225,243. Desk. Herman J. Zottel, Grand Rapids, 
Mich., assignor to Metal Office Furniture Company, 


Grand Rapids, Mich., 


a corporation of Michigan 


Application June 3, 1938, Serial No. 211,497. Granted 


December 20, 


i , 
2,225,356. Typewriting and Like Machine Edward 


W. Sibley, Kenmore, 
Rand tInc., Buffalo, 


assignor to Remington 


N. Y., a corporation of Dela- 


ware Application February 14, 1938, Serial No 
190,389. Granted December 20, 1940. 
2,225,385. File Clamp for File Drawers. Archie 


S. Harriman, Burlington, Vt. 


1940, Serial No. 323,803. 


2,225,421. Duplicating OD 


la G 


range, lil., assign 


Chicago, Ill., a corgeration of 


cation 


April 15, 1938, Seria 


December 20, 1940 


mond, 
Elliott 
ration 
Serial 
2,225 
Calif. 


2,225,450. ae ar gy Machine. 
on 


West Hartford, 


Application March 13, 


evice. 
to 


West Virginia. 
No. 202, 


Granted December 20 
Alfred 


Ditto, 


Fisher Company, New York, 


of Delaware. Appiication December 30, 
No. 248,503. Granted December 20, | 
5,490. Inkwell. James D. Thompson, 


Application April 17, 


Granted December 20, 
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ginal 
Silvert 
pany, 
cation 


Protecting Strip Theref 


Incorpora 


1940. 
Marchev, 


ited, 
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219. Granted 


William F. Hel- 
assignor to Underwood 
Y., a corpe- 


1938, 
Eureka, 


1940, Serial No. 330,097. 


or. 


! 
Visible Index Card or Pocket and Mar- 
Forest L 


Ww. 


Link, 


on, Ohio, assignor to The Globe-Wernicke Com- 


Norwood, Ohio, a corporation of Ohio. 
March 14, 1939, Serial 
1940. 


December 20, 
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123,831. Design for a Cha 


Youngstown, 


ing Company, Youngstown, 


Ohio 


95,718. 


Application October 
Granted December 3, 


Ir. 


1940 


George C. 
Ohio, assignor to ine General F lreproof- 
Ohie, 


a 
1940. 


corporation 
Serial 


Appli- 
1,800. Granted 


Brainard, 


of 
No. 

















GOVERNING BOARD ROOM, PAN AMERICAN UNION, WASHINGTON, D. C. 


Each of the twenty-one chairs carries the insignia 
of state of one of the nations in the Pan American 
Union. Above the coats of arms are metal plates 
naming the countries. 

Conceived and put into function for the purpose 
of sponsoring activities of mutual benefit to the na- 


tions of the Americas, the Pan American Union has 
contributed significantly to the cause of international 
good will in the Western Hemisphere. 

In the several articles on pages fourteen to twenty- 
one, the opportunities for development of relations in 
the office equipment industry are indicated. 
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APPRECIATION 


— the season of Christmas, made impressively significant by your mes- 
sages of good will and cheer, we are grateful. Your thoughtfulness brings 
joy to our hearts and intensifies our determination to face the future with 
hopefulness and fidelity to purpose. Under the stimulus of realization that 
our objectives are identical—advancement of the industry through forward 
movement of every individual identified with it—we gird ourselves for the 
joyous labor of enhanced usefulness. With renewed zeal for service and 
greater confidence in the opportunity for constructive effort in a progressing 
industry, we set the signal for “Forward!” 


THE NEW YEAR 


RAUGHT with uncertainties, hedged by limitations, darkened by a sense 

of hopelessness to many, 1941 takes its place on the inexorable wheel of 
time. It seems probable that suffering and despair will be the portion of 
innocent multitudes who differ from their more fortunate fellow men only in 
the circumstance of geography. Yet through the bewildering haze shines a 
belief in the ultimate good. Amity, child of good will, leads the way to under- 
standing, in which resides the solution to contemporary problems of human 
relations throughout the world. May the New Year reveal a way of life that 
will sweep animosities aside and bring an upsurge of renewed hope for rest 
and contentment to mankind. 

To you and yours, our wish is for a full measure of the joys of 1941. 


SIXTEENTH ANNUAL OFFICE SPECIALTIES SECTION 


UMBER sixteen of the annual presentations of Office Specialties Sections 

appears on pages 22 to 37. From the minds of sixteen dealers and one 
manufacturer have come the thought provoking discussions included in the 
section. Ideas, the basic commodity about which all enterprises are built, are 
offered from backgrounds of knowledge that assure practicality. Adaptations 
or shifts of emphasis may be necessary to fit local circumstances, but the 
suggestions implicit in the experiences recorded are sound foundations upon 
which to build profitable sales programs. 

Under the impetus of: specialization all industry has advanced. Sales 
expansion, the universally sought objective of manufacturers and retailers, 
becomes a realizable goal through application of the specialty selling tech- 
nique. And the expansion may be accomplished without detriment to volume 
in staple lines. For these reasons and other practical values, the Office 
Specialties Section is commended to your thoughtful consideration. 
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Globe Illustration Courtesy Norcor 
Manufacturing Co. Sketch of Ship 
Courtesy Royal Typewriter Company 


O LATIN AMERICAN dealers in office appliances, the United States has 

become a chief source of supply. While to the office equipment exporters 
of this country, our neighbors to the far south have become of increasing 
distribution importance. It is gratifying that as the nations of the Western 
Hemisphere continue in united effort to preserve peace and solve their eco- 
nomic problems, closer social and trade ties are being developed among 
our peoples. 

Manufacturers that have not cultivated the Latin American markets will 
find in the following group of special articles helpful information on procedures 
and market conditions. Likewise, our friends who seek new sources here will 
find in this journal a great range of products offered by reputable concerns. 
Mindful of past pleasant relations, the exporting companies of the United States 
hope future transactions will bring about the satisfaction of every buyer. 





Latin , oo Toes yi ee One- Third of 
U. S. OFFICE MACHINE EXPORTS 


URING the twelve months 

ending September 30, 1940, 
our exports of office machines and 
parts to Latin America increased 
1l per cent over the previous 
comparable period to a value of 
$7,224,461. While our total sales of 
these products to all world mar- 
kets dropped 18 per cent during 
these months, the percentage 
shipped to Latin America _ in- 
creased from 23 per cent to 31 per 
cent of the total. Thus, our Good 
Neighbors to the South have at- 
tained increasing importance as 
export outlets in the eyes of our 
office equipment exporters. 


Cash Registers, Typewriters and 
Adding and Accounting Machines 


Latin America’s share of our 
foreign shipments of cash regis- 
ters, typewriters, and accounting 
and calculating machines was 
even greater than the combined 


By H. B. MeCOY 
Chief, Specialties Division, 
U. S. Bureau of Foreign & Domestic 
Commerce, Washington, D. C. 
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office appliance statistics indicate, 
for 34 per cent of our exports of 
each of these groups have gone to 
this area in the war period. In 
many instances shipments broke 
previous records. In the 1939-40 
period 19 per cent of the cash reg- 
ister, 22 per cent of the typewriter, 
and 28 per cent of the accounting 
and calculating machine volume 
was shipped to Latin American 
markets. 

Exports of accounting and cal- 
culating machines increased over 
the pre-war twelve-month period 
to all Latin American countries, 
with the exception of Costa Rica, 


Guatemala, El Salvador, Barbados, 
the Dominican Republic, the 
French West Indies, Haiti, Brazil, 
Ecuador, British Guiana, Surinam, 
and Uruguay. Expanded sales to 
British Honduras, Nicaragua, Pan- 
ama, Mexico, Trinidad and Tobago, 
the Dutch West Indies, Chile, 
Colombia, Paraguay, Peru, and 
Venezuela represented record vol- 
umes. The net gain reported for 
accounting and calculating ma- 
chines in Latin America since the 
war has totaled about $59,000, or 
10 per cent greater than in the 
immediate pre-war period. 
Although total sales of American 
cash registers to Latin American 
markets have increased 25 per cent 
since the war began, declines have 
been reported for a number of in- 
dividual countries. These include 
British Honduras, Guatemala, 
Honduras, El Salvador, Jamaica, 
the Dutch West Indies, Colombia, 
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British Guiana, Paraguay, Peru, 
and Uruguay. On the other hand, 
our exports of registers to Pan- 
ama, Trinidad and Tobago, and 
Bolivia exceeded previous record 
totals. 

Increased shipments of type- 
writers to British Honduras, Nica- 
ragua, Panama, Mexico, Argentina, 
Brazil, Chile, Ecuador, Paraguay, 
and Uruguay have brought the 
war period volume of this trade 18 
per cent above the pre-war level. 
Sales to Panama, Bolivia, and 
Venezuela were at all-time peaks. 


Local Conditions and Lessened 
Competition Are Factors 


The causes behind these fluctua- 
tions are not readily explained in 
the absence of detailed informa- 
tion. Although each market pre- 
sents a different set of conditions, 
the two determining factors seem 
to have been local market condi- 
tions and the elimination of Euro- 
pean competition. 


In Brazil there has been a gen- 
eral falling off of business, for 
which the war is principally re- 
sponsible (closing of European 
markets to exports), but American 
office machine exporters have in- 
creased their sales there princi- 
pally because of the easing of 
competition. 

In Cuba the United States in- 
creased its share from 90 to 100 
per cent of the total imports but 
prevailing unfavorable economic 
conditions were considered to have 
had greater influence on the trade. 
Latest Cuban import figures indi- 
cate a decline in value but an in- 
crease in quantity of office ma- 
chines, reflecting larger imports of 
rebuilt machines. 

In Chile, the cessation of im- 
ports from Germany resulted in 
slightly increased sales of Ameri- 
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can equipment but the demand 
has been heavier than last year, so 
it is believed that sales would have 
shown an upward trend even if 
German competition had not been 
eliminated. 

A similar situation existed in 
Peru, where sales have increased, 
even though European competi- 
tion in recent years was a minor 
consideration. 

The office equipment situation 
in Uruguay has changed consider- 
ably because Germany, formerly 
the second supplier, has been com- 
pletely cut off. But importers of 
United States office equipment 
claim to be handicapped by in- 
ability to secure sufficient import 
permits to meet demands. 


Most Favorable Export Market 


Statistics are not available show- 
ing the relative number of ma- 
chines exported during recent 
months, but it is reported there 
have been greater increases on 
this basis than the value figures 
show. This is attributed to sales 
of rebuilt appliances having lower 
unit values. If economic condi- 
tions in these countries become 
less favorable, the trend toward 
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lower priced equipment might be 
more pronounced. 

In a strictly relative sense, the 
Latin American countries as a 
group comprise the most favorable 
export market for the office equip- 
ment industry. The practical 
elimination of other foreign com- 
petition due to the war in Europe 
is an important consideration in 
the present situation in some of 
those areas. For example, during 
the past few years, office equip- 
ment from the United States was 
steadily losing ground in Brazil 
against German competition. At 
the outbreak of war in Europe, it 
was reported that there were large 
stocks of German equipment in 
the hands of dealers in Latin 
American countries. It is believed 
that most of these stocks have 
now been exhausted. 


Continued Ability to Obtain Dollar 
Exchange Important 


Perhaps equally important with 
the disappearance of competition 
as a factor influencing present and 
future sales is the continued abil- 
ity of those countries to obtain 
dollar exchange to buy manufac- 
tured products from the United 
States. It is quite obvious that in 
order to strengthen our trade rela- 
tions with Latin America the 
United States must purchase more 
from those countries. Our Govern- 
ment has fully acknowledged this 
principle by instituting a broad 
program to assist those countries 
to develop and maintain a strong 
and sound economic position. 

I recommend that all office 
equipment exporters who have a 
stake in Latin American markets 
should individually and _ collec- 
tively lend all possible assistance 
in furthering our purchasing of 
exportable commodities and prod- 
ucts from those countries. 


“MADE IN U. S. A.” SYMBOL OF MERIT 
All fhece Needs OlNisinable in United States 


N THE field of office equipment 

and supplies throughout the 
world, the merit of the lines pro- 
duced in the United States of 
America is well known. The im- 
print “Made in U.S. A.” has gen- 
erally come to be recognized as a 
symbol of good quality, durability, 
and satisfactory performance. Im- 
porters abroad, including many in 
Latin American countries, through 


the years have bespoken the high 
opinion in which American manu- 
factures are held. Accounting for 
their world leadership in volume 
of sales. 

Production of the office equip- 
ment industry in this country, ac- 
cording to U. S. Department of 
Commerce figures, is the largest of 
all countries and in monetary 
value equals, if not exceeds, that 


of the combined production of all 
the others. The United States has 
long been preeminent in world ex- 
ports of office appliances. 

Latin American dealers will find 
in this market everything needed 
for the modern office; machines, 
devices, and equipment that en- 
hance the efficiency, speed and ac- 
curacy of all types of office opera- 
tions; systems, materials and 
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supplies that facilitate the con- 
duct of every kind of business or 
government department. All the 
means of reducing costs and mak- 
ing the procedures more profit- 
able. Not only are all lines of 
equipment available here but vari- 
ous grades as well. 

The United States is the place 
of invention and development of 
a great number of the utilities 
upon which modern business de- 
pends. It was in this country that 
the first commercially practical 
typewriter was invented and put 
on the market. Called the most 
essential tool in any modern of- 
fice, the typewriter revolutionized 
office operations and was the fore- 
runner of many other business ap- 
pliances. 

Among other numerous business 
utilities first given to the world in 
this country are the following: the 
typewriter ribbon, carbon paper 
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This chart, from “Foreign Commerce Weekly” 
of November 23, shows the U. S. Govern- 
ment’s estimate of total office equipment 
exports from this country to all parts of the 
world for the past ten years. The desk and 
file are merely illustrative of the range of 
products. 





on a commercial scale, the dictat- 
ing machine, stencil duplicator, 
type duplicator, addressing ma- 
chine, adding machine, tabulating 
machine, bookkeeping machine, 
metered mail machine, cash reg- 
ister, check protector, time record- 
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er, loose leaf books, visible record 
equipment, vertical filing system, 
fountain pen, thin lead propelling 
pencil, and a great number of sta- 
tionery articles. 

The pioneering individuals and 
enterprising manufacturers of the 
United States have contributed . 
immeasurably to the office equip- 
ment industry throughout the 
world and to business progress in 
every field. 

The products of this industry in 
the United States have made pos- 
sible the nation’s tremendous in- 
dustrial and commercial develop- 
ment. 

The busy modern office, with its 
varied requirements and changing 
conditions, is the real laboratory 
in which the products of the 
United States manufacturers are 
continually being tested. New 
things, better things, month after 
month! 


THE "GOOD NEIGHBOR’ POLICY 
a - ae oe Unges Uf hea _ fo Ye Government 


E have often been told dur- 

ing the past few years that 
the United States of America has 
decided to adopt a “good neigh- 
bor” policy toward the nations to 
the south of her, and since the 
outbreak of the war we are as- 
sured that the United States of 
America will be especially consid- 
erate of the necessities and needs 
of the Latin American countries. 

These countries represent for 
the U.S. A. the nearest and there- 
fore most natural markets, and on 
the other hand the U. S. A. has in 
Latin America close sources of raw 
materials. Considering these con- 
ditions, sound politics, indepen- 
dent of eventual threats from 
economic systems which would 
destroy free trade, should inevi- 
tably lead to a “good neighbor” 
policy. 

It is very important, however, 
that the business concerns in the 
United States desiring to obtain 
and increase trade with companies 
in the Pan American countries 
should also govern their export 
dealings on the basis of the “good 
neighbor” policy. Thus placing 


commercial and government amity 
on the same plane. 

The government of the U. S. A. 
is now endeavoring to show the 
Latin American countries that it is 


By DR. B. MENDEL 


Bogota, Colombia 
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honestly trying to carry out such 
a policy by doubling its efforts to 
help them. This is strongly proven 
through the new allotment of 
$500,000,000 for the transactions of 
the Export and Import Bank and, 
furthermore, through the plan to 
form a cartel for buying Latin 
American raw materials. 


U. S. A. Helping Offset 
Loss of Exchange 


The war, which so far has been 
an enormous economic benefit to 
the U. S. A. has brought only 
heavy disadvantages to the Latin 
American countries. If is not diffi- 
cult to stand for one’s convictions 
if they bring advantages. But it is 
something entirely different for 
the South American countries to 
take a firm stand favoring the 
U.S. A. and at the same time suf- 
fer the most painful economic 
losses. As an example, permit me 
to refer to our experience in Co- 
lombia. 

When the war broke out, Medel- 
lin coffee was traded in New York 
at U. S. $0.13, but when the Euro- 


pean markets did cease buying 
this coffee dropped down to U. S. 
$0.08 (the other brands suffered 
losses in equal proportions), mean- 
ing that thirty-eight per cent less 
foreign exchange would be avail- 
able. To lose such a tremendous 
part of purchasing power in such 
a short time could endanger the 
love for liberty. 

The U. S. government, imme- 
deiately conceiving the right idea 
about the situation, provided new 
great funds for the Export and 
Import Bank. Furthermore, a plan 
was developed to support the 
prices of. the South American raw 
materials which had suffered such 
a decline in prices. This plan, 
however, has not yet been realized. 

People who only enjoy advan- 
tages from a given situation gen- 
erally have very little understand- 
ing of the circumstance of those 
who are deriving only disadvan- 
tages. But it should readily be 
clear to the U. S. manufacturer 
and business man that they may 
benefit proportionately if in a 
country like Colombia the prevail- 
ing coffee price is U. S. $0.13 in- 
stead of U. S. $0.08. Because with 
a purchasing power thirty-eight 
per cent greater, it would be pos- 
sible to buy thirty-eight per cent 
more. In other words, supporting 
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the prices of the South American 
raw materials would mean to a 
great extent a profit for the pock- 
ets of the American industrialist 
and the American business man. 
Recently the coffee price has 
risen to U. S. $0.09, due to the 
agreement of the quota conven- 
tion which is to be signed shortly. 
And does not this agreeing to the 
quota convention prove the Colom- 
bian democracy’s will to sacrifice? 
This country which never in its 
history has had an unsold crop 
surplus, which always sold 4,000,- 
000 bags of coffee (of ca. 155 lbs. 
each) at full prices without having 
a Single bag left, accepted a con- 
vention which allows the sale of 
only 3,200,000 bags. Even if coffee 
prices would rise twenty per cent 
due to this convention, the situa- 
tion would be the same as before. 


Exchange Allotted 


After the outbreak of the war, 
when prices of Colombian coffee 
declined sharply and a great part 
of the purchasing power of the 
country was lost, measures were 
necessary to make the available 
foreign exchange last as long as 
possible. All goods were classified 
in various groups according to 
their importance for Colombia. 
After a short time it was possible 
to allot foreign exchange for the 
most important group of goods 
without any delay, while the other 
less important groups had to ac- 
cept some delays in their allot- 
ments. These delays now amount 
to periods up to four months. 

Considering the great loss of 
foreign exchange caused by the 
sharp decline of coffee prices, it 
must be stated, however, that the 
situation of Colombia is quite sat- 
isfactory. Many American export- 
ers who decline to ship their mer- 
chandise to Colombia unless the 
goods are prepaid would very likely 
pay for their own supplies with far 
greater delay if they had suddenly 
lost thirty-eight per cent of their 
capital. The good clients in Co- 
lombia pay for their imported 
goods of group No. 1 on the due 
date, and for their imported goods 
of groups Nos. 2, 3 and 4 with the 
delay decreed by the government, 
which today amounts to four 
months. 


U. S. Industry Should Follow 
Government Farsighted Policy 


One would assume that the 
American merchants and manu- 
facturers would be alert to the 
commercial and political impor- 
tance of following the example of 


their farseeing American govern- 
ment by also adopting the “good 
neighbor” policy toward their cli- 
ents. 

But where does American indus- 
try and commerce stand? How 
does American trade enter into 
the spirit of this “good neighbor” 








RELATIONSHIPS THAT 
ENDURE 


Dr. Mendel’s urgent suggestion 
that all U. S. manufacturers reflect 
the “good neighbor” policy in their 
relationships with people of the Pan 
American countries revives a point 
previously stressed by this journal: 


That we should do more than 
just get the business. Every trans- 
action made under present circum- 
stances should be given special con- 
sideration, in the spirit of sincere 
mutual interest. This has, of course, 
been the general practice of export- 
ing office appliance companies 
through the years, but now the sen- 
timent should be emphasized by 
them as well as by those making 
their initial contacts with our 
friends of the far south. 





policy? Did American manufac- 
turers and business men decide to 
grant longer credits to South 
American manufacturers and busi- 
ness men? Did they agree to con- 
sider the different conditions in 
the various countries, or to pack 
their goods exactly according to 
the instructions which are indi- 
cated for each country? Did they, 
perhaps, decide to correspond with 
their clients in South America in 
the language of each country and 
to have their catalogues and prop- 
aganda printed in that language? 

Most companies long engaged in 
exporting will understand the im- 
portance of these things that en- 
hance good-will and facilitate 
business transactions with custom- 
ers abroad. Doubtless others in- 
terested in cultivating the Latin 
American markets of their goods 
are starting out with cooperative 
policies. But, on the whole, the 
United States manufacturers and 
exporters must afford better con- 
ditions in order to enable us to 
deal with them, and, accordingly, 
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to save democracy and liberty—as 
well as their patronage after the 
war ends. 

The so-called export industries, 
automobiles, radios, typewriters 
and office appliances, etc., are in a 
little better position. Their mass 
production enables them to bring 
out goods just as cheaply or 
cheaper than the European coun- 
tries, .nd they will manage to keep 
their position after the war. But 
the companies in these industries 
also started to restrict credits. My 
comments, therefore, also apply to 
a certain extent to their policies. 
I have the other industries more 
in mind, however, which until now 
have exported from only five to 
ten per cent of their production, 
and those which never exported or 
only occasionally did some export 
business. 

Some manufacturers seem to re- 
spond with a repelling attitude to 
interest shown in their products. 

Please don’t think I am exag- 
gerating the situation. I know 
men here, first-class business men, 
good democrats and absolutely lib- 
eral in their thoughts, who say 
they would like to have offers 
from elsewhere. 

I myself, besides having a shop 
for office equipment, am serving as 
agent for foreign manufacturers 
and have had the most extraor- 
dinary personal experiences in the 
U.S. A. 

Such experiences and knowledge 
of conditions in Latin America 
emphasize the need for the manu- 
facturers of the United States to 
conduct their relationships with 
importers in Central and South 
America on a basis which will har- 
monize with their government 
program to increase purchasing 
power and expand markets for 
American goods. 

The “good neighbor” policy is 
both economically and politically 
significant. For, even though but 
a comparatively small percentage 
of the goods produced in the 
United States is exported, the de- 
struction of the marvelous Ameri- 
can economic system could get its 
start from sacrificing this export 
business. The economic system 
that gave the working classes their 
highest standard of living would 
give way to another. 

Would it not be better to follow, 
in time, the example of the farsee- 
ing government of the United 
States of America and to propa- 
gate the spirit of mutual interest? 
This would show the Latin Ameri- 
can client the wish to win him 
over. 
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PAN AMERICAN EXPORT PRACTICES 


REVIOUSLY unpublished in- 

formation on the marketing 
methods and sales policies of 
office equipment manufacturers of 
the United States who export to 
Latin America was assembled in 
a remarkably fine study by David 
W. Bent of Bridgeport, Conn., as 
the basis of a thesis recently ten- 
dered for a Master’s degree at the 
University of Pennsylvania. 

The title was “The Export Or- 
ganization of Business Machine 
Companies and Their Latin Amer- 
ican Markets.” As much of the 
material desired was not available 
in print, Mr. Bent sent a compre- 
hensive questionnaire to a large 
number of manufacturers. The re- 
sulting summaries should be of 
interest, as they afford opportunity 
of comparison with the general 
practices of those which have been 
successfully exporting office ma- 
chines to these markets in past 
years. 

The study reviewed also the im- 
portance of Latin American mar- 
kets for business machines made 
in this country, showing a steady 
expansion in the last ten years. 
On a percentage basis, compared 
to exports of U.S. office appliances 
to the rest of the world, those to 
Latin America increased from 7.5 
per cent in 1931 to about 23 per 
cent in 1939. (Mr. McCoy’s article 
in this issue reveals the further 
rise to 31 per cent in the twelve 
months ending September 30, 
1940.) 

A chart of the twelve most im- 
portant markets for business ma- 
chines in Latin America graphed 
their respective percentage shares 
of total U. S. office machine ex- 
ports. These countries were: Brazil, 
Argentina, Chile, Colombia, Mex- 
ico, Venezuela, Cuba, Peru, Uru- 
guay, Bolivia, Ecuador and Pan- 
ama. 

In the questionnaires, 28 of the 
44 manufacturers replying to the 
query indicated it was unnecessary 
to adapt their products to special 
climatic, taste, and other condi- 
tions in Latin America. Thirty, 
out of 36 responding to a second 
question, reported they adapted 
their products to monetary, meas- 
urement, and language require- 
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ments. “The results of the ques- 
tionnaire,” said Mr. Bent, “indi- 
cate, at least, the need to in- 
vestigate the problem of adapting 
the product to Latin American 
markets. 


Conditions Affecting Demand 


“Some of the economic and Sso- 
cial conditions in Latin America 
affecting the demand for business 
machines have been described in 
the Market Bulletins for Office 
Equipment put out by the Depart- 
ment of Commerce,” continued Mr. 
Bent. “Among these are the lack 
of desire to save time and cheap 
labor. Small scale business and an 
abundance of clerical labor ac- 
count for these conditions. ... In 
addition to these general condi- 
tions which prevail throughout 
most of Latin America, there are 
particular conditions in each coun- 
try. 

“For example, in Argentina the 
small duplicator is preferred to the 
large. In Uruguay, besides eco- 
nomic reasons, addressing ma- 
chines, dictating machines and 
postage metering machines do not 
sell because of lack of education 
as to these articles. Cheap job 
printing plus the system of mail 
charges in Chile thwart the use of 
direct mail efforts there. This in 
turn limits the market for dupli- 
cators which are used for direct 
mail purposes. In Chile, also, there 
is little appreciation of the check 
protector. The need in Brazil is 
for adding machines with thirteen 
rows of numerals, due to the 
peculiarities of Brazilian currency. 





In Paraguay, calculators are pre- 
ferred to adding machines, since 
they perform all arithmetical op- 
operations and business is not on 
a large enough scale to warrant 
both. Because of the cost or lack 
of electricity in Peru, hand-driven 
adding and calculating machines 
are preferred to motor-driven. 
The system of accounting and 
sales records in this country do 
not encourage the use of cash reg- 
isters. In Peru, also, portable type- 
writers are preferred to standard 
sizes. Duplicators and check num- 
bering machines are not yet con- 
sidered essentials in this country. 
In Ecuador coin counters are not 
usable due to the fact that coins 
are not uniform. 

“Among the conditions prevail- 
ing in Central America and the 
West Indies are the following: In 
Cuba the stencil type of dupli- 
cator is preferred. The dictating 
machine is not used in Guatemala 
because many executives leave 
the job of letter writing to their 
secretaries. Reason for the small 
demand for dictating machines in 
Jamaica is prejudice plus the fact 
that typists have plenty of time 
on their hands. To conclude this 
section on the economic and so- 
cial conditions affecting the de- 
mand for business machines in 
Latin America it may be said that 
cost alone does not prohibit their 
sale. Further, this section serves 
to emphasize the fact that each 
country must be investigated in- 
dividually in order to determine 
the factors affecting the demand.” 

Among other marketing condi- 
tions mentioned, the study re- 
vealed that of 65 manufacturers 
replying to the question on freight 
rates and transportation as a 
problem, only three felt that ship- 
ping rates put them at a com- 
petitive disadvantage. 


Home Export Organization of 
Business Machine Companies 


The following extracts from the 
section on “Marketing Methods” 
reveal a relatively high develop- 
ment of export organization in the 
business machine industry. 

“The type of export organiza- 
tion employed by a particular com- 
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pany depends on the extent of its 
export activity. The first stage is 
when an export house or other 
middleman is employed to handle 
a company’s export business. The 
intermediate stage is the “built- 
in” department for which an export 
manager is hired but use of the 
domestic sales, credit, advertising, 
and traffic departments is still 
maintained. The final or most 
highly developed organization is 
the separate foreign department 
which has its own employees de- 
voting their efforts solely to for- 
eign business. Of course, there is 
the possibility that a company 
may have a combination of two 
types. There is a fourth type of 
organization which serves as an 
alternative to the export house 
which is called a combination ex- 
port department. In this case, sev- 
eral companies join together for 
the purpose of export shipments. 

“An examination of the ques- 
tionnaire results reveals the situa- 
tion of business machine com- 
panies as regards export organ- 
ization. 

“First of all, 59 companies of the 
86 companies replying to the ques- 
tion reported they were actively 
engaged in exporting, while 27 re- 
ported in the negative. This means 
two-thirds of the business ma- 
chine companies are actively en- 
gaged in exporting. As to the type 
of export organization, 21 of the 
56 companies replying to the ques- 
tion reported “built-in” depart- 
ments. The emphasis seems to be 
on the more highly developed 
types of organization, although 
these figures do not in themselves 
indicate a high degree of export 
activity. 

“As to location of the export 
function, 26 of the 55 companies 
replying to the question, or a little 
less than half, are located at fac- 
tory; 21 are located at seaboard; 
and 8 split the function between 
factory and seaboard. More than 
half of the business machine com- 
panies, according to these figures, 
have some sort of organization at 
seaboard. 

“In addition to the company ex- 
port organization, some companies 
make use of export middlemen in 
the U. S. Thirty-eight, or more 
than half of those replying, make 
use of a freight forwarder, while 
17, or less than a quarter of the 
55 replying, employ an _ export 
house. Of those companies mak- 
ing use of an export house, 4 of 
the 13 replying use it as a com- 
mission house; 8 sell directly to it; 


and but one both sells and con- 
signs to it. 

“As to handling export ship- 
ments, 28 of 37 companies reply- 
ing report handling their own ex- 
port shipping, while the remain- 
ing 9 do not. Of the 28 handling 
their own export shipping, 21, 
or seven-ninths, make use of a 
freight forwarder, while 7 do not. 


“If the figures above are repre- 
sentative, the conclusion to be 
drawn is the relatively high de- 
velopment of export organization 
in the business machine industry. 
The use of middlemen in the U. S. 
is apparently limited, aside from 
freight forwarders, probably due 
to the need for pushing a specialty 
such as business machines. Where 
use is made of an export house, 
companies seem to prefer selling 
to it and thus shift the risk. No 
conclusion can be drawn from the 
survey results as to location of the 
export function, except that a ma- 
jority have some seaboard organ- 
ization.” 


Sales Policies and Marketing 
Channels in Latin America 


According to the section cover- 
ing export sales policies and mar- 
keting channels for business ma- 
chines in Latin America, the gen- 
eral policy of business machine 
companies is to sell outright to 
their representatives. Thirty-four 
of the 40 firms replying to the 
question sell outright only, while 
6 sell on consignment as well. 
None Sell on consignment only. 

The exporting manufacturers 
seem to prefer dealers as foreign 
representatives. “Apparently,” Mr. 
Bent observed, “the most common 
means of selecting dealers is 
through inquiries. The most com- 
mon type of dealer in Latin Amer- 
ica is probably the ‘exclusive’ 
type. The ‘competitive line’ clause 
is the one most frequently found 
in dealers’ contracts. Use of for- 
eign salesmen and catalogues is 
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fairly extensive in the business 
machine field but little emphasis 
has been put on translation for 
Latin American consumption in the 
case of catalogues. As to branches, 
volume of business is generally the 
reason for establishing them. In 
Latin America, branch develop- 
ment is restrained by limited mar- 
kets. The chief reasons for estab- 
lishing sales branches there are to 
give better service and promote 
sales.” 


Packing Requirements 


The study showed that packing 
of business machines for Latin 
America varies with climatic con- 
ditions and handling require- 
ments, as well as with the manner 
in which duties are assessed. Nine- 
teen, of the 31 companies replying 
to the question, indicated they 
changed their packing for Latin 
America to meet conditions. 

Included was the following quo- 
tation from a summarized de- 
scription of the customary packing 
for business machines contributed 
by the Transportation Division of 
the U. S. Department of Com- 
merce: 

“Business machines are usually 
protected by being wrapped in oil 
paper, cloth, waterproof paper, 
Canton flannel or placed in a cloth 
bag. This is done to protect the 
machine from dirt, dust, etc., and 
when being shipped to a country 
assessing duties on legal weight 
this wrapping serves as the “im- 
mediate container” and duty is 
paid on the weight of the machine 
and this wrapping. 

“We find that many manufac- 
turers of business machines pack 
them first in corrugated fibreboard 
cartons, which are later packed in 
wooden boxes or in other corru- 
gated fibreboard cartons of a 
larger size, the space between the 
inner and outer cartons being 
packed with excelsior. Some man- 
ufacturers, in order to reduce 
weight, use a light wooden crate 
built around a corrugated fibre- 
board box, to reduce weight. All 
types of containers are usually 
reinforced with metal bands of 
wire for export. 

“*The interior packing of busi- 
ness machines is one of the most 
important items in preparing them 
for shipment. A number of differ- 
ent types of interior packing are 
used including cotton wadding, 
cellulose wadding, felt, sponge 
rubber, cork pads, shredded paper, 
accordian liners of corrugated 
fibreboard and coil springs. Some 
machines, such as typewriters, are 
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mounted on false bottoms made of 
cross pieces of wood which help to 
float the machine inside the box 
and absorb shocks from the out- 
side.’ ” 

“Where duties are based on 
gross weight,’ Mr. Bent’s study 
continued, “as in the case of Peru, 
Chile, and Venezuela, there may 
be a saving in duty by packing 
light. Shipping regulations, of 
course, vary with the country, de- 
pending partly on the basis of duty 
assessment. 


Invoice and Shipping 
Regulations 


“Some countries, as Mexico, may 
require the legal weight to be 
marked on the package. Some, as 
Paraguay, require net weight as 
well as gross weight. Cuba requires 
no weight marks. Other require- 
ments relate to the numbering of 
packages, separation of packages, 


and marking for transshipment. 


Exact fulfillment of shipping regu- 
lations is important, since fines 
may attach for any mistakes. 

“As to consular invoices, Latin 
American countries may ask from 
3 to 8 copies of the invoice. Some- 
times a certificate of origin is re- 
quired as well. In addition, it is 
generally stipulated as to how the 
price shall be stated. Weights, 
shipping numbers, tariff numbers, 
and description of the articles may 
also be required. Again, care must 
be exercised to avoid errors. 

“A consideration which is men- 
tioned but briefly here, although 
very important, is that of service 
and maintenance. In the survey 
made, 16 of the 39 replying to the 
question stated that they arranged 
for service’ and maintenance in 
Latin America, while the remain- 
ing 23 did not. The incentive to 
arrange for repair and supply 
service naturally varies with the 


profitability of such work. How- 
ever, good will is a factor which 
should not be overlooked. The 
supply business is so important in 
the case of duplicators that serv- 
icing may be provided for in the 
sale terms. 


Latin American Laws 


“While there are no laws which 
relate particularly to business ma- 
chines, it should be mentioned 
that the laws of each Latin Ameri- 
can country need to be investi- 
gated before trading is com- 
menced. Differences from U. S. 
laws are likely to be found in the 
matters of incorporation, agency, 
mercantile registry, auxiliaries of 
commerce, contracts of sale, bills 
of exchange, and letters of credit. 
It is generally advisable to pro- 
cure native counsel in fulfilling 
law requirements. And where a 
dispute arises, settlement out of 
court is preferable. Certain char- 
acteristics of Latin American trade 
mark laws should be noticed. 

“Most Latin American countries 
give preference to the first regis- 
trant of a trade mark, providing 
there is no prior user. Registra- 
tion of assignment is generally re- 
quired. Also, it may be stipulated 
that the mark be used within a 
certain period of time. In most 
cases, renewal may be made in- 
definitely, provided such renewal 
is made in time. The word for 
trade mark may or may not be 
required. The manner of applica- 
tion for trademarks varies with 
the country.” 


Payment Terms 


Payment terms will necessarily 
vary from time to time, as well 
as from country, Mr. Bent found 
in studying this important aspect 
of the U. S. business machine 
manufacturers’ export practices. 





OFFICE APPLIANCES 


Two paragraphs in the final chap- 
ter of this commendable work 
bear repeating: 

“To treat Latin America as a 
whole as to payment of terms is 
impossible, due to the varying 
credit conditions from  coun- 
try to country. Also, it must 
be remembered that payment 
terms vary with the product, the 
customer, the financial resources 
of the seller, foreign competition 
and, above all, with the presence 
or absence of trade restrictions. 
Due to the many variable factors, 
the customary terms set forth 
here must necessarily be con- 
sidered as of a certain period of 
time. The results of the question- 
naire as to what customary pay- 
ment terms business machine com- 
panies used in Latin America in- 
clude all types of business ma- 
chines and therefore cannot be 
applied to any particular com- 
pany. 

“Of the 52 companies replying 
to the question, 5 said they used 
letter of credit; 22, sight draft; 
1, cash to 25 per cent cash and 
balance at sight; 4, ninety day 
sight draft; 4, sixty day sight 
draft; 1, open account to ninety 
day sight draft; 8, cash with order; 
4, so varied terms as to make any 
generalization impossible. Thirty- 
five, or more than half, according 
to these results, do not extend 
credit customarily beyond sight 
draft against documents. This in- 
dicates caution on the part of 
American business machine ex- 
porters. Such caution is under- 
standable in the light of credit 
conditions in Latin America, 
though from a competitive stand- 
point such a credit policy may be 
disadvantageous. It is said that 
Germans have in the past ex- 
tended credits for much longer 
periods.” 


More Trade Reports on Latin Americas 


Costa Rica 

HE office equipment business 

in Costa Rica, like any other 
business which depends upon im- 
portation, has found itself threat- 
ened by the danger which a short- 
age of foreign exchange carries 
with it, inasmuch as we have got- 
ten the major part of our foreign 
exchange through exporting our 
fine coffees to European markets. 
However, it appears that this dan- 
ger has been averted, at least tem- 
porarily, by the fixing of export 


quotas for coffee in the latest 
agreement with the Export and 
Import Bank. 

Adding to this importations of 
money which will be obtained by 
the aviation companies, the fruit 
companies, and for construction 
of our section of the Pan Ameri- 
can Highway, it is probable we 
shall have a period of two or three 
years of prosperity; especially for 
agents for office machines and 
equipment. 

Upon our having obtained a 


supply of foreign exchange, the 
office equipment business should 
reach the greatest volume in our 
history. The enormous _ invest- 
ments of North American capital 
made by various private and pub- 
lic enterprises have already made 
their influence felt. 

Once these enterprises are at 
their height, they will naturally 
use large amounts of office ma- 
chines and equipment. We trust 
that when these organizations 
have placed us in closer contact 
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with the United States, there will 
be a change in the system they 
now practice of acquiring their 
equipment from the United States 
directly, in order to save agency 
commissions. These savings are 
really not worth considering, if 
one takes into account the rela- 
tionship of good-will which has 
always existed between us and our 
great neighbor to the north. A 
relationship easy to maintain and 
increase, provided the rights of 
old representatives are respected, 
for they were supporters of busi- 
ness in hard times, and when 
faced with European competition. 

With the termination of the 
price war with European houses, 
the office equipment business has 
entered upon an era of normality. 
Nevertheless, there have not 
ceased to be all too frequently iso- 
lated cases of North American 
firms competing in the same man- 
ner, going so far as to sell to the 
public at cost price. 

Phere is harm, likewise, in the 
practice of large North American 
firms that do business in this 
country and obtain their equip- 
ment directly from the manufac- 
turers, brushing the local agencies 
to one side. This might result in 
the end of harmony and trust 
and, as a very logical reaction, a 
looking forward to the opportuni- 
ties which will be offered by ces- 
sation of hostilities in Europe. 
Then the agent might not hesi- 
tate to offer his services to some 
other firm that respects his rights 
and does not use the threadbare 
argument that the purchasing de- 
partments of these buying com- 
panies do not inform the seller 
as to the destination of the mer- 














CESAR NIETO 


Mr. Nieto, of Nieto & Company, S. A., 
San José, Costa Rica, contributed the 
report in the accompanying columns on 
the outlook for the office equipment 
business in Costa Rica. 


chandise sold, a subterfuge which 
permits denying agents of the 
corresponding profits. 

A better policy should insure 
Spanish-American markets for the 
United States, notwithstanding 
the reappearance of old-world 
competition. 

Editor’s Note: The following are 
extracts from reports by American 
Consulates in other countries, re- 
leased in U. S. Department of 
Commerce bulletins. 


Guatemala 


Since stencil papers and type- 
writer ribbons are not manufac- 
tured in Guatemala, imports of 
such products afford a fair meas- 
ure of the domestic demand. Im- 
ports of stencil paper in 1939 were 
valued at 957 quetzales, and of 
typewriter ribbons, 7,468 quetzales. 
(The quetzal was at par with the 
dollar in 1939.) Until business con- 
ditions improve, no increase in 
demand is anticipated. Dealers in 


office supplies and equipment usu- 
ally have exclusive arrangements 
for the sale of one make or an- 
other of typewriters, duplicators, 
and similar products. 


Chile 


A large increase has been noted 
in Chilean imports of office sup- 
plies from the United States and 
United Kingdom since the out- 
break of hostilities in Europe. Sev- 
eral prominent dealers report in- 
creases well in excess of 100 per 
cent in certain lines, and it is said 
that this trend is general. 


Uruguay 

All indications suggest that 
stocks of European office supplies 
have become depleted to the point 
of exhaustion, with no possibility 
of replenishment. Under present 
circumstances the United States is 
left as the sole prospective sup- 
plier, and, as local dealers assert 
that potential demand is sufficient 
to warrant a marked sales expan- 
sion, the extent of future exports 
of these lines from the United 
States appears to depend almost 
entirely on the liberality of the 
Exchange Control Commission in 
issuing import permits and allot- 
ting dollar exchange. 

Uruguay is self-sufficient as re- 
spects office furniture, the local 
industry being protected by a cus- 
toms tariff. Both wood furniture 
and steel furniture are manufac- 
tured, the latter from imported 
steel sheets which are stamped 


and assembled locally. 
cmnncsnmnnesiqaiiiiitidlidnhindiiiaany 
THE ADVERTISEMENTS 

In some of the advertising pages of this 
issue, readers will encounter certain phrases in 
Spanish. These are included to convey the 
exact understanding of the announcements to 
readers in the countries using this language 


Ke Call of s* Thighbors fo the South 


COUNTRY 


Argentina 
Bahama Islands 
Bolivia .... 

Brazil 

British Honduras 
Chile 

Colombia 

Costa Rica 

Cuba 

Dominican Republic 
Ecuador 
Guatemala 
Guiana, British 


Guiana, Netherlands (Surinam)....Paramaribo 


Guiana’ French 


Rio de Janeiro 


Ciudad Trujillo 


CAPITAL COUNTRY 
Buenos Aires Haiti 
Nassau Honduras 
Sucre and LaPaz Jamaica 


wai Belize Mexico 
...Santiago Nicaragua 

...Bogota Panama 

San Jose Paraguay 


Habana Peru 
Puerto Rico 


Leeward Islands 


CAPITAL 


Port au Prince 
Tegucigalpa 
...._Kingston 

St. John 
Mexico, D. F. 
Managua 
Panama 
Asuncion 


als Juan 


Quito Salvador San Salvador 
Guatemala Trinidad and Tobago Port of Spain 
Georgetown Uruguay Montevideo 
Venezuela Caracas 

Cayenne Windward Islands St. George 
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Adding Machines 


Adding and Calcu- 
lating Machines, 
Used 


Adding Machine 
Rolls and Paper 


Adding Typewriters 


Addressing Ma- 
chines 


Air Conditioners 


Autographic Regis- 
ters 


Bookkeeping Ma- 
chines 


Bundling Machines 
Calculating Devices 
Cash Registers 


Calculating Ma- 
chines 


Check Endorsers 


Check Protectors 
and Writers 


Check Sorters 
Coin Changers 


Copy Holders (Me- 
chanical) 


Dating Stamps 
Desk Lamps 
Dictating Machines 
Duplicating Ma- 
chines and Sup- 
plies 
Envelope Sealers 
Envelope Openers 
Eyeletting Devices 
Fans (Electric) 
Filing Systems 
Folding Machines 
Gum Tape Machines 
Indexing Systems 
Inserting Machines 


Intercommunicating 
Systems 


Sixteenth 
Annual Office 


Specialties Section 


The means to substantial profits resident in the sale of office specialties 
has been proved by many commercial stationers in the years that have 
passed since the first special section appeared in OFFICE APPLIANCES 
in 1926. Great forward strides have been made in the technique of sale 
and the understanding of what the term office specialty means. Out of 
the original restricted concept of office machines or mechanical devices 
has come a growing recognition that any system or kind of equipment 
that responds to a special sales method used to convince prospects, quali- 
fies the product to classify as a specialty. Accompanying the unusual 
general business activity anticipated for 1941, is an exceptional opportu- 
nity open to commercial stationers and office equipment dealers for result- 


ful specialized sales effort. 


Contributors to the following pages reveal the road to increased vol- 
umes in specialties through application of the methods that have been 


effective in service for them. 


CONTENTS 
Hints on the ‘‘How”’’ of Specialty Selling 
Portable Adders —A 1941 Opportunity 
Visible Selling—An Expanding Field bt On 
Computing Machines Add to Stationers Profit Potential 
Training Specialty Salesmen Is Needed to Assure Maximum Results 


Emphasis on Use Sells Specialties 

Selling Stapling Machines 

The Prospect Is Convinced by Surveys 

Marketing Inter-Communication Systems . Raa g 
Ribbons and Carbons Respond to the Specialty Selling Technique . 
Specialties in the Stationery Industry 

Specialize on Postal Scales 

Specialties on Display . a eS ae eee 
“Office Equipment Store Specialties Can Easily Be Overdone”’ 
How a Credit Record Installation Was Made 

Stimulating Stapling Machine Sales 

Loose Leaf Binders for Blue Prints 





Letter Distributors 
Library Furniture 
Line Indicators 
Mailing Machines 


Numbering Ma- 
chines 


Paper Cutters 


Paper Fastening 
Machines 


Pencil Sharpeners 


Perforating Ma- 
chines 


Postal Scales 
Posture Chairs 
Punches 

Seals 

Sorting Devices 
Stamp Affixers 
Stapling Machines 
Storage Boxes 


String and Cord 
Cutters 


Telephone Acces- 
sories 


Time Stamps and 


Recorders 
22 Trimming Boards, 
om Paper and Card 
25 Typewriter Cleaning 
26 Brushes 
27 Typewriter Cleaning 
28 Material 
28 Typewriter Cushion 
29 Keys 
29 Typewriter Cushion 
30 Knobs and Feet 
31 Typewriters, New 
a2 Typewriters, Rebuilt 
33 
34 Ventilators, Office 
35 Visible Record Sys- 
36 tems 
37 Water Coolers 


Hints on the “How’ of Specialty Selling 


INCE there has grown into our 

industry the inclusion of vari- 
ous business machines, visible rec- 
ord systems and a dozen odd other 
things to complicate the matter of 
competition for a salesman’s time, 
knowledge and enthusiasm, there 
has been a steady trend toward 
“specialization.” Truly this is an 


By TOM QUICKEL 


Hutchinson Office Supply & Prtg. Co. 
Hutchinson, Kansas 


age of specialists and it constantly 
grows more so. Nowadays a man 
can be a specialist within a spe- 
cialty. Note for instance that 


there are visible records men who 
specialize in the problems of the 
public utilities, and again there is 
the man whc makes a specialty of 
stock record problems! So, like it 
or not, believe it or not, specializa- 
tion is upon us! 

Since this is true, then we might 
as well “get on the band wagon,” 





JANUARY, 1941 


for this parade is surely leading to 
longer profits, restricted and high- 
class competition, where brains 
and ability are at a premium. 

The time has come when it is 
almost impossible to be a com- 
petent “full line” salesman in this 
industry. Even the men who claim 
to be such show a marked contra- 
diction to that claim as a review 
of their sales record will show. In 
our own organization, for instance, 
we have a very successful sales- 
man who represents himself as a 
“full line” man, but let’s glance at 
his record. Fifty-six per cent of 
his sales are printing, while only 
three per cent are visible systems, 
etc., and four per cent are ma- 
chines. The balance of thirty- 
seven per cent is divided between 
miscellaneous items, office sup- 
plies, furniture and files. 


Encourage Specialization 


It is therefore obvious that this 
salesman is but passively inter- 
ested in either visible or machines 
and too much pressure brought to 
bear on him with regard to these 
two specialties will be detrimental 
rather than helpful. 


It seems to me that this man 
comes as near a full line sales- 
man’s qualifications as we dare ex- 
pect, without seriously damaging 
his earning and production power. 
Since he is the best producer of 
printing sales, then his sales man- 
ager should encourage him in that 
direction. Thus he will develop 
into a “specialist” in this field. So 
my first point is this—that a care- 
ful analysis of “the man” is neces- 
Sary before a decision is reached 
as to his potential value as a 
specialist. 

Take the case of another sales- 
man. His printing sales are twen- 
ty-eight per cent of his volume, 
nineteen per cent is machines, 
nine per cent is visible systems 
and forty-four per cent stationery, 
furniture files, etc. 


This man obviously is much 
more interested in machines and 
visible than the other one men- 
tioned above. In working with him 
it is easy to see that his stationery 
items, files, furniture, etc., are 
“run of the trade” sales. His print- 
ing is picked up by friendships and 
“bid,” not by personal sales pro- 
motional effort. 

But, his machines are the same 
as his visible systems. Then, here 
is a man who can “handle or 
carry” the full line and at the 
Same time develop into an excel- 
lent machine and systems man! 





Prior to February 1, last year, 
this firm never had an exclusive 
franchise on visible equipment 
and has made little effort on “sys- 
tems” generally. By specialized 
training for all the men and with 
personal training for those who 
have shown an aptitude for it, we 
have “sold” $3575.00 worth in nine 
months and have many active 
prospects in excellent condition 
for immediate closing. 


Time Saving Equipment in 
Demand 


With the influx of competition 
the ever increasing cost of opera- 
tion, mounting taxes, etc., business 
today demands the time saving 
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features of the calculator, the fig- 
uring machine, duplicators and 
other time saving devices. In ad- 
dition to these business manage- 
ment demands a closer control 
over Sales, inventory and general 
accounting. 

A salesman knows the way to 
the heart of a business man 
is through the profit side of his 
pocketbook. He likewise knows 
that an increased efficiency, a 
lowered inventory, and finger tip 
control of facts that are used daily 
in business are easy to sell at a 
fair price for his time and brains. 


So the question arises, “Shall we 
hire a specialty salesman to put 
his full time on machines, another 
to the promotion of visible and 
systems, another to bloodhound 
out the fire protection prospects, 
and so on through a list of a dozen 
or more specialties? Or shall we 
struggle along with a group of 
‘full line’ salesmen who average 
less than ten per cent of their 
sales in these ‘specialties’?”’ 

We honestly believe that when a 
so-called “full line’ man applies 
himself to a “specialty” and will 
discover, promote and develop a 
prospect, that seven out of ten 
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sales will result. But we also be- 
lieve that few such salesmen will 
take the time from “bread and 
butter” order taking — every-day 
run of the trade selling—to so ap- 
ply himself to these specialties. 

Hence, we believe that every 
year the demand is growing for 
specialty salesmen—that the trend 
is toward specialization. 


Observational Selling 


In the selling of specialties in 
this organization, we have been 
most successful by making it a 
point of selecting offices where we 
have an entré and have observed 
a considerable amount of lost mo- 
tion, duplication of efforts, over- 
time and frequent periods of hav- 
ing to hire extra help to get the 
work out on time, and then mak- 
ing an approach by offering to 
bring in a man who is trained and 
experienced in these matters to 
make a survey of the office routine 
and offer suggestions that will re- 
lieve the waste and cut down the 
lost motion. 

The first point in this approach 
is to gain the confidence of the 
prospect to a point where he will 
talk about his problems—whether 
they be the figuring of costs, bill- 
ing and pricing or the mailing of 
delinquent account notices or fail- 
ure to “get in collections” or even 
to the point of discussing the com- 
pany’s inventory problems. 

Once the customer or prospect 
realizes that a “problem” exists 
and that the salesman may pos- 
sibly have a solution, the sale is 
half made. 

The so-called specialist’s job is 
then only a matter of knowing his 
problem and his equipment so that 
he can relieve this stress at a cost 
that will be a self-liquidating in- 
vestment over a reasonable time. 
This we are able to do about seven 
times out of ten. 

The specialist makes a “survey” 
of the prospect’s problems by 
making notes and writing down 
the facts as he finds them. Then, 
when away from the prospect, he 
measures these facts against the 
same task as performed by his 
proposed new equipment. This is 
no more than streamlining the 
plan of work—or converting from 
antiquated methods of helter- 
skelter to “line production.” 


Proposal Compares System in 
Use to One Suggested 


Then, a proposal is prepared 
which shows, step-by-step, what is 
being done, compared with the 
same step-by-step picture of how 
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the new equipment will relieve this 
lost motion or duplication of effort. 
He also shows in his proposal how, 
where, and why time can be saved. 
For instance, Mary Jones is now 
spending three days a month 
“aging her ledger” and making up 
a list of delinquent accounts in 
thirty, sixty and ninety day 
groups. Mr. Specialist knows that 
she can age a 1000 account ledger 
in about one-half of one day and 
address the delinquent notices if 
her accounts receivable ledger 
were set up on a visible system 
and she used a visible margin sig- 
nal to “flash” the unpaid bills and 
the length of time delinquent. 
These signals being a “byproduct” 
of her regular posting. 

He also knows that her postings 
can be made by hand, the signal 
placed in correct position at the 
rate of about four per minute. 


He knows a great many other 
things about this problem, too, and 
can in a proposal put it down in 
black and white. So he marshals 
all his facts into line and sets up 
a “new system” that will cost, let’s 
say, 20c per account, including sig- 
nals, forms, and equipment. One 
thousand accounts at 20c equals 
$200.00. Three days’ work to do 


this one job of aging accounts at 
$2.50 per day—time saved—two 
and one-half days—$6.25 per 
month—-$75.00 per year. 

But, in addition to this saving, 
she has also saved, let’s say (to be 
very conservative), one-fourth of 
her regular posting time or 62c per 
day, $15.50 per month or $186.00 
per year saved. In this case Mary 
Jones has been having to work 
overtime the last week of each 
month to get her charges up-to- 
date eand her bills out on time. 
With the visible ledger Mr. Spe- 
cialist knows that this overtime 
can be eliminated entirely. And 
with wage and hour restrictions 
this overtime is going to cost the 
customer or prospect about $5.42 
per month or $65.00 per year for 
overtime alone. 


Time Reduction Expressed in 
Dollars and Cents 


So, in one year’s time the saving 
will amount to about $326.00 or 
about $126.00 dividend from a 
$200.00 investment. This sounds 
too good, so Mr. Specialist (who 
wants to be fair, honest and con- 
servative) says, “Just in case, let’s 
forget the time saved per day.” 
Mr. Prospect has to have Mary 
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Jones full time anyway and hasn’t 
anything else for her to do. So, 
let’s say We can only save the over- 
time. On that basis alone, $65.00 
actual time, plus $20.00 per year 
depreciation charge-off, or $85.00 
per year, may be saved. (In ten 
years the investment would be 
self-liquidating anyway, from tax 
deductions—but on this basis, the 
“system” would pay for itself in 
less than three years.) But most 
important, Mr. Business Man 
would have his cake and eat it, 
too, for he’d be in a better position 
to control his accounts—know “on 
time” their status, and these sys- 
tems invariably improve collec- 
tions. Close follow-up saves many 
a charge-off. 

Few business men can find ex- 
cuses for postponing such an in- 
stallation! 

We have four specialists in our 
organization—one on visible sys- 
tems and fire protection, one on 
duplicating machines, one on cal- 
culating and adding machines, one 
in the printing and lithographing 
department, and we use the “pro- 
posal” method of making specialty 
sales. We believe this is a pro- 
fessional service and treatment of 
a problem. 


Portable Adders—A 1941 Opportunity 


HE saying, “... the only thing 

that is permanent is change,” 
is becoming more true than ever. 
In these hectic days of uncer- 
tainty, turmoil and war, events 
parade before our eyes so rapidly 
that we often miss the true im- 
port of what is happening. At 
times we suddenly discover that 
“things are” and we don’t seem 
to recall just what made them as 
they are. Our mode of living... 
our automobile . .. our clothes and 
even our businesses undergo a pe- 
riod of change without special no- 
tice. One day we discover that 
perhaps an opportunity lies within 
our immediate grasp and decide 
then and there to seize it. 

Today, in the office appliance 
field many outfitters and station- 
ers are discovering the profit pos- 
Sibilities in the sale of adding ma- 
chines .. . better yet, say portable 
adding machines. Here is a busi- 
ness that a few years ago was 
considered solely as an activity to 
be placed in the hands of highly 
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trained specialists. Few office 
equipment concerns went into this 
phase of the business because of 








MR. BANDOLI 


the limited number of obtainable 
store sales and lack of an ade- 
quately trained outside selling 
organization. 


Portable Adders Can Be Sold 
in the Store 


With the advent of the light- 
weight, small and expertly engi- 
neered portable adding machines, 
many merchants discovered that 
‘store sales” could be made rather 
easily. This came about because 
the machine itself was intriguing 
and out of the ordinary. Then, 
too, the portable adding machine 
was simple and easy to demon- 
strate, its mobility made it more 
convenient to use and the lower 
price gave it a definite appeal. 

Portable adding machine sales 
have increased with companies 
whose business had been confined 
strictly to typewriters, adding ma- 
chines, cash registers and repair 
work. More outside salesmen were 
employed and trained to “push” 
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adding machines, with the result 
that today American businesses, 
big and little alike, are more add- 
ing machine conscious than ever 
before. 

The market for adding machines 
today is a wider one and consider- 
ably more fertile than in the past. 
The more exacting requirements 
placed on businesses by various 
nation, state and local govern- 
ments has made necessary figure 
records not previously demanded. 
The consequence is that from the 
smallest retailer or individual right 
through to the largest corporation, 


there is a definite demand for 
more accurate figure facts. 

What does this all mean to the 
office appliances dealer, the sta- 
tioner and outfitter? Simply this 
—adding machines are profitable 
products to sell. There is a newly 
created market for all adding ma- 
chines and an especially lucrative 
market for portable adders. The 
retail store that has an outside 
sales force can reap a plus profit 
by training men to sell adding 
machines at the time they make 
their regular, daily contacts. The 
larger stores having “specialty” 
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men can put into the hands of 
these specialty salesmen a profit 
item that will sell upon demon- 
stration. There is a very definite 
market for the small portable ma- 
chines for individual home use, 
and it is most generally through 
stores that the individual user 
gets a chance to become informed 
on adding machine uses. 

The retail or wholesale office 
appliance outlet that merchan- 
dises adding machines during 1941 
will wind up the year with a 
plus profit which up to recently 
has not been “in the cards.” 





An Effective Display of Visible Records by The Gustave Fischer Company. 


Visible Selling—An Expanding Field 


OUBTLESS we are all agreed 

that the selling of visible rec- 
ords equipment does not follow the 
usual pattern of ordinary, every- 
day supply selling. In supply sell- 
ing we have the bread and butter 
items of the trade, which are sold 
both over the counter and through 
outside calls, either on first call or 
through a minimum of return 
calls. 

But in visible selling our expe- 
rience shows that a first call sale 
of visible equipment is the excep- 
tion. Usually a visible sale requires 
a number of return calls and the 
preparation of a definite proposal 
based on a study of the particular 
problem covering both the forms 
to be used and the equipment to 
house such forms to best advan- 
tage. 

Such a proposal requires a defi- 
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nite understanding of the record 
keeping problem and a clear con- 
ception not only of the ends the 
record must accomplish but also 
of how the record is to be kept, 
who is to keep it, where it will be 
kept and what type of equipment 
is best suited to the installation. 

I am convinced that at this 
point in the consideration of vis- 
ible selling many of us throw up 
our hands and conclude that the 
time, effort and specialized knowl- 
edge required for visible selling are 


beyond our means and that we 
should concentrate on items easier 
to sell and possibly with a faster 
turnover. 

However, many of us do not take 
into our considerations the fact 
that our factories maintain visible 
divisions, and that these depart- 
ments are devoted entirely to the 
promotion and sale of visible in- 
stallations. 


Manufacturers’ Field Men Serve 
as Sales Aiders 


Many of our visible suppliers 
maintain men in the field who will 
work closely with us in the devel- 
opment of visible sales, and whose 
wide experience and knowledge 
are ours for the asking. Not only 
is this high type of field codpera- 
tion available but also the factory 
library of previous installations in 
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a good many cases yields the exact 
solution to the problem on hand. 
We have in this factory codpera- 
tion a means of adding expert 
service to our own facilities which 
we would be foolish to overlook. 

Thus, by coming to a hasty con- 
clusion, many of us beat ourselves 
even before we start in this game 
of visible selling. We are inclined 
to magnify the difficulties out of 
proportion, and forget the very 
satisfactory and substantial gains 
which can be made in this rela- 
tively non-competitive field. 

I believe that a visible sale is 
one of the most satisfactory sales 


we can make. It yields dividends 
in the way of repeat orders for 
forms and in expansion orders for 
equipment. Particularly, at this 
time of great industrial activity on 
the National Defense Program, we 
find small original installations 
are expanding to take care of in- 
creasingly large record keeping 
requirements. 

Not only are original installa- 
tions expanding, but customers 
who are sold on visible record 
keeping are looking for new places 
in their plants where new installa- 
tions may ease their record keep- 
ing burden. 
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In seliing visible we are selling 
a means of lightening the record 
keeping burden which faces indus- 
try in the next few years. That 
this burden is real is amply indi- 
cated by the increasing number of 
inquiries we receive from man- 
agers of all types of business who 
are finding their costs mounting 
and who are looking for the solu- 
tion. 

My opinion is that we, as sta- 
tioners, will do well to pay more 
attention to this widely expanding 
field for service. The reward am- 
ply repays the effort. 


Computing Machines Add to Stationers 


OMPUTING machines include 
in addition to calculating ma- 
chines, various models of adding 
machines. To a dealer who is now 
selling typewriting or duplicating 
machines, or both, calculating ma- 
chines fit in well with the expan- 
sion of the office machine depart- 
ment. 

Service, one of the prime factors 
and vital to the continuation of 
sales, will not have to be expanded 
greatly nor will expense be in- 
creased much by inclusion of these 
new items. 

Because the manufacture of cal- 
culating machines has been lim- 
ited, it may not be possible to get 
a direct agency set-up to cover 
this line. It should be easy, how- 
ever, for a dealer who has proven 
Sales ability to get a sub-agency 
representation for one of the vari- 
ous makes. 

If taken on a sub-dealer basis, 
the usual procedure is to place the 
machines with the dealer in rea- 
sonable numbers and various mod- 
els, on a consignment basis. 

A direct dealership is most de- 
sirable and arrangements of this 
kind are based on a direct pur- 
chase plan. This need not prevent 
a dealer from making the venture, 
however, and may have a stimu- 
lating effect because of the invest- 
ment. 

Calculating machines, as other 
office machines, must be demon- 
strated and usually left on trial. 
There are increasing numbers of 


Profit Potential 
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prospects available for this class 
of equipment, particularly in gov- 
ernment and government spon- 
sored activities. Your own busi- 
ness will remind you of the need 
of this type of equipment in figur- 
ing your own reports and state- 
ments. 

The adding machine industry 
has been changing in the past few 
years and is not now confined to 
a few makes. There are a number 
of machines, both large and por- 
table, that can be sold at a profit 





through the stationer. Here, again, 
service is an important factor, and 
the prospective buyer must be 
confident that he will have service 
available when needed and equal 
to that of any other supplier. 

By adding computing machines 
to your office supplies, you are 
adding to the scope of possible 
prospects and justify more fre- 
quent coverage of your territory. 
This also gives you the oppor- 
tunity to hold more of the general 
line business that you may be los- 
ing through the ever increasing 
competition of office machine 
agencies. These agencies pick up 
many sales in supplies and equip- 
ment on their rounds. 

Adding computing machines to 
your line requires adding top 
salesmen and mechanics. Both 
should have some factory training. 
The salesman should be able to 
make as good a presentation and 
demonstration as any competitor. 
His income should be on a com- 
mission basis, so no effort will be 
withheld. Commission checks of 
sizable sums should not be paid 
grudgingly, for if the set-up is fair, 
the larger the commission check 
the larger the profit for the de- 
partment. 

Junior salesmen and mechanics 
should be given courses of training 
and made ready for increased re- 
sponsibility. 

Calculating machines can _ be 
handled on a profitable basis. It 
is worth a try. 
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Training Specialty Salesmen Is Needed to 


Assure Maximum Results 


RAINED specialty salesmen in 

the office supply line are in 
ever increasing demand. Today 
every stationer’s territory is being 
flooded with circulars and cata- 
logues cutting the prices of the 
bread and butter items. This has 
forced the local merchant to sac- 
rifice his profit to meet competi- 
tion, or to sell the customer new 
and protected specialty items. Un- 
less the dealer can send his cus- 
tomer intelligent salesmen and 
servicemen, he can expect no more 
than mail order prices. Therefore, 
order takers are no longer profit- 
able. Specialty salesmen and 
women are valued highly. 

By specialties in our store we 
have come to include the most 
commonplace items in our stock, 
because we have specialized in 
specialty buying. We no longer sell 
a roll of adding machine paper. 
To every customer, we Say, “This 
is a dustless roll of adding ma- 
chine paper which will keep your 
machine cleaner and save repair 
bills. Notice it is a soft green color 
which prevents eyestrain. The rip- 
cord opener will save fingernails 
and you will be warned that the 
end of the roll is near when you 
see the red line along the edge.” 
When we have a call for typewrit- 
ing paper, we say, “This is a spe- 
cial type of paper. Typewritten 
errors are as easily erased on this 
paper as pencil errors on most 
Sheets. However, the surface is 
treated so that the ink of the rib- 
bon penetrates and becomes per- 
manent after twenty-four hours. 
This paper will save time and in- 
sure better looking work. It is 
available in five weights and costs 
no more than ordinary paper.” 
When we Sell guides and folders, 
we are likewise specific. The same 
is true when a customer needs ring 
book sheets. In fact we can start 
at one end of the store and go to 
the other pointing out interesting 
things about the every-day items. 
Many of these facts have become 
so commonplace to us that we 
have a tendency to neglect to call 
them to the attention of our cus- 
tomers. 

Factory representatives should 
be encouraged to present their 
lines to the office supply salesmen 
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The writer had worked in a sta- 
tionery store seven years before 
anyone showed her the difference 
between five-cent yellow pencils 
and two for five cents pencils. 
After a good demonstration by one 
of the factory representatives she 
learned how to demonstrate the 
breaking point of the lead, the 
smoothness, the sharpening quali- 
ties, etc., to the customer and 
found there was good pencil busi- 
ness available among both old and 
new customers. Too often office 
supply salesmen are expected to 
absorb the selling features of an 
item by being told the price and 
looking at it on the shelf. The 
store buyer should realize he has 
likely had more experience than 
the salesmen and should take time 
at each sales meeting to discuss 
the old items which should be 
Salable if featured and new items 
which should be introduced. 


Study Merchandise Before 
Starting Sales Work 


From the standpoint of plan- 
ning actual sales calls, we have 
found it wise to consider feature 
merchandise several weeks before 
actually showing it. If we see a 
new item advertised or demon- 
strated, we try to find out every- 
thing possible about it from the 
factory representative and sales 
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literature. Before adding it to our 
now too heavy stock we decide 
what it will replace, and why it 
should be given preference. Is 
it more serviceable, convenient, 
beautiful or economical? Then we 
watch the offices several weeks 
while making calls to see what 
uses we can find for it. Perhaps 
we ask a few casual questions 
about the need for such a new 
gadget or system. We study the 
article until we know all the an- 
Swers. 


Specialties Serve as Good Door 
Openers 


Then comes the “blitzkrieg”! 
We take it out and use it for 
a door opener. Very often we 
sell more of other things than we 
do of this new item, but in our 
enthusiasm to show it to every one 
in the territory we get into offices 
we had been neglecting. We be- 
lieve it is our duty to keep the 
offices in our vicinity informed on 
all the new timesavers and im- 
provements. We are service sellers. 
One reason for spending so much 
time before introducing a new 
item is that it trains us to be more 
observing in the offices. If we have 
in mind our next call this week, 
we shall look around to see if they 
seem to need such an item. An- 
other reason for so much thought 
on a specialty is that a customer 
appreciates having a salesman call 
who is informed. If we are well 
acquainted with our merchandise 
it will not be necessary to Say, 
“This is something nice. We sell 
lots of them.” 


Other Qualities Needed 


Of course, a good specialty sales- 
man must have other qualities 
than the knowledge of the line. 
Among these we would include a 
pleasant approach. The _ voice 
should be interesting, the words 
well chosen, the enunciation clear 
and the manner friendly and sin- 
cere. He must know the value of 
time. He must realize that work- 
ers’ time represents company 
money and he should plan his in- 
terview to take as little time as 
possible, yet he should not lose the 
friendly attitude. Often it takes 
only a couple of minutes to clean 
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a clogged dirty rubber stamp or 
wash out a dirty fountain pen but 
it will gain the good will of a cus- 
tomer and bring many a sizable 
order. Ofttimes a ten-cent deliv- 
ery seems to be uncalled for but if 


it is an accommodation it will 
usually turn out to be “bread cast 
on the waters.” 

When office supply salesmen 
learn to sell and service the little 
things and make specialties out of 
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the commonplace items, big in- 
stallation and profitable business 
will surely follow. All customers 
like to deal with the salesman who 
gives service and discusses their 
needs intelligently. 


Emphasis on Use Sells Specialties 


EMEMBER when that sales- 

man really sold you the spe- 
cialty there on your desk? Re- 
member how many times a day he 
told you that you would use it, and 
just how much time you would 
save by having it? Well, had it 
not been for the emphasis that 
salesman used in selling you on 
the use of that specialty, you 
would probably never have pur- 
chased it. 

As a newspaperman refers to 
the headline as his first essential, 
the stationer refers to his as the 
approach. Every salesman knows 
that it is easier to attract a cus- 
tomer’s attention with a small 
price rather than with a large 
one. If you haven’t the small 
price factor, avoid price approach 
entirely. Use instead the attraction 
power of a specialty. 

As I write Christmas is nearing 
and I am reminded that, more 
than ever, specialties hold the 
spotlight in selling at this time of 
the year. Ladies, probably more 
than men, will give specialties as 
gifts, due to the fact that ladies 
are attracted to specialties at 
Christmas time more than men. I 
believe that men are greater buy- 
ers of specialties at times other 
than Christmas. 
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It takes a genuine salesman to 
sell specialties, because a good 


salesman is always making sugges- 


tions. When a salesman sees that 
his customer is attracted by an 
article, his suggestive selling mind 
then connects this article with 
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countless others. That is to say, 
as ham is to eggs, paper to carbon, 
pencils to erasers — sharpeners, 
colored pencils, there are count- 
less others that are self connect- 
ing. As stated, specialties may be 
a way of leading to an opportunity 
to ask for a larger order. There 
is no better way to sell a specialty 
than to emphasize the benefits 
that the buyer will realize from 
the product. If you know your 
product, know its uses and advan- 
tages, you find it easier to sell. 

In specialty selling, as in every 
occupation and in every relation- 
ship of life, there are methods 
and ways of thinking and working 
that are more effective than 
others. It is our business to find 
out the best means and use them. 
This we can do by thinking about 
each and every sales situation. 
Why did we sell that last fellow? 
What did we say when we ap- 
proached him? How did we an- 
swer his first negative? In every 
day experience hidden facts and 
reasons for success are calling out 
to us. It is for us to listen, locate 
them, and bring them forth into 
usable knowledge. In so doing we 
carve out a working system of our 
own and a record of success as 
well. 


Selling Stapling Machines 
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TAPLING machines are profitable items. When the first machine was put on 
the market many years ago, we purchased a stock and have never since 
handled any other make. This has given us the advantage of quantity buying, 
including staples. Seldom have we had any dissatisfaction with the machines we 
sell. And the trouble was generally not caused by the machine as much as the 


operator. 


By selling one make and pushing it we get a good many repeat orders. Most 


all of our machines are sold by our inside sales people. 
the 


by presenting effective window displays, advertising in 


We try to help them 
Franklin Reminder, 


our house publication, and sending out with our invoices and statements cir- 
culars furnished by the manufacturer. 








The Prespect Is Convinced by Surveys 


UR method of exciting inter- 

est on the parts of prospects 
for filing equipment is to make a 
survey of needs. Most users are 
“pestered” by salesmen day in and 
day out. These “pests” use the old, 
stereotyped approach, making no 
progress for themselves and cer- 
tainly not helping their customers. 
Consequently most of them ex- 
pend much time and energy with- 
out effective results. 

We instruct our salesmen to 
contact the “powers that be” and 
ask for permission to make a sur- 
very of the prospect’s present fil- 
ing equipment, out of which will 
come a recommendation in chart 
form, which will demonstrate what 
present equipment is doing and 
what can be done by modern 
equipment and methods. 

The survey forms we use en- 
able us to show in specific figures 
substantial savings possible in an- 
nual filing costs by replacing old 
equipment wtih the files and sys- 
tems we have to offer. We sum- 
marize by presenting such facts as 
follows: 
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1. Total initial cost of recom- 
mended files. 

2. Value of present files as 
transfer containers for inactive 
files, or value in trade. 
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3. Actual net cost for a one- 
time investment in our new files 
for complete modernization. 

4. Approximate price for extra 
new equipment (if needed) of 
same type as present files, which 
would have to be purchased any- 
way, for anticipated expansion, 
replacement of unserviceable files, 
and to relieve present congestion. 

5. Extra net initial costs for 
modernization, over what must be 
paid anyway. 

6. Total estimated annual sav- 
ings. 

7. Estimated number of years 
or months when extra net cost 
will be repaid from new files sav- 
ings. 

8. Annual dividends paid each 
year thereafter on actual net cost 
(not including value of improved 
general office, executive and cus- 
tomer services.) This item is ex- 
pressed both in actual figures and 
in the form of percentage of actual 
net cost. 

A glance at our sales records 
would show conclusively that this 
survey method really works. 


Marketing Inter-Communication Systems 


N AN industry like ours that is 

being crowded on all sides by 
firms in other lines and one whose 
gross profit is growing constantly 
smaller, inter-office communica- 
tion systems should be a product 
worthy of aggressive sales efforts. 

These systems are not competi- 
tive with any of our present lines, 
and, in most cases, they do not 
place us in active competition with 
our customers. It is comparatively 
easy to train salesmen in this 
work. However, someone with ra- 
dio or mechanical experience is 
necessary for service work and in- 
stallation. In most cases, the sales- 
man will not run into very many 
problems that are not covered by 
the manufacturer’s literature. An- 
other reason that communication 
systems is a good line for office 
supply dealers is that there are 
relatively as many prospects in a 
small town as there are in a large 
town. I believe that there is prob- 


By LENNIS W. BAKER 


The Baker Co., 
Lubbock, Tex. 


¥ 


ably less competition on this line 
than on any other line that we 
sell. 
Surveys Essential 

A careful analysis of customers’ 
requirements is almost always nec- 
essary in the sale of communica- 
tion systems. In every business of 
any size it is possible to locate 
applications of equipment that 
show decided increases of effi- 
ciency. In a large number of cases 
the value of the equipment to the 
customer depends on the amount 
of time that can be saved by each 
employee. Assuming that com- 
munication equipment will save at 
least ten minutes a day for each 


person who uses the equipment, 
the following chart might be help- 
ful in showing such savings. 


Weekly Salary Value of Yearly Value 
of Employee Each 10 of Each 
Under Consid- Minutes of 10 Minutes 


eration Time Saved Saved Per Day 
$ 15.00 6 cents $ 18.00 
20.00 8 cents 24.00 
25.00 10 cents 30.00 
30.00 12 cents 36.00 
40.00 16 cents 48.00 
50.00 20 cents 60.00 
100.00 40 cents 120.00 


In addition to the individual 
savings, in most cases the equip- 
ment will increase the efficiency of 
the whole organization. For any 
business whose bookkeeping and 
sales departments are separated, a 
great deal of money can be saved 
on call-backs on local and long- 
distance calls. 

For the convenience of those 
who may not be familiar with 
inter-office communication sys- 
tems, the following list of ways 
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that systems can save money 
might prove beneficial: 

1. They will eliminate, in many 
cases, telephone extensions that 
would otherwise be necessary. 

2. With loud speaker attach- 
ments, page boys can be dispensed 
with or they can be used for other 
work. 

3. Switchboard operators can, 
in many cases, perform other 
stenographic work. 

4. In businesses that have two 
or more shipping departments, the 
equipment will facilitate the con- 
solidation of shipments and the 
handling of back orders. 

5. In many cases, the installa- 
tion is more economical even than 
buzzers for paging telephone calls. 


Salesmen Must Be Kept Aware 
of Applications 


Probably the most complicated 
part of merchandising inter-office 


communication systems for most 
dealers will be keeping the sales- 
men conscious of applications. 
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This has been our biggest problem 
and I do not know the answer 
to it. 

In some cases, the installations 
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are large enough to permit addi- 
tional bonus or compensation, if 
this does not conflict with other 
compensation policies. However, 
the sales of this product should 
respond to any sales promotion 
work that will apply to any of our 
other products. 

Probably the best answer, at 
least the easiest one, is to assign 
the line to one particular salesman 
and give him a small overriding 
commission on all equipment sold. 
This plan is particularly adaptable 
by firms who are already engaged 
in selling other specialty lines. 

Every dealer who expects to do 
very much with the line should 
also figure out his own require- 
ments and install equipment. This 
will not only familiarize salesmen 
and other employees with the use 
of the equipment but will also be 
worth a great deal from an adver- 
tising standpoint. 


Ribbons and Carbons Respond to the 
Specialty Selling Technique 


IBBONS and carbons are two 

of the most commonly used 
office supply items, and_ still, 
throughout the many years that 
they have been sold, they have re- 
sisted price competition. The 
principal reason for this is that 
they do require real selling “tech- 
nique.” 

They are not sold by asking a 
purchasing agent if he “needs any 
carbon paper today?” Nor by 
barging into an office with a high 
pressure Sales talk. The salesman 
must have that certain selling 
technique, which in plain language 
is common sense. 

Most good users of carbon paper 
and typewriter ribbons cover their 
requirements for several months 
ahead by the purchase of coupon 
books. This makes a good sized 
unit sale, for which it is worth 
planning and fighting. A good bit 
of preliminary work is necessary 
in lining up the average carbon 
and ribbon account, so it requires, 
in addition to selling technique, 
patience and perseverance. 

I compare the technique of a 
good carbon and ribbon salesman 
to that of a physician. He has to 
analyze or diagnose the customers’ 
or patients’ troubles or ailments 
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and then prescribe the correct 
treatment. However, for a sales- 
man to be able to do this, he must 
first be thoroughly schooled in the 
line of merchandise that he is sell- 
ing, so that when he recognizes 
the ailments of a customer, he 
knows exactly what to prescribe. 
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That confidence that exists be- 
tween the patient and the family 
doctor should also exist between 
your customers and yourself, so 
that they will look to you for the 
solution of all of their ribbon and 
carbon problems. 


Select Line to Handle Carefully 


In order to build up that confi- 
dence, you must be convinced in 
your own mind that you are han- 
dling the best line of ribbons and 
carbons on the market. In our 
own store, we had handled for 
many years a good line but had 
never felt that we were getting the 
maximum out of it. The factory’s 
policy was to send a representa- 
tive into our town three or four 
times a year and “dynamite” the 
trade. It is true that he would sign 
up some nice orders, but many are 
the headaches we have had in try- 
ing to make the sale stick after he 
left town. These sales were not so 
profitable, either to the store or to 
the salesman in whose territory 
they were made. 

Two years ago we switched to a 
line made by one of the most pro- 
gressive companies in the business. 
Their policy is exactly opposite of 
the one described above and 
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through their cooperation with us, 
both by their factory representa- 
tive and their printed sales pro- 
gram, we are happy to say that we 
really know something about the 
carbon and ribbon business. Our 
sales have multiplied, our sales- 
men’s commissions have increased, 
and we have a much stronger 
standing with our customers than 
ever before. We no longer need a 
factory “specialty” man to take us 
by the hand, as we can stand on 
our own feet. 

We are doing a bigger business 
with a smaller stock, because we 
know our line so thoroughly. Our 
carbons all are identified with at- 
tractive all-over designs on the 
backs, which certainly has made a 


“hit” with our customers. They 
feel that they are getting a greater 
value than they were in an unim- 
printed sheet or even one with a 
single brand stamp. Our competi- 
tors are finding it very difficult to 
Switch our users of these all-over 
designed sheets. 

Our salesmen all carry a “dem- 
onstration” book, which is pro- 
vided by the manufacturer. It is 
a masterpiece of four-color lithog- 
raphy which contains a wealth of 
information for the salesman, and 
at the same time can be used to 
impress the buyer of the type of a 
company with which he is dealing. 

We distribute to typists an illus- 
trated twenty-five-page manual, 
“The Secret of Beautiful Letters,” 
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which is provided to us for free 
circulation. Most girls are recep- 
tive to any real help that you can 
render in improving their quality 
of work. We also give them a cel- 
luloid eraser shield, carrying our 
local address and phone number. 
In our monthly statement mailing 
we keep a steady flow of inserts 
describing our ribbon and carbon 
specialties. 

In conclusion, I think that rib- 
bons and carbons are the two most 
important “specialty” items that 
can be best sold by general line 
men. Line up with a manufac- 
turer who has a real dealer sales 
training program, a complete line 
of quality merchandise, and then 
go to work. 


Specialties in the Stationery Industry 


UST how much time a regular 

stationer who caters to the 
office supply trade should give to 
the selling of office specialties has 
long been a moot question with me. 

Because of our close proximity 
to Chicago, many lines of special- 
ties that would otherwise be avail- 
able are not open to dealers in our 
suburban territory. Many others, 
however, are, and can be worked, 
in my opinion, to distinct advan- 
tage. 

One of these specialties to which 
the stationer can afford to give 
more than passing attention is the 
item of printed salesbooks and 
register forms. Manufacturers give 
franchises on these items and if 
the stationer makes clear, by extra 
publicity, that these can be sup- 
plied through his channels at 
prices paralleling those quoted di- 
rect by the manufacturers, he will 
discover that there is a nice vol- 
ume of business available to him 
which it is profitable to solicit 
with intensified effort. 

These forms are used generally 
by all stores and offices in the 
community. If one takes the trou- 
ble to go carefully into the matter 
a nice volume can be built up with 
these lines alone. The fact that 
they do not add to the inventory, 
being simply items that are or- 
dered from the manufacturer and, 
in most cases printed at the fac- 
tory and shipped to the customer, 
is a factor for careful considera- 
tion by the stationer. 

Other specialties which manu- 
facturers place with dealers in cer- 
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tain territories are files, filing sup- 
plies and kindred lines. Lead pen- 
cils, both mechanical and wood 
pencils with a merchant’s imprint, 
are items that afford profitable 
compensation. 

One manufacturer offered a 
memorandum device this year 
which, while it is a popular sta- 
tionery item, lends itself admirably 
for sale as an advertising medium 
carrying the merchant’s imprint 
and distributed to a certain line of 
customers with the compliments 
of the local business firm. This is 
one of the attractive items of the 
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year and lends itself ideally to 
advertising distribution. 

It is only one item of the many 
that come to mind when the field 
spreads itself out in a panoramic 
fashion before the _ interested 
dealer. Calendars offer another 
avenue of distribution which the 
average stationer overlooks. But 
lines of these useful advertising 
specialties can be obtained on a 
franchise basis without the invest- 
ment of any capital whatsoever, 
and offer an attractive proposition 
to the live stationer. 


Contemplates Hiring Exclusive 
Specialty Salesman 


For a long time it has been my 
idea to hire a specialty salesman, 
sending him into the territory 
with these advertising specialties 
alone and permit him to devote 
his entire time in soliciting the 
trade in the territory covered. In 
view of the fact that selling many 
of these items requires thorough 
familiarity with the item pre- 
sented, it is logical that salesmen 
who spend the time to familiarize 
themselves with all of these vari- 
ous items are not always available. 
However, in my opinion, any sta- 
tioner who has one or more Sales- 
men in the field and who can take 
the time to develop the specialties 
line would find a profitable source 
of income by engaging a special- 
ties salesman and permitting him 
to sell only these advertising spe- 
cialties. 

Some day I hope to be in a posi- 
tion to employ a specialty sales- 
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man of this character and put him 
into the territory on a trial basis. 
If other stationers have tried out 
the idea, it would be a matter of 
interest to dealers in general to 
hear with what success the spe- 
cialties idea has been developed. 
One reason, perhaps, for not hav- 
ing this side of the stationer’s 
work any further advanced is be- 
cause with most stationers their 


time is so thoroughly occupied 
with the details of conducting 
their establishments that little or 
no thought has been given to the 
added business that might be se- 
cured through specialty salesmen. 

It is a matter of record that ex- 
clusive specialty houses have built 
up a volume of business running 
high into the millions of dollars. 
However, the local stationer has 


Specialize on Postal 


OW much money did you spend 

at the United States Post 
Office today? Did you add the cost 
of stamps for first-class mail to 
the amount you spent on parcel 
post shipments? Now multiply that 
by the five days that most com- 
panies conduct business, and for 
those that are open five and one- 
half days, add a figure consistent 
with the other total. Each busi- 
ness house will arrive at a differ- 
ent figure, depending upon the 
volume of mail and, of course, the 
time of year that this little survey 
was made. In businesses that are 
seasonal, major mailings are han- 
dled at certain restricted times. 
Likewise, more shipments are 
made during some periods than 
others. 

When we stop to consider in- 
voices, statements, sales promo- 
tional pieces, regular correspond- 
ence, and parcel post shipments, 
we come to the realization that 
there is a considerable amount of 
money spent for transportation 
service at a rate determined by 
weight. 

Did you ever stop to think of 
first-class mail costing so much a 
pound? Yet, it is true that letters 
mailed locally cost 2c an ounce 
or 32c a pound. Otherwise, it is 
3c an ounce or 48c a pound. Now, 
here, we have an expensive, or 
should we say, valuable service. 
Every business house buys it every 
day of the week. Can we show 
them how they can save money 
every time they make this kind of 
a purchase? Certainly we can. 

If you talk to the man handling 
parcel post shipments, he could 
tell you that the amount of post- 
age required depended upon two 
factors: Weight and _ distance. 
Now, we can’t do anything about 
distance. But we can do some- 
thing about weight. I hear some- 
one ask, “Change the weight?” 
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No, not necessarily, but we can 
Show these parcel post users how 
to stop misreading or guessing the 
weight and effect a savings 
thereby. 

Parcel post service is purchased 
daily. You can’t buy it for a pack- 
age weighing more than seventy 
pounds. Now, let’s take a look at 
what a seventy pound package 
would cost, to ship to each of the 
eight zones. In a local zone, this 
package should cost only 42c. To 
first and second zones, which is 
149 miles or less from the point of 
shipment, 84c. To the third zone, 
the cost would be $1.47, and to the 
fourth zone, $2.52, to the fifth 
zone, $3.77, sixth zone, $4.95, 
seventh zone, $6.35, eighth zone, 
$7.74. In a difference of one pound, 
there is a substantial difference 
in cost. A sixty-nine pound pack- 
age would only cost 4l1c in a local 
zone, which is a difference of one 
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many advantages over the itiner- 
ant solicitor and should swing 
many orders that now go outside 
his territory. Here is a field that 
offers wide possibilities to the pro- 
gressive stationer. Space and time 
given to this subject should be 
urged upon the N.S.A. and a place 
given to a general presentation of 
all phases of the subject at re- 
gional and national conventions. 


Scales 


penny. But in the eighth zone, 
the same package would cost 
$7.63, which is a difference of 1lc. 


Where Ounces Change the 
Pound Rate 


Let’s make this a little more 
coherent. I intimated that there 
is a difference of one pound in 
these packages. That is what the 
rate covers, but a difference of 
one-half an ounce might make the 
difference in the cost to the ship- 
pers. If this package weighs sixty- 
nine pounds and fifteen one-half 
ounces, it would cost less to ship 
than if it weighed seventy pounds. 
I'm sure you can realize how 
weight plays an important part 
when only a fraction of an ounce 
makes a difference in the cost of 
the shipment. 

Although my subject is how 
specializing on postal scales will 
result in a profitable sales lift, I 
could not proceed with the dis- 
cussion without first showing how 
important a part weight plays. 
One thing you must do for your- 
self is to become familiar with the 
various methods of handling mail 
and parcel post. 

Do you know when to send by 
first-class mail? Granted, we all 
do. Yet many of us make the 
mistake of sending mail first-class 
because that’s the only class with 
which we are well acquainted. 
That piece of mail could possibly 
be handled in some other maner. 
What do you know about second- 
class mail? Or third-class mail? 
Or fourth-class mail? No, no more 
numbers. As a matter of fact, 
fourth-class mail is not handled as 
mail any longer. We consider that 
as parcel post. 

How would you ship a package 
that weighed seven ounces? That’s 
right—you would have to know 
what the content of the package 
is. Well, let’s assume that we are 
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all acquainted with the various 
types of services offered by the 
United States Post Office. There 
are many of them. Your local 
postmaster will be more than glad 
to go over specific problems with 
you at any time, and will be glad 
to share his knowledge of the 
different types and methods of 
shipping mail and parcel post 
packages. Get a thorough knowl- 
edge of all of them, and start im- 
mediately to save some money for 
your own company. Then, having 
all this information at your fin- 
ger tips, you are ready to give 
advice, make recommendations, 
and assist your customers in doing 
the same thing. 


The Time to Suggest the 
Proper Scale 


But wait just a minute. You 
haven’t made a Sale yet, if you’re 
going to stop there. You must ac- 
quaint yourself with your cus- 
tomer’s mail and shipping room. 
You must have several recom- 
mendations to make that will 
effect a savings for the prospect. 
Then is the logical time to follow 
up with the suggestion of the 
proper type of scale to be used. 
A scale that will meet the require- 
ments in carrying out your recom- 
mendations. A scale that will in 
the long run actually account for 
the accurate amount of stamps to 
be used. Today, the parcel post 
scale has taken its place along- 
side the most modern equipment. 
No longer is it the stepchild of 
the modern business machine 
family. Thousands of scale users 
over a period of years have proved 
to themselves conclusively that 
the savings effected with an up- 
to-date scale are as great or 


greater than those obtained with 
other business equipment and ma- 
chinery. The improved postal 
scale goes even further than effi- 
ciency and savings. There is a 
dissatisfied customer created every 
time insufficient postage is affixed 
to a package because of delivery 
delays and other annoyances. 
With a modern postal scale, this 
condition is impossible. Its action 
is simple. fast, accurate. It is as 
near 100 per cent foolproof as pos- 
sible. 

There are all different types of 
scales manufactured, ranging in 
price from 25c to $25.00 for first- 
class mail. There are scales that 
compute accurately and weigh 
properly mail and packages for 
third-class shipments and for for- 
eign mailing. There are scales in 
the parcel post group that can be 
bought for as low as $3.50 and 
for as much as $250.00 or there- 
abouts. 

It would be impossible to say 
that all these scales in their own 
particular field are alike. The dif- 
erence in prices indicate as much. 
It’s not enough to say that a first- 
class mail scale is a first-class mail 
scale, or that a parcel post scale 
is a parcel post scale, and let it 
go at that. No more is it proper 
to say that the scale that costs 
more money probably does so be- 
cause it’s bigger. Specialization in 
postal scales places you in better 
position to understand the differ- 
ences and to recommend the 
proper type of equipment to your 
prospect. Selling these scales in 
itself is a sales lift. The fact that 
you have helped the customer save 
money places you in a position to 
do more business with him. Don’t 
you consider that a sales lift? I 
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do. Give your customer some idea 
of the values of the individual 
scale to a particular operation. 
Common sense will supply the rest. 


Some Scale Selling Phrases 


There are certain selling words 
which have been found through 
experience to cause people to buy 
scales. Try these on your cus- 
tomers: 

1. “This is a postal scale which 
is individually tested and certified 
accurate.” 

2. “See this certificate of ac- 
curacy which bears the signature 
of the man who tested this scale.” 

3. “A good postal scale is like 
a fine watch: so carefully made 
and hand assembled that it will 
Stay accurate for years.” 

To most people a scale or a bal- 
ance is just another modern neces- 
sity which they accept and use 
without ever thinking or knowing 
about its background or history. 
The following historical fact seems 
to me a suitable closing: “It is 
interesting to know that the first 
known scale was constructed be- 
fore 550 B. C. Through the en- 
suing years many advances were 
made, but a most interesting fac- 
tor in the entire history of scales 
lies in the fact that the first in- 
dicating scale appears to have 
been invented by Leonardo da 
Vinci (the great Italian painter, 
sculptor, musician, scientist, archi- 
tect, engineer and philosopher) 
sometime during the last half of 
the Fifteenth Century. Such a 
scale is fully described and drawn 
and preserved in one of his note- 
books in a Paris museum. His 
description appears to make cer- 
tain that he had actually con- 
structed one of these instruments.” 


Specialties on Display 


N making a display of any spe- 

cialty, we always attempt to ar- 
range with it items that are neces- 
sary for its operation. For ex- 
ample, when a rotary duplicating 
machine is placed on display, 
there is almost an endless num- 
ber of items that are either neces- 
sary for its operation or else can 
be used to make the work more 
complete or satisfactory, such as, 
stencils, ink-—both black or col- 
ored, stencil cement, scope, stencil 
cleaning fluid, stencil correction 
fluid, and cleaning cream. Sketch 
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books, styli, stencil files, blotting 
folders, wax protection covers, ink 
pads, type cleaners, circle and de- 
sign guides, oil, and most impor- 
tant of all, paper to be used for 
the completed item to be pro- 


duced. There are no doubt many 
other items that could or should 
be used in connection with this 
duplicating process. 

In displaying an adding ma- 
chine, there are not nearly so 
many things necessary to accom- 
pany the exhibit. However, ma- 
chines should be displayed show- 
ing different capacities, making it 
possible to show both the small 
and large business man that you 
have one to fit his requirements. 
At least one machine should be 
displayed with a cover to show 
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that a cover is furnished with the 
machine. The display should in- 
clude some ribbons, paper, and a 
good plan would be to include 
some bottles of polish as this is an 
item that not many dealers sell 
aS much of as they might. 

Any display of typewriters 
should include some ribbons, typ- 
ing paper, carbon paper, and 
erasers. 

A display of visible equipment 
either of the book or cabinet type 
Should include samples of stock 
forms that can be used in the 
equipment. 

In making a display of stapling 
machines, the dealer should at- 
tempt to show as many different 
types of uses for the machine as 
possible. 

We believe that in making an 
effective display of specialty items, 
as many uses as possible for the 
items should be shown. In con- 


nection with the display, we sug- 
gest that each clerk show the item 
to every customer coming into the 
store, as nearly as possible. 


The Price Labeling Factor 


In some cases we favor putting 
price cards on articles shown in 
the window and in others we do 
not. This will vary with the item 
shown. We feel that the prices 
should be used whenever display- 
ing items on which we believe 
the general public has the feeling 
that prices are higher than they 
actually are. In this way we feel 
we reach people who would not 
be interested otherwise. At other 
times we believe in pricing mis- 
cellaneous lots of items in the win- 
dow to show that we are competi- 
tive. On quite high priced ar- 
ticles, we do not believe in pricing 
them, due to the fact we would 
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like to give interested persons 
some Sales talk before they know 
the actual price. By so doing we 
feel that we offset the price dis- 
advantage to some extent before 
they know what it is. 

We favor motion in window dis- 
play because we feel that it will 
stop and attract a greater number 
of people than a “still” window. 
We use motion displays whenever 
we can secure them. 

If it were possible to arrange 
all of the office specialty items in 
one place in a dealer’s store, it 
should be to the right of the en- 
trance, and at the front of the 
store. We believe this position 
will first attract the customer’s 
attention. 

We further believe that if a 
store is large enough, special dis- 
plays could be made advantage- 
ously in various places throughout 
the establishment. 


“Office Equipment Store Specialties Can 
Easily Be Overdone’ 


NOTE.—Mr. Deans warns against 
indulgence in those “specialties” 
which are not products designed 
for use in offices. He considers 
typewriters, adding machines, dic- 
tating machines, etc. as staple 
items. Readers will find his re- 
marks interesting and informative. 


RECOGNIZE that the trend of 

business during the past few 
years has made it advisable to in- 
clude in our regular inventories a 
certain volume of office equipment 
specialties —that is, merchandise 
which is not in the strictest sense 
necessarily identified with the 
office equipment or _ stationery 
store. 

The trend in this respect has 
been so swift that it seems to me 
certain dangers have arisen which 
should cause us to pause and con- 
sider before further cluttering up 
our stock with so-called “special- 
ties.” In these brief remarks I do 
not class as specialties such staple 
items as typewriters, adding ma- 
chines, dictating machines, and 
similar equipment, for these have 
established themselves in most 
stores that really pretend to live 
up to the slogan of furnishing 
“everything for the office.” 
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But there are machines, gadgets, 
equipment and accessories of vari- 
ous kinds that come to our atten- 
tion from time to time which are 
more or less on the border line 
so far as being classed strictly for 
office use. There is grave danger 
in indulging in these specialties 
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for the simple and sufficient rea- 
son that to make them successful 
and profitable generally means 
that the “bread and butter’ de- 
partments of our business must 
suffer somewhat in ratio to the 
effort put forth to sell these 
specialties. 

The drug store has long since 
become something a great deal 
more than merely a “drug store.” 
I do not disapprove of this pro- 
gram, but I do refrain from hav- 
ing any part in committing the 
office equipment and supply in- 
dustry to a like course. I think it 
would be far better for us to con- 
centrate our sales effort and man- 
agement upon the staple items of 
merchandise which the _ public 
has always identified with the 
office supply industry. 

I think that we encourage com- 
petition by enlarging our stocks 
to include hardware, gifts, jewelry, 
home furnishings, sporting goods, 
electrical apparatus, photographic 
supplies, and other similar mer- 
chandise. By trying to Sell a little 
of everything we naturally find 
ourselves frequently tramping on 
the toes of many of our good cus- 
tomers. And after all, there is just 
as much reason for the jeweler 
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around the corner to carry loose 
leaf note books or ledger sheets as 
there is reason for us to sell din- 
ner ware or costume jewelry. 
Briefly, it is my opinion that 
nothing should be sold in an office 
equipment store unless its use can 
be definitely identified with office 


use. A policy based upon this 
statement would still leave us 
great leeway in filling our shelves 
with a broad selection of mer- 
chandise, for after all about 60,000 
different items of office equipment, 
Stationery, devices and machines 
are available. My conclusion is 
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that we should spend renewed 
effort to make successful the sell- 
ing of strictly office equipment 
merchandise rather than hoping 
to increase volume by adding to 
our lines any of the so-called 
specialties which are not definitely 
designed for office use. 


How A Credit Record Installation Was Made 


OST of us have often heard 

of a “Perfect Crime”; how- 
ever the thing that interests us 
most is a “Perfect Sale.” By per- 
fect sale I have in mind a sale 
in which the customer has re- 
ceived services or material or both 
that will improve his condition 
and the seller will be rewarded 
proportionately for his efforts. 

Just as there is a surplus of 
what is called common labor, also 
there is more and more competi- 
tion in the field of ordinary sta- 
tionery salesmen. By this I mean 
the girls in chain stores selling 
small everyday office supplies. 
Also there are many outside sales- 
men or order takers who pick up 
this small item business. 

In most towns or cities large 
enough to support a stationery 
store there will be found a radio 
broadcasting station, merchants 
association, bureau of identifica- 
tion and many regular business 
concerns. Practically every one of 
these places needs a new filing sys- 
tem or loose leaf system that will 
make its work more efficient. 

If the outside salesman will use 
just a small part of his observa- 
tion powers he can spot these 
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needs. Most of the time he will 
receive a warm reception from the 
purchasing agent if he will just 
show ways of improving the record 
system required. 

Several years ago when I was 
vice-president of Brockmann’s, 
Charlotte, N. C., selling books and 
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stationery, I used to drop in at 
the Astor cafe and have a cup of 
coffee about 10:15 A. M. and again 
at 3:15 P. M. On many of these 
occasions I noticed one of the Kale 
boys (there are two of them, nice, 
red-headed, amiable fellows) also 
drinking coffee. At this time Mr. 
Kale was just an outside salesman 
for a .competitive concern. It 
seemed to me that on most of 
these occasions Mr. Kale would 
sell the Greek owner of the cafe 
either some paper napkins, or 
paper towels and sometimes 
printed menu folders. Well, after 
all, he was an outside salesman 
and I was a vice-president. I 
started in the basement all right, 
but I skipped the outside selling 
job on the way up to the vice- 
presidency. 

Well, the depression came and 
my business took the tumble that 
so many others were forced to do. 


Now, after several years I still 
have my coffee at 10:15 A. M. and 
3:15 P. M. It is not only “the 
pause that refreshes,” but it is 
the time out for concentrated 
sales effort. Taking my cue from 
my old friend, Mr. Kale, who, by 
the way, is now a member of the 





Credit Records Equipment of the High Point Merchants Association, Installed by 
Cecil’s Office Equipment Company. 
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Kale-Lawing firm of Charlotte, 
N. C., I have had some interesting 
experiences, one of which I will 
relate. 

Over a cup of coffee in a cafe 
a certain officer of the law was 
shown a newspaper picture of a 
district attorney and asked the 
question, “Do you know this fel- 
low?” The officer, relying entirely 
on memory, as his department had 
no equipment for records at that 
time, said, “Yep, I arrested that 
guy for bottlegging last month.” 
Well, that was a real tip-off, and 
as a result a large sale was made. 
Today this police department has 
a most up-to-date bureau of 
identification. It includes visible 
index for picture records of crim- 
inals; card files for finger print 
cards, and letter size files for cor- 
respondence from other police de- 
partments all over the United 
States. The latter two have angu- 
lar celluloid tab guides. 

By the same kind of observation, 
thought and application used in 
securing the above order, a filing 
system has been installed in the 
offices of the High Point Mer- 
chants Association. This system 
is described by Grace C. Baker, 
secretary of the association, as 
follows: 


“Until this past year, we used a 
card system, transferring credit 
information from the daily work 
sheet on 3 x 5 cards, duplicating 
the day’s work. As the informa- 
tion accumulated, and since the 
cards were small, an individual 
soon had several cards, some as 
many as ten. The husband and 
wife had separate cards, which 
were filed separately, taking up 
extra space and causing loss of 
time in filing. The written reports 
were filed in a separate file. Dur- 
ing the period from 1930-1938, our 
files did not have automatic locks, 
leaving the files exposed to anyone 
who might be in the office after 
working hours. Our new files have 
automatic locks. 

“The new system consists of the 
following advantages: 

“1 Protects the credit files. A 
5 x 8 envelope protects our credit 
sheets from dilapidation through 
constant handling. 

“2 More convenient for accurate 
filing—tThe name is typed on the 
envelope, surname first, including 
address and employment, in the 
left hand corner. For this reason, 
the name is more legible and sim- 
plifies filing. 

“3 Combined information. In 
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an envelope the following infor- 
mation is included on _ both 
husband and wife: Trade infor- 
mation, written reports, chattel 
mortgages, deeds, deeds of trust, 
police records, delinquent ac- 
counts, judgments, and other in- 
formation. 

“One can easily see that this 
feature tends to promote prompt- 
ness and accuracy in rendering 
service to our subscribers. 

“4 Decreases work.—Our reports 
were checked more rapidly and 
accurately and were back in file 
not later than ten o’clock the fol- 
lowing morning. Our daily work 
now is usually completed by our 
closing hour, which is five-thirty. 

“5 Special printed forms. — We 
now have special printed forms 
for our daily work sheet. We find 
that these forms eliminate a lot 
of extra writing as they are con- 
veniently outlined for compiling a 
report.” 

Specialty selling is not hard. It 
merely takes a little more fore- 
thought and planning and the ap- 
proach changes from, “Is there 
something you need today?” to 
“Let me show you an interesting 
lay-out.” 


Stimulating Stapling Machine Sales 


HE widespread use of stapling 

machines in offices and factor- 
ies has certainly created a sub- 
stantial demand market. However, 
the real, potential sales volume of 
staplers and staples has hardly 
been touched. The constant effort 
of manufacturers, in introducing 
new and specialized machines, will 
eventually result in much greater 
use of this specialty item. 

With the new, inexpensive ma- 
chines now available, the stationer 
has an entirely new field at his 
disposal. Few stapling machines 
have been sold heretofore for 
home use, and these low priced 
machines should result in many 
“over the counter” sales for this 
purpose. 

There are many other prospec- 
tive buyers for this type stapler, 
including salesmen, students, small 
business concerns, and many 
others who have limited stapling 
requirements. Reaching this class 
of prospective buyers is compara- 
tively simple. Floor salesmen 
should show machines to all per- 
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sons entering the store. Best re- 
sults are obtained by showing the 
better machines first, to arouse 





MR. BANEY 


interest, then dropping down to 
the lower priced machines when 
necessary. The many uses for the 
machines are easily brought to’the 
mind of the prospective customer. 
Many of the better staplers are 
sold in this manner, and innu- 
merable sales of the inexpensive 
machines can be made. 

These additional sales serve a 
three-fold purpose. A _ profitable 
initial sale is made, valuable re- 
peat business on staples secured, 
and store traffic is increased. 

By no means should small ma- 
chine sales be allowed to replace 
the sale of the standard, sturdier 
machines. The old adage still holds 
true, “you get only what you pay 
for.” Each type has its specific 
uses, and the customer who has 
constant use for staplers should 
certainly be sold the machine that 
was built for this purpose. 


Simple Demonstrations Build Sales 


Probably the stationery dealer is 
now supplying the major part of 
the stapling machines and staples 
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at present in use in offices. These 
sales can be stimulated in various 
ways. Outside territory salesmen 
make many Sales by demonstrat- 
ing new machines, showing the 
many improvements, and varied 
applications. Not much time is 
required for demonstration, and 
stapling machines in general lend 
themselves extremely well to this 
method of selling. Valuable sell- 
ing points are easily brought out, 


and the superiority and increased 
efficiency of the newer types over 
the customer’s old machine are 
clearly shown. 

Staple sales can often be 
materially increased by special 
“deals,” consisting of free ma- 
chines with the purchase of speci- 
fied quantities of staples. A very 
good margin of profit can be ob- 
tained in this manner, many small 
sales eliminated, and the customer 
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given a very attractive purchase. 

Salesmen should acquaint them- 
selves with the many selling points 
of their product. Many sales are 
made, and many lost, by the sales- 
man knowing, or not knowing, 
which machine is best suited for 
his prospect’s purpose. This in- 
formation is readily available 
either from the manufacturers’ 
advertising, or from the manufac- 
turers’ representatives. 


Loose Leaf Binders for Blue Prints 


S THE old Forty-Niners used 

to say: “Gold is where you 
find it.” It’s true, also, that it 
doesn’t always “pan out” right at 
your feet—sometimes you have to 
dig for it. This is also true of 
loose leaf systems and supplies. 
I have in mind an installation at 
the Union Metal Manufacturing 
Company, Canton, Ohio, manufac- 
turers of steel street lighting posts, 
foundation piles, ornamental steel 
columns, floor bridging, etc. 

This most unusual application, 
which it was my good fortune to 
install, is used for the filing of blue 
prints. Now, the method of put- 
ting blue prints in binders is not 
especially new or different, but 
while talking with the chief engi- 
neer of this company, the prob- 
lem of having current blue prints 
easily accessible is a very difficult 
task, as they have in the neigh- 
borhood of from twenty to twenty- 
five thousand prints, and many 
of the designs are used in more 
than one of their items of manu- 
facture. It was necessary, there- 
fore, to have the prints readily 
available for reference. And the 
system requires having duplicate 
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sets of prints in their drafting 
room, tool room, foundry, pattern 
shop, shipping and production de- 
partments. 

The drawings they use are all 
made to 18x15 inch size, for their 
working prints. After much dis- 
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cussion as to a way of housing 
them, we decided to use a Teng- 
wall prong binder, made up to 
special size, having 3-inch ca- 
pacity, with metal hinges, so they 
would stand more rough usage. 
The binders were made with heavy 
binder board sizes, covered with 
canvas, and worked out very satis- 
factorily in all departments, ex- 
cept in the tool room, where they 
are exposed to a terrific beating. 
After experimenting with other 
types of housing for the prints, 
we came back to the prong type 
binder, but instead of using 
binder board and canvas covers, 
we provided sheets of a light 
gauge metal of the same size as 
the canvas covers, and welded 
them to the binder backs. 

This customer now has in use 
more than 390 binders. They are 
easily accessible, and can be han- 
dled without being affected by 
grease or oil on the hands of the 
men in this department. 

The installation has been in 
service long enough so that we 
can heartily recommend this type 
of binder for any similar applica- 
tions. 
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THAT HOLDS THE UNIVERSE IN BALANCE 


N A remote period, possibly in 

the Age of Stone, the more in- 
telligent members of the human 
race began to seek relief from the 
hardships and suffering resultant 
from their primitive mode of sus- 
tenance which forced each indi- 
vidual to produce all of his chief 
needs, else perish. 

As a solution, they began to 
unite voluntarily into small groups 
which gradually grew into tribes 
and, centuries later, became na- 
tions. Thus did primitive man 
start to live in a state of organ- 
ized freedom and helpful society, 
which is the basis of our present- 
day civilization. 

Due to the requirements of sup- 
ply and demand, under the new 
method of cooperative living, 
came the devisement and gradual 
improvement of what is now 
known as “trade and barter.” 

And with trade and barter, of 
course, followed the urgent neces- 
sity of inventing some practical 
means for determining certain 
agreed and set quantities of the 
products to be exchanged. 

The first devised were counting 
and measuring. 

However, in many well-known 
instances, these primitive methods 
for ascertaining physical quantity 
are quite faulty. 

For example, the units of many 
classes of “natural” products vary 
greatly in bulk. Thus, unless they 
are sorted according to _ size, 
counting will give but a rough 
estimate of their actual total 
mass. Measuring in a container 
will determine their dimensional 
volume—yet by this means it is 
quite impossible to gain any idea 
of their quality represented by 
density. 


Prehistoric Buyer Was Careful 


For which reasons the original 
prehistoric “customer” quite prob- 
ably made a careful examination 
of the proffered wares before ac- 
cepting the “bargain”’—and likely 
by the same methods we now so 
commonly observe being employed 
by modern shoppers in a food 
mart, who have learned to be 
careful without being prompted 


How the Ancient 
Balances and Steel- 
yards Became the 
Amazing Modern 
Scales that Whigh 
a Pencil Mark or 
a Giant Locomotive 
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by the famous Latin warning, 
“caveat emptor.” 

And so when certain products 
were offered to the ancient bar- 
gainer by count, he scanned them 
closely to make sure that the units 
were not too small. Naturally, he 
also would select a sample and 
“balance” it up and down on the 
palm of his hand in order to de- 
termine the degree of its com- 
pactness. When offered to him 
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by measure, he would “heft” the 
container and its contents to see 
that it was properly filled and of 
ample capacity. 

It is quite logical to believe, that 
from this ancient practice of 
“hefting” came the idea that re- 
sulted in the devisement of a third 
means for determining quantity. 

The third was an incomparably 
superior means, as thereby both 
the compactness and quantity of 
a “natural” product could accu- 
rately be determined in a single 
operation and automatically! 

In fact, it rendered counting 
the units, measuring in a con- 
tainer, and hefting by hand, quite 
unnecessary. 

This new means was made pos- 
sible by the production of a me- 
chanical device that is amazingly 
ingenious. Invented over fifty cen- 
turies ago; referred to in ancient 
writings as the “balances”; “and 
known today as the “scale,” it is 
one of the greatest devisements 
of all time. 


Process of Weighing Enters All 
Life 


Today, weighing, in one form 
or another, concerns the daily life 
of every individual in every civil- 
ized land. It determines or in- 
fluences his profits, earnings, 
wages or the economic phases of 
his life—even has to do with his 
food and health. 

The scale is one of the world’s 
most useful and necessary me- 
chanical devices. Without it, the 
activities—as now applied — of 
manufacturers, shippers, mer- 
chants, physicians, chemists, 
metallurgists, meteorologists, 
astronomers, scientists and crea- 
tive artisans and scores of others 
who lead in the march of civiliza- 
tion would be utterly impossible. 

Through long familiarity with 
weighing we have become so 
dulled to its wonder that it no 
longer thrills our imagination un- 
til we commence to ponder its 
mystery. 

Concentrated and deep thinking 
are required fully to realize that 
the highly scientific device, the 
scale, does not determine mass by 
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any measurement thereof. On the 
contrary, it gauges a physical ma- 
terial by measuring something else 
—that strange and recondite force 
that tends to pull a physical body 
toward the earth. 


Weight Is a Measure of Gravity 
Pull 


This force is the never-failing 
magical power prevailing through- 
out the universe, and which we 
call “gravity.” In fanciful simile, 
we might say that gravity is like 
an unseen phantom that accom- 
plishes visible deeds. Men know, 
and fully understand many of the 
things it does—yet not even the 
most learned scientist knows what 
it really is! 

Although efficiently employed in 
weighing on the “balances” by the 
ancients—these highly skilled 
technicians seem to have been 
totally unaware even of its exist- 
ence. Over 2,000 years ago, Archi- 
medes, the great mathematician 
of Syracuse, discovered the prin- 
ciple of specific gravity—yet even 
his superbrain could not solve the 
mystery beyond. 

Again, centuries later in 1666, 
the result of gravity was observed 
by Sir Isaac Newton—yet the 
actuating power defied all his an- 
alytical attempts, and he was one 
of the most renowned scientists 
of all time. And despite the fact 
that Galileo, the noted Italian 
astronomer, applied one of its 
laws in inventing the barometer— 
and that Toricelli, his pupil, was 
enabled to devise the mercurial 
barometer because of his discov- 
ery of atmospheric pressure (due 
to gravity), the power, itself, re- 
mained beyond the realm of un- 
derstanding. 

And so, in spite of many long 
centuries of pondering by some 
of the world’s greatest thinkers— 
and of the rather accurate knowl- 
edge of its laws, obtained by mod- 
ern scientists—and the under- 
standing and efficient application 
of these laws by our present-day 
technicians—gravity still remains 
one of nature’s greatest and most 
fascinating mysteries, as also do 
magnetism and electricity which 
seem strangely related. 

Anyway, gravity is a real “baf- 
filer,” awaiting final solution by 
some indefatigable Sherlock 
Holmes of science who will merit 
the fame thus won. 

Although it is extremely diffi- 
cult for us even to imagine other- 
wise, weight is not a quality in- 
herent in a material object. On 
the contrary, it is the measure of 





Ancient Assyrian Standard “Duck” 
Weight. Made of Stone. 





Ancient Assyrian Standard ‘“‘Lion”’ 
Weight. Made of Bronze. 


tay 


Ancient Egyptian “Balances.” (Equal- 
armed scale.) The original illustra- 
tion is in the papyrus known as the 
‘Ritual of the Dead,” and was drawn 
about 1350 B. C. It shows a departed 
soul being weighed against a feather 
in the Hall of Perfect Judgment and 
in the presence of the god, Osiris. 








Ancient Roman Unequal-armed Bal- 

ance now commonly known as the 

“‘steelyard.”” The one illustrated was 

made during the reign of the Em- 

peror Vespasian (69 to 79 A. D.) His 

name is engraved thereon and his bust 
forms the scale weight. 





39 


gravity, an outside force, as has 
been explained. 

It is interesting to note that, 
in accord with the law of gravity, 
all objects attract each other, and 
with a force in ratio to their 
mass, density and relative posi- 
tions. Thus even a tiny mustard 
seed or an invisible monad, tends 
to pull the giant earth toward it. 
But just as Mohammed the 
Prophet was forced, through lack 
of sufficient quantity of physical 
mass, to go to the mountain—the 
little mustard seed and the micro- 
scopic monad are drawn te that 
great sphere of matter we call the 
earth. 

Indeed, this same mysterious 
force holds the giant suns, planets 
and satelites of the mighty cosmos 
in perfect “balance,” or in exact 
distance one from the other, ac- 
cording to their respective diame- 
ters and densities. 


Universe Is in “Balance” 


In fact, all orbs of the universe, 
from the smallest asteroid to the 
inconceivably gigantic red star 
Betelgeuse, are held in space by 
this power like the parts of a 
colossal scale, connected by an 
invisible mechanism and in 
weighing action. And if one of 
these worlds gets out of balance, 
it hurtles at terrific speed from 
its orbit and becomes a wandering 
meteor—or a glowing orb ending 
in flaming destruction as it show- 
ers other planets with its ashes 
and molten missiles of metal. 

For which reason a knowledge 
of the science of weighing, and 
of the attending higher mathe- 
matics, is essential to astrono- 
mers. AS an example, these 
learned scientists thereby discov- 
ered considerable discrepancy in 
the “balance” between Mars and 
Jupiter. This lead to the discov- 
ery of the asteroids, a multitude 
of small planets with orbits in 
that space. The first, Ceres, was 
discovered in 1847, and now more 
than 900 are known. 

This all proves the great impor- 
tance of weighing to men—and 
assures us of the astounding fact 
that the Architect of the Universe 
did not err a single gram in his 
giant weighing. And no wonder 
then, that the learned ancients 
preserved their standard units of 
weight in the holy temples of the 
gods. 

The “balances,” the first type 
of scale to be invented (according 
to our historical knowledge), was 


(Turn to page 115, please) 











ewspaper Advertising as 


YOUR PUBLIC RELATIONS AGENT 
Technique for Smaller Specialty Stores 


LADSTONE said: “Nothing 
but the mint can make 
money without advertising.” 

The national emergency in its 
call for men suggests, if later it 
will not insist, that to keep up 
sales, if not to increase them, 
mass appeal must be more con- 


sistently used by the average 
merchant—briefly, use newspaper 
space. 


Whether you depend on store 
sales or use outside sales people- 
either or both limited—the news- 
paper reaches thousands on each 
appearance you could not hope to 
contact personally over a period 
of years. 

Admitting that comparatively 
few may be interested in your 
merchandise at the moment, they 
should know of your offerings. 
Always, need impulses and buying 
urges are to be aroused and set in 
motion—toward your store. The 
purpose is twofold: to capture im- 
mediate sales and build future 
business. 

The amount of appropriation 
decided, then comes decision on 
space and insertion frequency. 
Nothing other than long range 
planning can tell what these 
should be. Some give and take 
should be allowed for unforeseen 
conditions—including possible de- 
sirable holiday expansion. In any 
event, decision for continuous ap- 
pearance throughout the year 
should be final. With good reasons 
for being in business, desired 
trade should be continuously told 
about them. 

Daily appearance may strain 
the appropriation. Then alternate 
days, two or three times a week 
may be considered—once a week 
if the news is big. Type of mer- 
chandise and sales frequency will 
influence a sales sense of what the 
territory will absorb. You may 
have established shopping days to 
conform to—or it may be “all the 
week” merchandise. Analysis of 
each step is “required work.” 

Application of mathematical 


(Abstract of the Second Chapter of 
Book to Be Published Soon.) 


By H. M. GOLDTHWAIT 
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computations cannot be evaded. 
You have got to know a cause and 
result, so clippings should be 
pasted in order of insertion. In- 
vestment has been made and re- 
turn as sales must be Known or 
closely estimated—a separate 
ledger is better. To make publicity 
pay you must know its final re- 
actions—what was the dividend 
paid. Accounts payable simply 
say when, where, how much, when 
paid—that is where so many 
newspaper campaigns fail. Know- 
ing, you will be fortified to decline 
campaigns outside of your plans. 
Acting, you will be certain that 
each insertion is not only a defi- 
nite sales effort but a step in the 
continuous plan, accumulative in 
results. 

Taking infinite pains also is re- 
quired work. 


Build the Story Through the 
Year 

A Christmas business to talk 
about is built on publicity starting 
with the new year and running 
continuously on the intervals al- 
lowed. It means making your 
store a habit. If you appear only 
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in the last third of the year while 
a loved competitor appears con- 
tinuously, you have taken on so 
serious a handicap as to allow 
competition to cover two-thirds of 
the distance before you Start. A 
business fatality may be hiding in 
that omission. 

Who is going to write your pub- 
licity? 

Advertising at its best, whoever 
does it, is everyday personal sales 
talk in print. What did you Say 
when you sold? What where you 
did not sell? Here will be found 
the basic difference between Sell- 
ing and non-selling publicity. The 
same care given to buying what 
you sell as to what you say about 
it will even the score. Publicity is 
more than a routine function. It 
requires everything you can put 
into it. 

An individual format and type 
style should be your foundation. 
Then if it can be comprehended 
or evolved or built up, an indi- 
vidual thought style—call it ap- 
proach, tackle and finish to be 
clear. Sales people and customers 
often use smart expressions — 
watch for them and use them. 
Real study of merchandise will 
make you rise above the common- 
place. 

The Golden Age will have ar- 
rived if you find among your help 
one who senses your thought and 
expresses it “true to nature.” 
Advertising broadly depends 
competently on several associated 
activities—but you are to do com- 
mon sense Selling, not start an art 
school. Grasp the obvious facts. 
Your trade lives them, likes to 
hear them. The customer reflects: 
will this be of use to me—how 
much so? That is a very personal 
consideration to him. It does not 
impress the buyer to be told even 
by inference how big you are or 
how important. 

You are doubly convincing when 
you have made your customer feel 
his interest is yours. Where you 
have done that you have arrived 
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at something near a working pub- 
lic relations policy—a mutual un- 
derstanding. 

The advice is to relieve some- 
what the display “ad” tendency. 
The opening space for the week 
might be your personal message, a 
newspaper letter, introducing and 
playing up the week’s activities, 
getting over your enthusiasm— 
taking people into your confi- 
dence. Accessory to this, you will 
set the pace for your sales people. 

Now and then refer by name to 
sales people and department 
heads. You will find an excellent 
reaction, on both sales person and 
customers. When sales people talk 
at all well they can be allowed 
now and then to write about their 


lines. You extend their influence 
to thousands, something different 
from being confined to store con- 
tacts. We are urging now broad- 
ening of mass appeal in every in- 
teresting and legitimate way. 

You should by now have con- 
cluded that a public relation’s 
conception of customer interest 
can be of greater permanent sales 
building. value than handling ad- 
vertising as a routine function. 
Study your personal and phone 
talk for hints. You should by now 
have concluded also that mass 
publicity is a job requiring your 
best efforts in “talking” to thou- 
sands. You know perhaps some 
exceptional phone selling people 
—we know one such group in Chi- 
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cago—we never fail to listen to its 
warm, human interest selling. 
There is so much of interest to 
tell of any merchandise, yet you 
must work within appropriation. 

You may have too many papers, 
but you will decide which. Morn- 
ing or evening? Does your mer- 
chandise have the masculine or 
feminine appeal, or both? Is man 
the consistent buyer and the 
woman the casual drop-in? The 
habits of your territory may be 
analyzed to help you decide. Spe- 
cial editions with strong arm so- 
licitors will appear to plague. No 
to them. Thoughtless extra in- 
vestments will reduce your effec- 
tive program. If favors are to be 
granted, they should be civic. 


Sa esmanship Iabbesil 


In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpo- 
ration, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 


Forget But Occasionally Do. 


The eleventh of a series of twelve articles being on 


A STORY WITH A MORAL 


SALESMAN came home one 

night and said to his wife, 
“Something terrible has happened 
today!” She asked, “Did you lose 
that big order on which you were 
working?” “No,” he answered, “it 
is much worse than that.” Breath- 
lessly she inquired, “Have you lost 
your job?” In a discouraged voice 
he groaned, “No. The boss gave me the 
business!” 

There is “more truth than fiction” in the 
above story, for many discouraged business 
men envy the comparatively easy life of their 
salesmen, for it is nothing but grief and worry 
owning a business these days. If your employer 
makes any money, the government takes it 
away from him. Long after salesmen are 
through for the day, he is burning midnight 
oil trying to figure out ways to pay his bills, 
meet the payroll and solve labor troubles and 
manufacturing problems. He is faced with 
increasing overhead costs and costs of mate- 
rials, without corresponding increases in sell- 
ing prices. He has to pay income taxes, cor- 
porate taxes, social security taxes, unemploy- 
ment taxes, excise taxes, surplus profit taxes 
—and the new Congress is planning to add 
more. 

If a salesman went into business for him- 
self he would have all these problems to meet 
and worry about, and he would work hard 
and make every minute count. Yet a busi- 
ness man practically puts a salesman in busi- 
ness for himself, without the grief and 





worry, and the salesman does not 
have to put up a dime; for his em- 
ployer finances him, buys the goods 
for him to sell and assumes all risks 
of collections and losses. All the 
salesman has to do is to sell the 
goods. If a salesman worked one-half 
as hard selling as he would if he actu- 
ally owned the business he would sell 
more goods and make more money. 

When you kill time during the day, you 
are not fooling the boss, for you are practically 
your own boss— you are fooling yourself. 
Every hour you waste in idleness is that much 
loss in your earnings. 

Yes, Mr. Salesman, in this year of 1941, 
you are lucky to be a carefree salesman and 
not the worried boss, for all you have to do 
is sell—and what an opportunity you have 
this year to make a lot of money. There are 
many favorable changes taking place in the 
business world these days, as we are entering 
an era of business boom that will far surpass 
anything we have seen before. The prospect 
who turned you down yesterday is a buyer 
today, as conditions are changing over night. 
Thousands of people are being re-employed. 
Defense and construction work is under way. 
Old equipment is being replaced and new 
machines added to handle increasing business. 

The question is—are you ready for it? Per- 
haps it would be better if we said—the best 
way to get ready is actually to get started. 
You are practically your own boss and you 
will have to be your own self-starter. 
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SELL RECORD SYSTEM TO FIT JOB 


ui IDST the superfluity of 
modern things we are apt 
to forget the essential ones.” 

Our field is an excellent exam- 
ple. Since the original conception 
of books for keeping records, many 
improvements have been made to 
save time in recording payments, 
sales credits, etc. Originally, at 
least in our time, accounts receiv- 
able, accounts payable, etc., were 
kept in bound books. Then some- 
one developed loose leaf, followed 
by flexible post binders, then vis- 
ible, both flat and cabinet type 
and book type, and more recently 
machine bookkeeping, vertical vis- 
ible and rotary visible. One im- 
portant point has nearly always 
been overlooked, namely the han- 
dling of the record. 

The installation of fast book- 
keeping machines, electric type- 
writers, electric calculators, etc., 
has cut down considerably the 
time required to make an entry. 
Little has been done, however, to 
speed up the handling of the rec- 
ord to and from the machine. Ex- 
perts estimate the handling of 
records from the files to the ma- 
chine and back requires from fifty 
to seventy per cent of the total 
time involved. 

That is why we office equipment 
and machinery salesmen should 
know a customer’s needs before 
making definite recommendations. 
The local dealer has a distinct ad- 
vantage over the specialist of di- 
rect selling organizations. 

First: He is not limited to one 
line as are most direct selling or- 
ganizations. (There are excep- 
tions, of course.) 

Second: Handling such a varied 
line he can give the customer 
what he needs, which incidentally 
is not always what he “wants,” as 
some customers are human to the 
extent of being “set” in their 
ideas. 


Accounts Receivab'e and Payable 


Bound books (‘for purposes of 
comparison) were the original 
method of Keeping records. Many 
firms still use bound books and 
they do the job well, particularly 
for the smaller user, and when 
customers’ accounts, or general 
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accounts, are much the same from 
month to month. 

Loose leaf is much more practi- 
cal for a large customer or payable 
list due to the flexibility of the 
system, since new accounts may 
be added and dead or inactive ac- 
counts easily removed. This pre- 
vents record from becoming un- 
wieldy and saves running through 
a lot of inactive records each 
month or period. 

Sectional post binders are quite 
an improvement over bound books 
for this purpose, but where there 
is an unusual activity flexible post 
binders are preferable, since they 
permit adding or removing sheets 
at will, without removing the 
cover of the binder. 

An actual demonstration will 
usually convince the alert buyer 
that flexible post binders, even at 
a higher price, are a better invest- 
ment than standard sectional post 
units, due to the saving in han- 
dling time. 


Study Application Before Making 
Definite Recommendation 


Every system has certain advan- 
tages that cannot be overlooked. 
Bound books will always be pre- 
ferred for certain corporation rec- 
ords where bylaws or law govern- 
ing such organizations specify that 
records be kept intact. Daily cash 
records, journals, etc., can usually 
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be in bound form, but a salesman 
should know where such records 
are necessary and when it is pos- 
sible or permissible to replace 
them. 

A large percentage of sales pos- 
sibilities are due entirely to the 
knowledge and resourcefulness of 
the dealer and his salesmen. Quite 
often bound books and sectional 
post binders can be replaced with 
flexible post binders or a faster 
system, which always increases 
the unit sale. 

That is the job in selling—either 
to find new uses for an old prod- 
uct or to replace an old installa- 
tion with more modern equipment. 

It isn’t necessary to be an “ex- 
pert” to know what is best for a 
certain job or account. The sales- 
man can “know” from his daily 
contacts with numerous users 
what works out best for a certain 
line of business or a certain appli- 
cation. 

Take visible for example. This 
applies to cabinet type drawers 
with pockets, book type with pock- 
ets and book visible with loose leaf 
sheets, as well as rotary equipment 
on stands or in floor cabinets. 
Flat visible is ideal for records 
that are more or less permanent 
and especially when accounts do 
not change to a great extent either 
in name or number throughout 
their active life. In other words, 
such equipment is best adapted to 
established records rather than 
those which are constantly chang- 
ing. 

Book visible, and particularly 
the type with automatic shift, 
lends itself more readily to records 
that are constantly changing in 
number and where there is a lot 
of activity, since sheets are easily 
inserted or removed at any point 
without materially affecting the 
total capacity. When a certain 
bank becomes overloaded it can 
be easily split by using a divider 
sheet and fifty per cent expan- 
sion is immediately available. 

In subsequent paragraphs are 
descriptions of some typical appli- 
cations. 

Real estate firms are excellent 
prospects for this type of equip- 
ment, as standard or special cards 

(Turn to page 123, please) 
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A MARKET FOR OFFICE APPLIANCES 


HE United States Government 

buys more office appliances 
than any other single buyer in 
the world. It buys more differ- 
ent kinds of office appliances 
and larger quantities of them 
than anyone else. As an estimate, 
Federal purchases of office appli- 
ances comprise about 30,000 dif- 
ferent items and run over $35,000,- 
C00 annually. These purchases 
represent about six per cent of 
the national production of office 
equipment and somewhat less 
than four per cent of the total 
Federal purchases of all materials. 
However, it is perhaps inexact to 
speak of the Government as a 
single buyer. Actually, purchases 
are made by governmental offices 
throughout the continental United 
States and in its insular posses- 
sions. The practice of the Gov- 
ernment has been to maintain 
close control over the policies of 
purchasing, but to decentralize to 
a large extent the actual buying 
operation. This point will be dis- 
cussed in more detail later. 


Number on Staffs Indicate Market 


Another manner of judging the 
extent of the Federal market for 
office appliances is by considering 
the number of employees, espe- 
cially clerical and other office 
workers. The present number of 
Government employees, exclusive 
of those in the military services, 
exceeds 1,000,000, of whom half 
may be classified as office workers. 
These numbers are growing by 
reason of the expansion of gov- 
ernmental activities in connection 
with the national defense pro- 
gram. By far the largest single 
market in which to sell office ap- 
pliances to the Government is at 
Washington, D. C., where some 120 
Government offices employ 135,000 
persons, practically all of whom 
are office workers. 

Important centers of Federal 
activity and Federal purchasing 
outside the District of Columbia 
include New York City, Chicago, 
Seattle, Denver, Portland (Ore.), 
Albuquerque, El] Paso, Milwaukee, 
San Francisco, Salt Lake City, and 
Fort Worth. Various Federal 
agencies in all of these cities pur- 
chase office appliances. The 
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NOTE.—This article is to be read in connec- 
tion with the one entitled “Selling the Fed- 
eral Government” which appeared in the 
September, 1940, issue of Office Appliances. 
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amount of independent discretion 
permitted field officers by Wash- 
ington headquarters varies from 
agency to agency. However, most 
field offices are allowed to make 
individual purchases up to $50.00 
in value without prior approval 
from their Washington headquar- 
ters. In some cases the limit is 
much higher. 


Local Government Offices Make 
Purchases 


Firms interested in selling to a 
particular territory should consult 
telephone directories to obtain the 
addresses of Government offices. 
Requests may then be made of 
those offices to place the vendor 
on their mailing lists to receive 
copies of bid invitations for the 
items which are desired to be sold 
If there are any special forms to 
be filled in, you will be sent them 
Do not ask to be placed on a mail- 
ing list unless you seriously intend 
to bid. Government agencies fol- 
low the practice of striking from 
their mailing lists the names of 
prospective bidders who fail to re- 
spond to bid invitations. Should 
you not care to quote on a bid 
invitation received, the safest 
course is to write to the office 
issuing the bid invitation and ask 
to be retained on the mailing list 

You may find it advantageous 
to contact one of the private or- 
ganizations and persons which 
make a business of assisting those 
who wish to sell to the Govern- 
ment. A number of sales agents, 
especially in Washington, D. C., 
specialize in handling sales to 
Federal agencies. Surety com- 
panies generally furnish informa- 
tion and certain other services 
without charge to their clients 
Other companies, like the Re- 
search Institute of America, per- 
form services and issue bulletins 


of interest to those selling to the 
Government for a fee. The U. S. 
Government Advertiser is one of 
the oldest publications serving 
vendors interested in Government 
business. It is a weekly paper list- 
ing bid invitations to be opened 
and showing quotations on recent 
openings. 


How Contracts are Let 


It must be remembered that the 
discretion of Federal purchasing 
officers is much more restricted 
than that of private purchasing 
agents. They do not have author- 
ity to waive formalities, and be- 
cause of laws and regulations they 
must give weight to technicalities 
that might be ignored in private 
transactions. This is inevitable 
since they are spending the tax- 
payers’ money and thus every tax- 
payer is entitled to a chance at 
the Government’s business with- 
out being subject to the human 
fallibility of judgment of individ- 
ual purchasing officers. It is im- 
portant, therefore, that the con- 
ditions and specifications of the 
bid be carefully studied. The office 
issuing the bid invitation will 
upon request furnish a copy of 
the Standard Government In- 
structions to Bidders (U. S. Stand- 
ard Form No. 22), which contains 
much valuable information, and 
will also furnish copies of any 
specifications or other papers re- 
ferred to in the invitation. Bidders 
must be careful that the material 
upon which they are bidding will 
meet the specifications. If a bid 
should be accepted and the de- 
livery fail to pass inspection, the 
vendor is subject to reimburse- 
ment of the Government for all 
the excess costs which may be 
incurred securing proper ma- 
terial from other sources. Likewise 
it is important that prices quoted 
be carefully checked, since correc- 
tion of a mistake in a bid after 
opening is often difficult, if not 
impossible. 

A representative of the bidder 
is entitled to be present at the 
time and place of opening and to 
learn the various prices and con- 
ditions bid. The successful bidder 
is given a formal purchase order 

(Turn to page 127, please) 
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PRIMARY FACTORS IN RECORD KEEPING 


HE office supply and equipment 

business is, as a whole, chiefly 
concerned with making and hous- 
ing records. The various forms 
you print are to make various rec- 
ords; the files are to house rec- 
ords; carbon paper is sold to 
duplicate records; proper posture 
chairs are sold so that those who 
are making records are able to 
turn out better work with less 
fatigue; typewriters, accounting 
and bookkeeping machines are 
used .to increase the speed and 
efficiency of making records; desks 
are so built that certain important 
records are readily accessible to 
those concerned. Safes are sold to 
protect the most important and 
the vital records in case of fire. 
Even waste baskets hold discarded 
records. 

Therefore, our industry is, or 
should be, vitally concerned with 
the classification and evaluation 
of these records. Too often, the 
office equipment salesman talks 
records, or the housing of records, 
without giving a thought to the 
importance of that record to the 
company concerned. Office clerks, 
stenographers and department 
heads are so concerned about how 
to keep or arrange that particular 
record so that it is most efficient, 
that they forget to think of how 
vital that paper is to their em- 
ployer. That is our job. 

But to do that we must know 
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how to classify records as to their 
importance, and to judge how 
great the fire hazard is for that 
location. 


Adequate Record Protection 


Probably the majority of persons 
who have records in their care 
provide what they consider suffi- 
cient protection or take it for 
granted that whatever housing is 
employed is adequate. It is a far 
cry from believing that records 
are protected to knowing that they 
are! It is because of such mis- 
placed confidence in housing that 
fails to afford protection when fire 
comes that it is my job and it is 
your job to intelligently advise. 
Didn’t you sell them the record in 
the first place? You knew what 
that record was for; so, therefore, 
you should advise them on how it 


should be housed. 


You will very often find that the 
purchasing agent or the depart- 
ment head is not concerned about 
having a fire. Then is when you 


should go to the higher men in the 
organization: the men who have 
their money invested in that busi- 
ness. The “boss” is interested and 
will give you an audience, because 
those records concern his pocket- 
book. They cost many thousands 
of dollars to make and keep. 

But to go to the “boss,” we must 
know which of his records should 
be housed, and why. Records all 
fall into four classes: 

Class .1—Vital Records: In this 
group will be placed such records 
as charters, franchises, minutes of 
directors’ meetings, deeds, ab- 
stracts, easements, options, stock 
and bond records, general books 
and supporting papers, accounts 
receivable. Here also may be 
found many engineering records 
such as drawings, tracings and 
property plans. 

Class 2—Important Records: 
Into this class will be placed many 
statistical studies, derived account- 
ing records, which could be repro- 
duced again from other sources if 
necessary, though at a great cost 
of material and labor. The great 
mass of operating records gener- 
ally fall in this group. Minor con- 
tracts and similar papers could be 
included. Executive correspon- 
dence is ofttimes of such an im- 
portant nature that it would war- 
rant serious consideration in the 
housing problem. Don’t forget, 

(Turn to page 140, please) 
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RECORDS BUILT FURNITURE BUSINESS 


URING the summer months 

of 1940 the office furniture 
department of the Tucker Print- 
ing House, prominent stationery 
firm of Jackson, Miss., set a rec- 
ord for the amount of furniture 
sold which almost doubled that of 
any previous year. Many new of- 
fices were outfitted, and full cap- 
italization on the rapid growth of 
the Mississippi capital in both do- 
mestic and business fields was a 
feature of this huge increase. 

The sole reason, according to 
M. E. Yeadaker, store manager of 
the firm, which despite the name 
“Tucker Printing House” is a com- 
plete line stationery store featur- 
ing office supplies and furniture, 
is “Friendly Selling’—the fact 
that the six outside office fur- 
niture salesmen of the company 
have always solicited business on 
an unusual plan of friendship and 
close personal contacts with office 
furniture prospects. 

“We have always felt that one 
of the worst drawbacks to good 
merchandising of office furniture 
was the lack of personal touch in 
business dealings,” Mr. Yeadaker 
said. “This is only natural, how- 
ever, because the furniture sales- 
man has been taught to think of 
himself as a businessman selling 
a businessman, and he conse- 
quently goes about the procedure 
in a stiff, formal way which robs 
it of friendly nature. Of course 
we don’t mean that our men 
should adopt a ‘have-a-cigar, 
back-slapping policy’ but we do 
believe that much of the oppor- 
tunity of selling high-unit price 
merchandise such as office furni- 
ture requires a certain amount of 
personality. 


Elements of Good Selling 


“Good selling is a composite 
feature of knowing the office own- 
er’s personal habits, his prefer- 
ences in color and office layout, 
and more important, the amount 
of merchandise he has purchased 
in the past, both from our store 
and competitors,” Mr. Yeadaker 
continued. “When these factors 
are taken into consideration, sales 
are bound to rise.” 

The six salesmen who handle 
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office furniture for Tucker Print- 
ing House in addition to office 
supplies are all “specialists” and 
veterans in the business. Each is 
a specialist in that he is never 
assigned a definite territory—in- 
stead, Riley Tyler, sales manager 
of the company, has allowed each 
man to concentrate his selling ef- 
forts on the field which he be- 
lieves he knows best. In this way, 
one man who has had experience 
with the operation of cotton brok- 
erage offices (a major activity in 
Jackson) is permitted to choose 
the total cotton-center offices of 
the city for his territory. Another 
who knows insurance office man- 
agement thoroughly sells in that 
field, and so on down the list, so 
that Tucker Printing House is 
able to present a real expert to 
each of the varied businesses con- 
tacted. 


Executive Calls on Prospects 


Mr. Tyler himself is constantly 
out in the field, and sells along 
with his men—thus getting a 
much more accurate picture of 
the market than is customary 
with the executive of the sales 
force. This is necessary, he be- 
lieves, more adequately to direct 
the efforts of salesmen. No “high- 
pressure” salesmanship is used; 
instead, Mr. Tyler holds to the 
theory that sales are planned in 
advance, and not merely written 
up as orders. 

The “friendly selling” theme of 
the Tucker sales staff has been 
mechanized to one extent—every 
salesman keeps a record file of his 
own in which are listed all his 
prospects, the type of business 
conducted, and a huge list of per- 
sonal facts which bear upon the 
opportunity of selling him—such 
as color tastes, his reaction to 
modern furniture design, his re- 
ception to sales suggestions, and 
finally, his purchases from the 
Tucker Printing House—this latter 
covering everything from office 
supplies to filing equipment. With 


this information in hand, the 
salesman has a graphic picture of 
what to expect with any new sales 
campaign, and can plot his ap- 
proach long in advance. 

Points uncovered are surprising. 
For example, one card states that 
the man listed does not like 
swivel chairs. (Dozens of these 
have been found.) Thus, when a 
new all-metal desk came out on 
the market, with a straight pad- 
ded chair, this man was immed- 
iately contacted and sold. Another 
mentioned that a prospect prefers 
to work at a table rather than a 
handsome desk. He was sold a 
walnut table because it provided 
a capacious divided drawer, and 
the salesman was aware that he 
would probably buy if such a piece 
of furniture could be provided. 
Many such personal facts have 
produced sales each month for 
Mr. Yeadaker’s office furniture 
section. 


Knowing When Purchases Were 
Made Important 


The record of purchases is like- 
wise important. When the sales- 
man can say, “Well, Mr. Lane, you 
bought a new file from us in May 
of 1935, and haven’t replaced it 
since,” the possibility of provoking 
interest in new merchandise is 
considerably increased. More op- 
portunities are derived from 
checking the cards whenever new 
colors or designs are received at 
the store. When the gray finish 
steel desks of 1940 were received, 
the hundreds of cards. on file 
which mentioned that the desk in 
use in the prospect’s office didn’t 
match surroundings provided 
multiple sales opportunities, and 
steel desks were among the lead- 
ers of the season. 

In addition to business facts, 
the cards list personal dates of 
importance, such as _ birthdays, 
wedding anniversaries, and other 
signally important notes, “dug 
up” from contacts with the office 
staff. These are used by Tucker 
Printing House as the basis for 
sending out birthday, wedding 
congratulatory cards, and Christ- 
mas cards, signed by the salesman 
and sent at the correct time. 








ABOVE.—Four views of offices in the new building of the Isaly D 
Company, Youngstown, Ohio, which are fully equipped with furni 
and products of the General Fireproofing Company, Youngstown. 
left) The private office of General Manager S. D. Daly. (Upper ri 
The order and accounting department. (Lower left) Another view 
the order department. (Lower right) Fourth floor reception room. 7 


IN GL 
AT LEFT.—Two pictures which show an installation of Sikes chairs oe 
the offices of the John Wyeth & Bro. Company, Philadelphia. Used ing abe 
conjunction with steel desks the chairs are in Durogreen and @ furnity 
equipped with Koolcushion seats. There were 120 chairs, both cleric 
and executives included in this order which was secured by the Mode 
Office Supply Company, Hoboken, N. J., representatives of The Sik 

Company, Inc. 


BELOW.—Fifty Automatic File & Index Company's ledger posting t¢ 

photographed before shipment to the Western Auto Supply Comp 

Kansas City, Mo., as an addition to that firm’s already large installa 

of this type of equipment. The entire installation consists of over 

Automatic short depth posting trays and was made by the W 
Office Equipment Company. 
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INSURANCE OFFICE GOES SHAW-WALKER.—"’Built Like a Skyscraper” 
equipment of The Shaw-Walker Company was recently installed in the 
branch offices of the Home Insurance Company, Salt Lake City. (Left) 
Shaw-Walker standard desks, the interior individually ‘‘tailored’’ to the 
worker's needs, a Triple-Duty counter and five-drawer files are shown. 
(Right) Record protection is built into this attractive Triple-Duty counter 
in the offices of the First Federal (formerly Nishuane) Savings & Loan 
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IN GLOBE-WERNICKE ATTIRE.—These offices of the Progressive Welder 
Company, Detroit, Mich., have been equipped with furniture of The Globe- 
Wernicke Co., Cincinnati, Ohio, to make the attractive and pleasing show- 
ing above. (Left) Office of the president with G-W ‘’Streamliner”’ executive 
furniture, including a seal gray desk with plenty of knee space and working 


. ae 
, Pale ae 
"A YAWMAN AND ERBE-OUTFITTED RADIO STATION.—Here are two 
eviews of the interior of Radio station WREC, Memphis, Tenn., which was 
| recently completely outfitted with furniture of the Yawman and Erbe 
Manufacturing Company by the A. R. Taylor Company, Y and E agent in 
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Association, Montclair, N. J. All documents are fire-protected at point- 

of-use in two Shaw-Walker Fire-Files at extreme right, while all of the 

necessary supplies, blanks, etc., are instantly accessible to tellers without 

the need of leaving the counter. The public side of the counter, desks and 

chairs are in walnut grained finish. The first installation was made by the 

Kelly Company, Salt Lake City, and the second by W. F. Christenson, 
manager of the S-W Newark branch. 


top. Phone stand, two-drawer letter file, table and steel chairs complete 

the picture. (Right) Another office of the same firm likewise Globe- 

Wernicke outfitted. Seal gray desk of the Streamliner suite, filing cabi- 

nets, storage cupboards and other items were furnished to match the desks, 
chairs and tables. Installation by Miles Fox, Inc. 
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Memphis. Of particular interest is the special extra-width desk in the 
control room (left) while the attractiveness and dignity of the business 
office (right) is noteworthy. The color scheme is blue floor covering and 
drapes and Neutra-Tone gray, soft blue walls, ceiling and chair upholstery. 








ee Smet 


arene eenenreeseerenenenenst ener eer — 
eSIuUiiei. 





[SSS 


Soe 


| 
| 
, 
| 


RGD CLONE TE TMT 











EDITORIAL 


The New Year 
#2 COMES the new year, 1941. What it holds 
in store, none may know. But what we do with 
it, we can determine. For each hour in it is to 
be our own, to invest in success if we will. Each 
can work for his higher self—no matter who 
pays his salary. 

Circumstance may break up the pattern, but 
that need not matter. Even the magnificent 
cathedral window is comprised of ever so many 
pieces. What makes its inspiring beauty is the 
artist’s design, the colors he employed, the inte- 
gration of the component parts into the finished 
whole. 

Imagination, courage, determination, applica- 
tion, and perseverance are the fundamentals 
that make successful people, according to E. L. 
Chase, of Babson Park, who has trained many 
successful executives. “Progressive application 
is the keynote of all success, and each step 
should be seriously taken,” he advises in his 
book “Where Will I Be at Fifty?” “In aspiring 
to the top,” Mr. Chase continues, “plan each 
step leading to it; the steps are the foundation 
on which the top rests.” 

In our start-of-the-year personal inventory 
a revaluation of our mental equipment is in 
order. Negative attitudes impede progress and 
should be supplanted with those on the con- 
structive side. Doing so—with faith and en- 
thusiasm—will conquer the problems of 1941. 


-__—ee- 


THE less people speak of their greatness, the more 
we think of it. —Francis Bacon. 


—_-e<—--- 


Prestige of This Industry 


#¢ BUSINESS, generally, is running at great 
speed, and the accelerated tempo is likely to 
increase domestic sales of office equipment dur- 
ing 1941 to what Poor’s Surveys forecast as 
“near-record” volume. 

Upon practically no other industry are the 
executives of the business enterprises of the 
United States and the Government’s National 
Defense Program more dependent for manage- 
ment tools essential to this high speed function- 
ing than they are upon the commercial station- 
ery and office equipment industry. In fact, with- 
out the equipment, mechanisms, systems, and 
general utilities of this industry business would 
be impotent to operate on its present efficient 
and extensive scale. Business managers who 


think about this fact readily acknowledge it. 

This is an industry to be proud of, and every 
person connected with it should realize the 
importance and prestige it enjoys. 


The products of the office equipment industry 
have helped make possible the nation’s tremen- 
dous industrial and commercial development. As 
a factor in low-cost production and the economi- 
cal conduct of business, modern office equip- 
ment has contributed immeasurably to the high 
standard of American living. For economy in 
business has placed more of the nation’s goods 
within the reach of the masses. And the products 
of this industry have not only improved the 
efficiency and productivity of the office worker, 
but they have created more employment and 
better paying positions. 


GARNER up pleasant thoughts in your mind, for 
pleasant thoughts make pleasant lives. 
—Wilkins. 


—_--- + 


Canadian Import Restrictions 


&@ON December 6, the War Exchange Con- 
servation Act of the Canadian Government was 
passed, covering a large number of products 
which will be prohibited from importation or 
licensed in restricted quantities on a diminish- 
ing scale. Certain products of the office equip- 
ment industry were included. 

The purpose is to save some five or six million 
dollars a month on the foreign exchange 
market for the purchase of war supplies. 

Among the products for which licenses will be 
issued on a diminishing scale are typewriters 
and complete parts; dictating, transcribing, and 
cylinder-shaving machines and complete parts, 
including cylinders and unfinished wax blanks; 
adding, bookkeeping, calculating, and invoicing 
machines and complete parts. 

Since modern office machinery is essential 
to the conduct of business, including manufac- 
ture of munitions, it is to be hoped that some 
way will be found to continue the issuance of 
permits where it is obvious that equipment 
might enable more economical operations. 


-_—_ee- 


STRIVING to better, oft we mar what’s well. 
—Shakespeare. 


-_——_—7e-- — 


Latin American Trade 
&# CULTIVATION of closer relationships with 
the Latin American Republics is now progress- 
ing on the basis of a planned program, and 
reports indicate cause for gratification. 

Plans are under way to help the Latin Ameri- 
can nations to “fill the gap caused by the loss 
of their European markets.” Efforts are being 
made to increase the United States imports 
from these countries of materials we do not 
produce and now largely purchased elsewhere. 
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Loans are being made by the Export and Import 
Bank for public works projects to create employ- 
ment and broaden the markets for United States 
machinery, supplies, and crop surpluses. Fur- 
ther, the plans include development of new in- 
dustries in Latin America, to be financed by 
both North and South American capital. 

The discussions on pages 14 to 21 of this issue 
are significant of the increasing relations be- 
tween exporters of United States office equip- 


HERE AND THERE 


EIGHTY YEARS YOUNG AND 
STILL GOING STRONG 


Out in Chicago is a young fellow 
who is in his eightieth year and i 
still working every day selling office 
supplies. He is E. F. Creevy and he 
is proud of a birth certificate which 
shows that he was born December 
28, 1860, in Clark County, Ohio 

Mr. Creevy's first twenty year 
were spent on a farm and then he 
got a job in a factory at Springfield. 
Between working periods he studied 
shorthand, bookkeeping and typing. 
In April, 1892, he began selling 
Smith Premier typewriters, working in 
Cincinnati and Indianapolis. Some 
time later he moved to Chicago and 
has remained there ever since—a 
period of forty-one years. 

From 1908 to 1920 Mr. Creevy 
was connected with the F. S. Web 
ster Company and covered a terri 
tory consisting of Indiana, eastern 
Illinois and western Kentucky. Upon 
retiring from the Webster organiza 


tion he went into business for him 











E. F. CREEVY 


self, later being joined by a 


Chester who entered the busines: 


Although no longer connected 
with the Webster company 
reevy continijec 
Creevy continues 
j ° | S 
products. His usual routine 
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business and the atternoon in mak 


countries. 


ing deliveries. For a brief period he 
was connected with E. W. S. Ship 
man, proprietor of the Typewriter 
Emporium, a firm now known as the 
Shipman-Ward Manufacturing Com 
pany. 

In addition to Chester, Mr. Creevy 
has three other children, Edward 
Rolland and LaVere. 





EVAN JOHSON RECEIVES GIANT 
LETTER FROM STOWELL OF UEF 


Evan Johnson, editor of Office 
Appliances, receives many letters in 
the course of a year. But one re 
ceived late in December will linger 
in his memory for a long time to 
come because of (I) its heartening 
contents and (2) its size. 

The missive was from L. C. Stowell 
executive vice-president of Under 
wood Elliott Fisher Company, and it 
arrived in a heavy baseboard con 
tainer ten feet in length. The letter 
which required the services of tw 
men to hold, read: 

Dear Mr. Johnson: We are send 
ing you this letter written on the |4 
ton Giant Underwood Master type 
writer as a token of our pleasant 
business associations. And as ar 
membrance of our big typewriter 
It is one of the last to be typed on 
the closing day of the New York 
World's Fair 1940. 

Cordially Yours 


gs c. Stowell. 





BRAINARD TO HEAD ORD- 
NANCE DISTRICT FOR U. S. 


George C. Brainard, president of 


The General Fireproofing Company 
Youngstown Ohio, and chairmar 
the board of the Fourth Federal Re 
serve District, last month was named 
chief of the Cleveland ordnance dis 
trict of the United States Army. 

Mr. Brainard held a similar pc 
tion during the World War and wi 
act in an advisory and consulting 

ypacity, especially on the oraani 
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ment and distributors in the Pan American 
Likewise of the opportunities for 
manufacturers interested in establishing outlets 
through our friends there. 

A point to be emphasized is the wisdom of 
sensing and interpreting the needs of those in 
the respective countries to the far south. Recog- 
nizing that they are as entitled to their methods 
and plans as we are. And that the good-will 
manifested will be reciprocated. 


which covers the northern half of 
Ohio and parts of western Pennsyl- 
vania.—AK 





CARLSON MAY KNOW SPORTS 
BUT HE'S A FIVE-LETTER 
WORD TYPIST 


Bill Carlson, sports writer on the 
Minneapolis Star-Journal, knows his 
onions when it comes to boxing, foot- 





“Phooey”, says Albert Tangora, dis- 
dainfully watching the frantic efforts 
of Bill Carlson, good newspaperman 
but terrible typist, attempt to duplicate 
Al's speed on his own pet Royal. 
Royal's district manager, Fred Fogg 
(center) gives the decision to Al who 
never even took his coat off. 


ball, baseball and such, but as a 
typist he's a five-letter word and we 
don't mean S-W-E-L-L! 

Poor Bill proved the point recently 
when, in a weak moment, he under 
took to use his Royal typewriter in 
competition with the one and only 
Albert Tangora who can, when he 
feels like it, mow ‘em down at pro- 
fessional typing competitions with a 
speed of 141 net words per minute. 

The contest lasted one-fifth of one 
per cent of a second and Bill folded 
ike a circus tent before Al had even 
really got going. Fred Fogg, district 
manager for Royal at the Minneap- 
olis branch, gave the decision to Al 
on a technical KO. 
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NEW MACHINES AND DEVICES 





NEW “GOODFORM” CHAIR BY G. F. 

The General Fireproofing Company, Youngstown, 
Ohio, has recently added a new number to its line of 
GoodForm posture chairs for office production work- 
ers. Like other items of the line the chair offers the 
maximum of strength and utility with a weight kept 
at a minimum by the aluminum construction. 

Streamlined and pleasing in appearance, the chair 
has as its principal feature a complete adjustability 





THE NEW “GOODFORM” POSTURE CHAIR 


which gives support to the worker regardless of physi- 
cal characteristics. Seat and back are scientifically 
designed to oblige the user to assume a working pos- 
ture best suited to his or her continued good health. 

Additional comfort is afforded by the upholstery of 
ventilated Cavalon over foam rubber cushioning. De- 
tails on this and other numbers of the GoodForm line 
are available to the dealer on request. 

ee 
ELECTRIC ADDING-LISTING MACHINE 
BY BARRETT 

The Barrett adding machine division of the Lanston 
Monotype Machine Company, Twenty-fourth at Locust, 
Philadelphia, has announced the No. 831AE Barrett 





THE BARRETT ADDING-LISTING MACHINE 


electric adding-listing machine. It is the first number 
of the firm’s 1941 Graytone line. 

Many mechanical improvements are embodied in the 
machine, including a new electric switch with enclosed 


contact points, and a new clutch. These combine to 
permit instant starting. Another feature is the Barrett 
simultaneous keyboard which permits the operator to 
depress several keys and the electric operating bar at 
the same time. A high-speed mechanism gives an 
operating speed of 175 strokes per minute. 

Standard features of the machine include an eight- 
column keyboard with a nine-column total and visible 
adding dials, electric direct subtraction key, repeat and 
correction keys. 

— 
NEW BLUEPRINT CABINET BY ALL-STEEL-EQUIP 

The All-Steel-Equip Company, Aurora, IIl., has re- 
cently introduced a new series of blueprint cabinets 
built entirely of steel and designed to fit practically 
every demand of business organizations regardless of 
size or requirements. 

In the series there are four models of five-drawer 





THE A-S-E BLUEPRINT CABINET 


cabinets and four models of three-drawer cabinets. 
In both types the dimensions range from 24 by 18 to 
48 by 36 inches sheet size, the width, and depth vary- 
ing to suit. Height of each unit is 1614 inches. 

There is a closed base, six inches high, to give a 
convenient height to the bottom drawer, but this, 
however, may be omitted. Six-inch legs can be firmly 
attached to the lower unit or to the closed base. A 
separate top is required for the uppermost unit and 
an overhang of 7/32 inch at the front gives an attrac- 
tive appearance 

If desired all cabinets can be equipped with strong 
locks, each unit locking separately so that confidential 
drawers may be kept safe. Each cylinder lock is 
equipped with two grooved keys. The finish is olive 
green enamel baked on, and all surfaces are heavily 
coated for resistance to moisture. Grained wood fin- 
ishes in walnut or mahogany are available at nominal 
extra cost. Handles and label holders are of solid 
bronze with brushed finish. 

Se 
NATIONAL’S METERED MAILING MACHINE 

The National Postal Meter Company, Rochester, 
N. Y., has announced a new, streamlined metered mail- 
ing machine which is given the designation of “the 
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America says, 


for Quality. 


‘Thumbs up 


The Roman people held the power of life and 


death over a combatant in the Colosseum. 
It was Thumbs Up or Thumbs Down. 


The American people hold the power of life and 
death over a product or business 


—and with the American people it’s Thumbs Up 





The Greatest Purchasing Agent in 
the world is the man who buys in 
America today. 

He may purchase for his company, 
and the quality of what he buys can 
help make or break his company’s 
name or product. 

He may purchase for his home, and 
the quality of what he buys—not the 
amount of money he spends—can 
make that home a more attractive, 
satisfying and pleasant place to live. 

* * * 

The Roman people wanted “Bread 
and Circuses.”’ 

The American people want quality 
and performance when they spend 


their money. 
+ * * 


A penny for an all-day sucker that 
he thinks is a full money’s worth 
makes a child happy. If he gets 
“gypped” he’s mad at that candy 


store. 
* 7 * 


If a woman gets ‘“‘stung” on a can of 


tomatoes, a vacuum cleaner, or a pair 
of stockings, she “Thumbs Down” 


Mimeograph 


MIMEOGRAPH is the trade-mark of 
A. B. Dick Company, Chicago, registere: 


d in the U. S. Pater 


the brand; oftentimes the store where 


it 1S sold. 
* * * 


There are people, in business and in 
private, who are not True Purchasing 
Agents. 

They look at a griddle or a gasket, 
not for what it does, just for what it 


“Octs 
costs. + pe “ 


If you feel something does more for 
you than you expect it to for its cost, 
that cost 1s low. 

If you feel something does less for 
you than you expect it should for its 
cost, that cost is too high—and a 


delusion. 
* 


The American Purchasing Agent 
knows these things—it is his business 
to know them. 

Products and services that come 
before the American Purchasing Agent 
have to be good to catch his eye; have 
to stay good to keep it. 

If you really have quality, you will 
get the business; if you don’t really 
have it, sooner or later you will “get 


the gate” 


‘duplicator 


40, A. B. DICK CO 





WHAT IS QUALITY 
IN STENCIL DUPLICATION? 
It is a crisp legibility in a bulletin, a form, 
a letter, or a requisition blank that makes 
it inviting to the eye. 

It is permanence and richness of im- 
pression. 

These results in Mimeograph copies are 
made possible by an affinity of machine, 
stencil sheets and ink which has no parallel 
in the duplication field. 


Four-purpose stencil sheets adapted for 
typing, ruling, illustrating and writing. 
Stenographers prefer Mimeograph stencil 
sheets, because they are so easy to prepare 
and so easy on the eyes. 


Inks and 

stencil sheets are 
chemically adapted 
to each other 

for clean-flowing action. 


Anyone can operate the Mimeograph 
duplicator and turn out beautiful copies— 
up to 160 per minute. 

Our Customer Aid Department trains 
your people in its most efficient use. 


Our distributors, in all leading cities, are 
trained to study your problems and recom- 
mend a moneysaving simplification of them. 


A. B. Dick Company, Chicago 
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NPM 85.” This new machine is fully automatic, and 
incorporates all of the outstanding features recently 
introduced in the other models of the NPM line, plus 
such important additional developments as variable 
speed control (capacity 7,500 to 10,800 per hour) un- 





THE “85° METERED MAILING MACHINE 


usually sensitive, fully protected, letter trip mechanism, 
positive automatic feed and portable letter trays 
mounted on detachable rack. This machine will be 
exhibited at business shows in New York and Chicago 
in February. 


REMINGTON ANNOUNCES THE DUPLISCOPE 

Thirty-five improvements are claimed for the Dupli- 
scope, a new illuminated drawing board produced by 
Remington Rand Inc., to facilitate the tracing of 
images from the original in stencil, spirit and gelatin 
duplicating processes. Described as an aid to stencil 
users, the new device is also helpful to photographers 
in blocking out negatives and in the drafting room 
where sections of various tracings are combined to 
make a composite drawing. 

The Dupliscope is adjustable to eight lengthwise 
drawing positions and four sidewise positions, or it 
may be used flat on the desk or rested against the 





THE REMINGTON DUPLISCOPE 


edge of it. All of these adjustments are possible with- 
out removing and replacing any legs. 

A “built-in” lumiline light insures a uniform light 
supply from top to bottom of the flashed opal glass 
no matter in what position the device is being used. 
Two stencil clamps on each side slide up and down on 
a “built-in” track and are locked in position by a 





OFFICE APPLIANCES 


simple lever attachment. The entire unit is built as 
a Single unit so that there is no possibility of any 
parts becoming mislaid or lost. 

The T-square and locking clamp are also one unit 
and may be used lengthwise or crosswise on the Dupli- 
scope without removing the clamp. It may be moved 
from top to bottom or from side to side without hit- 
ting any obstructions as the stencil stub plate, stencil 
clamps and light switch are below the working sur- 
face and out of the way. 

*—- — 
IMPROVED MANAGERIAL FILE BY NORTHWEST 

The Northwest Metal Products Company, 1337 East 
Mason street, Green Bay, Wis., has introduced to the 
trade a new managerial file which is marked by sev- 
eral unusual and modern features. 

The company has developed a “V” type front bale 
together with a sixty-degree follower which provides 
more suitable positioning of the contents of the upper 
drawer when in the elevated position. Further, an 
additional feature has been provided for in connection 





THE MANAGERIAL FILE 


with the elevating principle in that the degree of 
elevation is adjustable in three _ positions — high, 
medium and neutral—through the lower opening sim- 
ply by means of a screw driver. Thus the amount of 
elevation may be set to suit the customer or eliminated 
entirely. 

As shown in the illustration, this elevating feature 
has a decided advantage from a standpoint of visibil- 
ity and easier entry into the rear of the drawer. Be- 
cause of the new features of the cabinet the filed 
material cannot fall forward since it is thrown past 
center toward the back by the “V” type bale. 

*— © 
NEW INDEX TAB LINE BY MELIND 

Carrying the trade name of Justrite “Crystal Clear” 
a new line of index tabs has been developed by the 
Louis Melind Company, 362 West Chicago avenue, Chi- 
cago, which embodies several novel and important 
features. 

One of the major selling points of the new index 
tab is that it may be changed from a clear to a 
colored one without the necessity of changing the 
complete tab or purchasing colors. With the Justrite 
method the user merely chooses the color desired from 
the color swatch in the handy service kit, removes 
the index from the tab and folds the colored celluloid 
strip to fit over the index, then slips both back into 
the tab. Other features include ready-indexed in- 
serts with letters A to Z, figures 1 to 31, months of the 
year, and state names as well as blank inserts. 

Justrite “Crystal Clear” index tabs are made of 
fire-resisting, moisture-proof material which will not 
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*“Ask Your 
Panama 
or 
Beaver 


Man” 


“UP-AND-COMING 


people like ourselves are 

‘discovered’ as fast as we 

discover Panama and Beaver 
Products!” 


MANIFOLD SUPPLIES COMPANY, Manufacturers 
Coast-to-coast Distribution 


Identified Ink and Fabric Products Which 
Meet All Possibl Office Conditions 
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discolor or turn brittle with age. They have a bead- 
edge construction. Each box is sold complete with 
five feet in index tabs, ready-indexed and blank in- 
serts and the service kit. 
—- 
HARTER’S NEW “SELFIT” CHAIR LINE 


The Harter Corporation, Sturgis, Mich., has an- 
nounced to the trade a new and complete line of office 
chairs for executive and clerical use under the trade 
name of Selfit. 

The line incorporates a number of improvements, 
emphasizing especially the self-fitting feature, which 
has now been simplified to the degree where it is pos- 
sible for any individual to make his or her own 
required adjustments for correct posture without the 
need for special fitting service or tools. 

Each chair has three easily-accessible controls— 





TWO OF THE HARTER “SELFIT’” CHAIRS 


for seat height, back rest depth and back height. In 
the executive line there is available an extra adjust- 
ment for back resiliency. 
Two numbers of the line illustrated here are the 
No. E-32 C and the No. E-74R from left to right. 
eee ee 
NEW FLUORESCENT LAMP BY NATIONAL 
LIGHTING 
The National Lighting Equipment Company, Cleve- 
land, Ohio, has announced to the trade a new fluo- 
rescent desk lamp which is featured by an adjustable 
shade. It is listed as the No. F 3 and retails for $11. 
Measuring sixteen inches in height the lamp is 
available in a light or dark bronze finish. Unless 











THE F 3 FLUORESCENT LAMP 


otherwise specified it is furnished for 110 volts, sixty 
cycles A.C. The shade is of an attractive design and 
is so constructed that it can be adjusted to direct the 
light in a manner best suited to the user. 
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NEW Yand E FILE ANNOUNCED 
The Yawman and Erbe Manufacturing Company, 
1052 Jay street, Rochester, N. Y., is introducing a new, 
upright file under the trade name of the Style C. 





THE Y andE “STYLE C” FILE 


It is made of superior steel to sell at a moderate price. 
Special features of the new file are: 

Twenty-eight inch depth for greater capacity and 
lower housing cost of contents, channel reinforcing 
at top of drawer sides for added strength and improved 
appearance, smooth running cradle type suspension, 
bronze hardware, and interchangable drawer inserts 
to permit any combination of card and letter drawers 
for any Style of business house. 

Complete information and prices on the new file 
line will be furnished dealers on request to the com- 
pany at the address given above. 


ee ~- 
NEW BOOKKEEPING MACHINE BY ALLEN WALES 


The Allen Wales Adding Machine Corporation, 444 
Madison avenue, New York City, has introduced to the 
office equipment trade a new line of bank and com- 
mercial bookkeeping machines of which there are six 
models. Adapted to cover a wide range of application 
in practically every type and size of business, the new 





THE 17E BOOKKEEPING MACHINE 


line is offered as one of general posting machines at 
reasonable prices. 

Because of its simplicity and ease of operation the 
bookkeeping machine does not require the services of 
a specially trained operator. A simple, logical arrange- 
ment of keyboard and operating features is said to 
make possible the operation of the machine by any 
office worker almost at sight. 

Used for posting, every ledger may be kept in daily, 
proved balance, giving the specific, up-to-the-minute 
figure information needed for complete control of 
any department or business. In the same operation, 
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.but oh! 
how she’d Jove the L C SMITH! 
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SERIOUSLY, there are lots of things about the 
Super-Speed LC SMITH that secretaries appreciate. 
Its easy action and effortless speed bring relief from 
end-of-day fatigue. The new Automatic Margin 
Set, which sets right and &/t margins with one 
touch of the finger, is just one of many features 
that make the LC SMITH So popular today. Phone 
LCSMITH branch or dealer in your city for free 

demonstration in your own office. Seer 
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. brings new freedom to secretaries I sets tah lmeanta egeilecea ak ne e 


L C Smith & Corona Typewriters Inc | 
Desk 1, 191 Almond Street, Syracuse, N. Y. | 
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Please send free copy of “Tips to Typists” 
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it writes neat, accurate statements that can be mailed 
promptly. 

Through the use of a universal stop bar, the ma- 
chine may be quickly changed from one opplication to 
another, the operator’s fingers being the only tools 
required. This universal stop bar has a series of mov- 
able tabulator stops to correspond with the number 
of columns required by the various forms to be used. 


Due to the ease with which the columnar arrange- 
ment may be changed, the machine can be used for a 
wide variety of applications in the same office. The 
universal stop bar in association with the movable 
stops provides a versatility whereby the set-up can 
be quickly changed and the same machine used alter- 
nately on ledger posting, tabulating and other jobs. 
This feature will appeal particularly to the small or 
one-machine user. 

Technical specifications of the commercial book- 
keeping machine are: all models equipped with direct 
subtraction and capacity for ledger posting, $99,999.99; 
for general work, $9,999,999.99. Keyboard dates. Model 
27E, selective and grand total duplex. Model 37E, 
automatic and grand total duplex. 

All models of the bank and commercial bookkeeping 
machines are equipped with direct subtraction, with 
a capacity of $99,999,999.99, listing and totaling, for 
both ledger posting and general work. Rotary dates 
not associated with keyboard. Models 28E and 38E 
have selective and grand total duplex, and automatic 
grand total duplex respectively. 


——_—___ 9-9 —___ 


DoMORE ANNOUNCES 1941 EXECUTIVE 
CHAIR LINE 

The DoMore Chair Company, Elkhart, Ind., is intro- 
ducing to the trade a new series of executive posture 
chairs for 1941, the individual models of which em- 
body several new and important features. 

The new line includes all of the DoMore well-known 
postural features, including the “Exerciser” back. In 
addition the various numbers have more comfort and 
graceful lines and a newly-patented mechanism which 
permits of more accurate adjustments and greatly 
facilitates adjustment service. 

All models in the line are available with a variety 
of upholstery materials and finishes at a wide range 





ONE OF DOMORE’S 1941 EXECUTIVE POSTURE CHAIRS 


of prices, while the series is extensive enough to pro- 
vide a chair to fit every office requirement. 





OFFICE APPLIANCES 


NEW FOLDING CHAIR BY GAYLO 
The Gaylo Manufacturing Company, Inc., 14-119 
Merchandise Mart, Chicago, has announced a new fold- 
ing chair which is trade-named the Perfect Posture. 
The model was designed to fill a demand for a light- 





THE “PERFECT POSTURE” CHAIR 


weight folding chair sturdy enough to stand rough 
usage. 

At the back is a rigid cross-bar electrically welded 
to the back legs to give additional strength. The chair 
is available in a choice of colors and combinations to 
suit the consumer and is fully guaranteed. The posture 
feature of all Gaylo chairs are embodied in the new 
item. 

——> = 
NEW MODEL STAPLER BY BATES 

The Bates Manufacturing Company, 30 Vesey street, 
New York, N. Y., has announced a new Stapler added 
to the firm’s line of fasteners which has been given 





THE MODEL “D’ STAPLER 


the designation of the Model D. It is priced to retail 
at $3.50 together with 2500 staples. 

Described in company literature as the “little brother 
of the Model B,” the new stapler was designed and 
manufactured for the use of smaller organizations 
and business establishments which however still want 
a machine to include the Bates makes-its-own fea- 
tures. The Model D is handsomely finished in a 
crinkly walnut color and is fully guaranteed. 

Additional information and literature are available 
to the dealer on request. 

—>- 
CONVERTIBLE PORTFOLIO BY REUBEN 

The Simon B. Reuben Company, 557 West Jackson 
boulevard, Chicago, has announced a new type of zip- 
per case which embodies the special feature of being 
a combination portfolio and loose leaf notebook. The 
device has been patented under Patent No. 2,226,387. 


The new device is a zipper type of portfolio which 
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TRI-GUARD is a revolutionary improvement in 
filing . . . a distinctively new, different and 
better mechanical feature that is sold exclu- 
sively by Globe-Wernicke dealers, who are also 
assured of supply business from the users of 


Tri-Guard files. 


Guides slide on three rods, which act as a 
'sway-check”’ .. . contents of drawer are kept 
upright without compression . . . indexing is 
always visible. A ‘‘V’’ shaped filing pocket is 
formed by a touch of the fingers. Tri-Guard 
speeds up filing and finding . . . assures great- 
er accuracy . . . makes work easier. 









V-CUT POCKET 


TRI-GUARD 
SUPPORT 





Your customers deserve the best. Sell them Tri- < <L 
Guard files . . . the outstanding development in ee 2, My 
years. Write for more information and details ic GH 

of our money-making proposition for dealers. Re 


Feeney 
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Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
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is converted into a loose leaf notebook by removal of 
the rings. This is accomplished by the turning of two 
small screws, a coin being used for the purpose. 

It is made in one-inch capacity; two-inch capacity 





THE COMBINATION PORTFOLIO-LOOSE LEAF NOTEBOOK 


with turned leather gussets, or three-inch capacity 
with turned leather gussets and disappearing handles. 
Because of the “two-way” feature described above, the 
case may be sold to a customer as either a portfolio 
or a loose leaf notebook. 

—>-———— 


NEW STEEL FILE SIGNALS BY COOK 
The H. C. Cook Company, 14 Beaver street, Ansonia, 
Conn., has announced a new series of stainless steel 
file signals of which three types are illustrated here. 


They are the Nos. 3, 8 and 12A. 


The No. 3 is known as the “Clip 
Signal” and is a projecting signal 

COOK’S NOS. 8, 3 and 
12A SIGNALS 


designed along the lines of the 
well-known Bull Dog paper clip. 


When squeezed at the top the jaws 
open wide for quick receipt of un- 
usual thickness and fasten securely 
when pressure is released. The 
signal will take as many as eight 
sheets of ordinary paper. The Nos. 
8 and 12A are extra small signals for use where it is 
imperative that the signal does not project beyond 
the visible margin. An upturned lip facilitates attach- 
ing. 
i 

SUN RUBBER ADDS NEW CUSHION TO LINE 

The Sun Rubber Company, Barberton, Ohio, has 
recently added a new number to its line of Sunroco 
Airfoam: chair cushions. The item is covered with a 
colorful and attractive needle-point frieze which is 
sturdy enough to give years of service. A feature of 
the cover material is a styling which creates an over- 
stuffed appearance by the inclusion of an upper and 





THE “PRESIDENT” CUSHION 


lower beading. Trade-named the President, the new 
cushion is guaranteed for five years. Further par- 
ticulars will be furnished on request. 

oe 


IMPROVED COMPTOMETER ANNOUNCED 
A new improvement in the Model M Comptomete! 
adding-calculating machine has just been announced 
by the Felt & Tarrant Manufacturing Company, 1717 
North Paulina street, Chicago, Ill. 
In the answer register all ciphers preceding the 
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actual answer have been eliminated, making for easier 
read answers. Previously an answer read: 00000056735. 
In the improved Model M it reads: 56735. Thus, the 
operator’s eye-travel is limited to the length of the 
answer rather than the entire length of the answer 
register. 

To further aid the operator in reading results ac- 
curately, all ciphers that are actually part of the an- 





THE MODEL M COMPTOMETER 


swer (termed “active ciphers’) are solid and thus are 
more quickly and easily distinguishable from other 
figures in the answer register. 


— ~— —____ 


NEW DESK STAPLER BY KARTRO 


Kartro, Inc., 1265 Broadway, New York City, has in- 
troduced to the trade a new, all-purpose desk stapler 
under the trade name of the Kartro Flyer which is 
marked by a number of improvements. 

The Kartro Flyer is capable of saddle stitching pa- 





THE KASTRO FLYER STAPLER 


pers through the fold and despite its small size can do 
the work of a long range stapler. It can also do per- 
manent or temporary stitching and tacking. 

The stapler is of sturdy construction and is equipped 
with a base embedded in rubber to protect desk top. 
It cannot jam or clog and operates practically noise- 
lessly. 

o—— ee 


NEW DESK PAD BY SERVICE INDUSTRIES 


Service Industries, Inc., fabricators of Masonite prod- 


ucts, 2025 South Calumet avenue, Chicago, has an- 


{ New Machines and Devices Section | 
Continued on Page 132 
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The case that’s bringing in °64.50 


je \T smart-looking piece of luggage on 
the right is a typewriter case. And a 
very unusual one. For this case gets cus- 
tomers to shell out $64.50 for a De Luxe 
Royal when they had intended buying a 


cheaper model! 

For this is the airplane luggage case that 
comes with every Royal Quiet De Luxe ma- 
chine. Dealers the country over are saying 
that it’s the hottest merchandising device 
vet for “tradin’ “em up.” 

No wonder. This distinctive piece of lug- 
gage is covered with an expensive herring- 
bone fabric ... tan-colored to match the new 
tan machine . . . stitehbound with top grain 
leather edges .. . has brass fittings through- 
out... and a brown plastic handle. You 


couldn't want a better-styled travelling case. 


For we think that the finest Portable de- 


serves the finest case. 





ROYAL 
PORTABLE 


THE Standard Typewriter 
in Portable Size 








Copyright 1941, Royal Typewriter ¢ pany, Inc. 
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KISTLER’S STORE IN GALA ATTIRE.— 
The furniture department of the W. H. 
Kistler Stationery Company, Denver, 
Colo., again this season followed out its 
annual custom of getting all dressed up 
for Christmas without over-doing it. Red, 
green and tinsel in reasonable quantities, 
plus the neat arrangement of the furni- 
ture on display, created a pleasing and 
attractive appearance for which the store 
is noted when it dons its holiday clothes. 
Streamers around the walls all met in the 
center of the back wall where a huge 
portrait of Santa Claus was hung. 





SO THAT HE WHO FLYS MAY 
READ.—Douglas Wright and Teddy 
Martin (above) of the Chicago & 
Southern Airlines jointly put out a 
newspaper for the patrons of the 
company with the aid of their Royal 
typewriter. Each passenger's name 
is ascertained when they book pas- 
sage and a copy of the complete 
newspaper is inserted in the Royal 
Standard machine equipped with 
Bulletin type. The headline (which 
consists of the passenger's name) is 
then typed in, the Bulletin type 
being so similar to the linotype used 
in the newspaper that it is almost 
impossible to detect the difference. 





OFFICE APPLIANCES 


BEFORE AND AFTER.—A striking remod- 
eling and modernizing of a stationery and 
office supply store has just been com- 
pleted by Pierce’s Book Store, Winfield, 
Kans. The extraordinary improvement 
created is shown by the accompanying 
pictures of the store taken (left to right) 
before and after the job was completed. 
Note abolition of the old style and dark 
doorway which was replaced by a mod- 
ern center entrance flanked by two large 
display windows where only one was 
available before. The unsightly upper 
floor windows have entirely disappeared 
and in their stead is a modernized and 
dignified front of large stone blocks and 
windows of the most becoming design. 











MONROE CALCULATORS GO TO WORK ON ELECTION NIGHT.—In this news- 
room of the Yankee-Colonial radio network in Boston thirty-five Monroe adding 
calculators and listing machines enabled the news staff to break a record in 
sending out returns on last election night. District Manager J. D. West for the 
Monroe Calculating Machine Company in Boston has, for five or six years, assisted 
in tabulating votes and figuring percentages for the Yankee-Colonial network. 
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SELL POSTURE * PLUS COMFORT 
QUICK ADJUSTMENTS * ENDURING 
STRENGTH * SMART APPEARANCE 





A NEW CATALOG of Harter Posture Chairs is now ready. 

It describes in detail the simple adjustments, and the new 

designs, styles and materials which make this new line the 

leader of posture seating. Send for your copy today!-——see 
for yourself why Harter is the Quick Profit Line! 
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Posture Chair Selling 
Now Easy With Harter 
Self-Fitting Features... 


ITH this new line of Selfit Chairs, Harter has 

succeeded in overcoming the greatest single 
handicap to posture chair selling—the difficulty of 
making adjustments. These chairs are self-fitting! 
Quick-acting hand controls now make it easy to 
adjust seat height, back rest depth and back height to 
individual requirements. 

This puts comfortable, correct posture instantly 
within finger-tip reach of any office worker. And 
eliminates the need for special fitting devices or ser- 
vices! What it can do for your sales is easy to imagine. 

See these new Selfit Chairs. Let your customers see 
them. You'll find them easy to sell. For these chairs 
offer not only new ease in making adjustments, but 
new comfort, new beauty, many new and exclusive 
Harter features. The line is complete, too—from roomy 
executive arm chairs with resilient backs, to the trim 
general office chairs shown below. Complete descrip- 
tions are given in a new catalog—just out. Send for 


it today! 


THE HARTER CORPORATION, STURGIS, MICH. 
Chicago Office: 14 E. Jackson Blud. NewYork Office: 354 Fourth Ave. 
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HARTER POSTURE CHAIRS FOR SECRETARIAL AND GENERAL OFFICE USE 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 
of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 
the branch in charge of G.C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


Vork, will be happy to be of any possible service. 
there will be 


While the facilities at New York are not so many as at Chicago, 
found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


ippliance 
6 St. Bride 


Assistant Secretary, Office 


London, 26th November, 1940. 

Over and over again it has been said that it takes 
something like a catastrophe to arouse the conserva- 
tive Englishman from the methods and principles that 
have been adopted by his forbears. “What was good 
enough for my father is good enough for his son.” 
This attitude of mind makes him loath to try out new 
ideas and methods very far removed from those held 
in reverence by his ancestors. It’s the greatest snag 
in selling—the difficulty of overcoming this conception 
of outworn methods and principles takes up very much 
valuable time and in business and industry often proves 
very costly. Its results are far-reaching—lost trade, 
unnecessarily high overheads and operating costs—as 
witness the old established firm holding tightly to 
worn-out methods, gradually losing ground to its more 
virile competitor making use of every modern device. 
One could cite scores of such cases. 

In war time such an attitude to modern devices is 
just not permissible. In a time of national emer- 
gency the managers of business must take note of 
up-to-date methods to speed up the vital necessities 
of the national effort and ensure maximum output 
from machines and workers. “Speed-up-production” 
methods are essential to ali the manufacturers en- 
gaged on war time production. Yesterday must give 
place to the today. 

In addition to making use of existing modern meth- 
ods, the wise business chief requests they be adapted 
to his particular needs. In the early days of siren 
howling and shelter-mindedness, on a certain pay-day, 
with seemingly endless piles of cash waiting to be put 
into their little buff receptacles, was born the safety 
wages table. An ingenious device which slides out 
from its steel shelter of equal length and which with 
a push rapidly disappears at the hint of an “imminent 
danger” warning. The “housing” table has two hinged 
steel doors at the end which keep the sliding extension 
inside as securely as if in an ordinary steel safe, the 
equipment being fire-resisting and up to rigid specifica- 
tion. Its advantage is that it can be used for ordinary 
working purposes at the same time as the Sliding in- 
terior is used for wage counting. This does not repre- 


Trades 
Street, London, E. 


issociation of Great Britain and Ireland, 


sent the limit of uses of this “steel shelter.” It is 
extremely valuable in housing important documents 
and records, or machine posted accounts, frequently 
in use, which can be pushed out of possible danger at 
a moment’s notice. 

+ * + 

Loud speaking internal telephone systems are prov- 
ing invaluable in the present emergency. One of the 
latest ideas to be incorporated in the inter-communica- 
tion system is that of broadcasting music in factories. 
Dictograph Telephones, Ltd., are making a special fea- 
ture of this. If this is done from a central control 
point under the direct supervision of the manager, it 
enables him to keep watch on the reaction of em- 
ployees to the broadcast music instead of having re- 
course to questionnaires at the end of the period. In 
addition, it allows of more use of the radio. Radio 
programs do not always provide the right program for 
factory music and to overcome this difficulty many 
concerns use mostly gramaphone records turned on in 
rotation, this means that new records have to be 
bought and old ones replaced. With the aid of loud 
speaking telephones, the program can be varied very 
easily by connecting with the radio whenever there is 
suitable “fare.” 

Another war time valuable amenity to be included 
in loud-speaking systems is A.R.P. Control. A factory 
with as much as eighty per cent lost time can quickly 
reduce it to a time loss of only five per cent by this 
method, far more effective than the “watcher on the 
tower” and without personnel feeling exposed to 
danger. 

* * + 

The purchase tax will almost completely outrule the 
export of British-made office machinery and equip- 
ment to the markets of the U.S.A. American customs 
duty being charged on the domestic value of the goods 
which includes purchase tax, makes it practically im- 
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What Price 
Impression? 


if COSTS BUT A TRIFLE TO MAKE 
AN IMPRESSIVE IMPRESSION 
WITH ...00-% 


OLD TOWN 
“SIiLh and SABLE” 


What would you give to have important clients think 
well of you ... would it be worth a fraction of a penny 
more per letter? 


Yet that is all it costs to send out executive correspon- 
dence typed with OLD TOWN PURE SILK, the aristo- 
crat of the typewriter ribbon family. You also pay a 
trifle more for OLD TOWN SABLE Carbon Paper, but 
what a wealth of extra value you get in clean, sharp 
richness of impression and lasting durability. Amer- 
ica’s foremost business concerns are standardizing 
on "Silk & Sable”’. 





Carol Adams, Republic 
Pictures Star, an expert 
at making good impres- 
sions. 








Dealers—are you ready to talk about more profits in 1941? 

Send for complete data about an OLD TOWN franchise in } fy 

your territory. al % uf HAVIN 
' x Ke I 


Secretaries—''The Secret of Beautiful Letters’’ contains a trea- 
sure-trove of important information. Send for your copy. ° 
on & lax One 
es ° 


MANUFACTURERS 


EEE or Samm 750 PACIFIC STREET, BROOKLYN, N. Y. 


59 East Van Buren Street . . Chicago 
788 Mission Street . . . San Francisco 
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More work must be done these days. Production in the office and in 
the factory increases its tempo. Transportation swings across the miles 
with more material, carrying back more products. Manpower becomes 
attuned to the forces that carry us into wider markets and into safer 
grounds. e American business is mobilized for the needs of a secure 


nation. The business office has become the pacemaker, as it rightfully 





should. of the entire marching force. In the business office... modern- 





ized and efficiently balanced ...we find the real answer to the problems = 
of business and the nation. The GF dealer is consequently more widely an 
recognized than ever before as a contributing factor to the efficient oy 
operation of the office...the nerve center of business. In this situation ; 2 


the GF dealer finds both responsibility and opportunity to serve. Se 


THE GENERAL FIREPROOFING COMPANY “ 


YOUNGSTOWN = OHIO 
DESKS, ALUMINUM CHAIRS, FILING re. 
STEEL SHELVING, STORAGE CABINETS, FILING SUPPLIES 


PRODUCTS BY GF: METAL 
CABINETS, SAFES, 
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No business office is without its filing needs. 
Filing is one of the prime functions, providing 
for the effective use of all records... those which 


function in current transactions... those which 






form the basis of future plans... and those 
which are the established experience of past 
performances. They are all records of 
importance to business. All of 
them need availability. e When 

you sell Super-Filer you sell the 
availability of these vital records. 
Tell prospects and customers about 
Super-Filer’s swing front that gives each drawer 
a full 26 inches of filing capacity because 
working space for quick filing and finding is 
provided mechanically each time the drawer is 
opened. ¢ Sell Super-Filer and build securely 
...and further inspire confidence in all the 


items of the GF line of Metal Office Equipment. 
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REPORT OF IMPORTANT EVENTS AND 


ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH IN EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 
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RUMWELL BECOMES IBM ADVERTISING MANAGER 


Reginald Rumwell, who achieved outstanding suc- 
cess in managing his firm’s exhibit at a world’s fair 
and rose from a student salesman to a position of 
importance in four years, last month was appointed 
sales manager for the International Business Machines 
Corporation, New York, N. Y. 

The promotion of Mr. Rumwell was announced by 
Thomas J. Watson, president of IBM, who said the new 
sales manager succeeds Arch Davis, recently named 
executive secretary of the company. 

Mr. Rumwell, a graduate of Stanford University, 
joined International Business Machines in 1936 after 
previous experience in the oil industry. He was ap- 
pointed a student salesman attached to the San Fran- 
cisco office after a course of instruction at the 
company’s school at Endicott, N. Y. In less than a 





REGINALD RUMWELL 


year he demonstrated a selling ability which resulted 
in his promotion to senior salesman. 

During 1939 and last year he was manager of the 
IBM exhibit at the Golden Gate International Expo- 
sition and in addition acted as coordinator of the work 
of planning the IBM exhibit at the New York World’s 
Fair. 

ee ee 
CAHILL BECOMES OFFICIAL OF GITS 
CORPORATION 

C. N. Cahill, former general manager and sales di- 
rector of the Autopoint Company and until recently 
president of the Chicago Venetian Blind Company, 
last month was appointed vice-president and director 
of sales of the Gits Molding Corporation, Chicago. 

Coincident with announcement of the new appoint- 


ment Mr. Cahill declared that in keeping with the 
decision of the Gits brothers, who head the progressive 
organization, selling stress will be directed toward 
expanding sales of the company’s designed products 








C. N. CAHILL 


through jobber-retailer channels and through pre- 
mium and advertising specialty users. 

The Gits corporation manufactures a variety of in- 
jection molded products and is completing plans to 
act as creators and distributors of compression molded 
products as well. 

Mr. Cahill, who has been prominently identified with 
the office equipment and supply industry for a number 
of years, takes to his new connection an intimate 
knowledge of sales methods and representation. 
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An item in the December number of OFFICE APPLI- 
ANCES referred to Fred Deutsch of Dallas as Texas and 
Oklahoma representative of several manufacturers in- 
cluding American Photo Laboratories, Inc. That name 
was included erroneously. The manufacturer reports 
that Raynes Davis, who is representative for American 
Photo Laboratories in a group of states, continues to 
include Texas in his territory. 

a? 

A report in the November issue announced that Wil- 
liam O'Neil, industrial designer of New York City, had 
been retained for special work by the Dictaphone Cor- 
poration and would work at Bridgeport, Conn. The 
latter part of the announcement was in error in that 
Mr. O’Neil will work at his New York City office, 


50 Rockefeller Plaza. 
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to tell more people about 
ifs Pressboard Filing 
Folders---the folder every- 
one likes once they have 


used them 





THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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to more often take advan- 





tage of the fe generous 
offers of free advertising 
materials. Pays others---will 


pay you 











THE WEIS MANUFACTUTING COMPANY 


MONROE, MICHIGAN 
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to push Se Puo Top 
Filing Folders---the folder 
that is made double thick 
at the top where the wear 


is greatest 











THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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to always have on display 
some of the SH steel 


items---“The new steel line 
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that’s going places”. The line 


that’s easy to sell 








THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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Dyson Begins Second Fifty 
Years with Mittag & Volger 


ACK some twelve presidential elections the year 
1891 dawned to usher in its fated allotment of 
world-shaking and history-making events. One of 
these, while hardly in the former category, is now 
a matter of history and considerable importance to 
one George E. Dyson, St. Louis representative of Mit- 
tag & Volger, Inc. 
It is a check for $1.82 issued by M. & V. to a new 
and persevering and deliriously happy young salesman 
listed on the payroll as G. E. Dyson, and it represented 





FIFTY YEARS OF MEMORIES.—George Dyson, who with the 

coming of 1941] has completed fifty years of faithful service with 

Mittag & Volger, Inc., looks through one of his two scrapbooks. 

Within the pages are many mementoes of happenings which 

have occurred like milestones down his long walk of business 

life. A check for $1.82 (his first commission) holds an honored 
place among his souvenirs. 


his first earned commission under the Mittag & Volger 
banner. And the selfsame G. E. Dyson is drawing 
M. & V. checks today, fifty years later. 

Always a salesman and a man of action, George 
Dyson believes that when a man reaches a milestone 
like this one, it is not “out of character” for him to 
pause, like a traveler who has walked far and now 
stands on a high hill looking back over the road, to 
survey in retrospect his long, long journey. 

Fifty years of selling the products made by 
organization! 

One cannot view a record like this, however coldly 
and objectively, without feeling again some of the 
thrills, elations, disappointments, emotions woven into 
the warp and woof of such a lifelong experience. 

He has two cherished albums, containing letters he 
wrote to Mittag & Volger since he started to work for 
them, and every communication received from the 
home office during those years. It is but human for 
him to wax sentimental when he takes out these two 
albums, thumbs back over their time-stained pages and 
relives the incidents and episodes which they chronicle. 
Let’s turn the pages. 

Here is a record of the first commission check. The 
checks since then have been almost innumerable, and, 
mainly, they have increased in size as Mittag & Volger 
and George Dyson have developed. 

Here is written evidence of the first tiny but proud 
order from the grand old firm of Buxton & Skinner 
Printing & Stationery Company, also Spalding Sta- 
tionery Company, and Hellmich Brothers, to whom 
George Dyson has sold M. & V. products uninterrupt- 
edly for half a century. (Condemn him not overmuch 

(Turn to page 160, please) 
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THOROUGHBRED 














Just as a thoroughbred dog stands out from the 
rest of the pack. Invincible Platens stand out 
from ordinary platens. Expertly compounded 
from the grade of rubber, precision 
ground to be perfectly concentric and parallel, 
Invincible Non-Hardening Platens are the thor- 
oughbreds of the trade. Our exclusive pinning 
man- 


finest 


process countersinks the pins in such a 
ner that they hold the rubber snugly, yet never 
protrude to tear the paper or interfere with 


the feeding. 


Yes, Invincible Non-Hardening Platens look 
like thoroughbreds, too . attractively pack- 
aged in cellophane, informatively labeled and 


covered by an unconditional guarantee. 


Best of all, Invincible Non-Hardening Pla- 
tens, while they cost no more than ordinary 
platens, build up the type of customer satisfac- 
tion that leads to repeat sales; and it is repeat 
sales that give you the bulk of your profit! 


Send your next recovering order to our near- 
est branch or to the address below. Service is 


prompt and remember . . . if you send five or 


more cores. with the rubber removed. we will 


pay the incoming transportation charge! 


AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET NEW YORK, N. Y 


Est. 1880 
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MEETINGS—CONVENTIONS—DINNERS 





HAMILTON PRESIDES OVER CINCINNATI 
AD CLUB PARTY 
The annual Christmas party of the Advertisers’ Club 
of Cincinnati was held in the Hotel Gibson ballroom, 
Wednesday, December 18, with a near-capacity crowd 
of 300 prominent advertisers, business and civic leaders 
enjoying the program. Clarence W. Hamilton, sales 
promotion manager of The Globe-Wernicke Co. and 
president of the Ad Club, presided. 
The entertainment was provided by an all-star cast 
of musicians and singers who appeared through the 





Cc. W. HAMILTON 


courtesy of the Crosley Corporation. It included a full 
orchestra under the direction of William Stoess; the 
Thrasher Sisters; Jack Fulton, who gained nation- 
wide fame as vocalist with Paul Whiteman’s orchestra; 
Ronnie Mansfield, featured on the Fibber McGee and 
Molly show for two years; Sylvia Rhodes, nationally 
famous radio entertainer; Jimmie Wilbur, clarinetist 
extraordinary, with Carl “Deacon” Moore as master of 
ceremonies. 

A substantial part of the proceeds of the luncheon 
were given to the Salvation Army to provide Christ- 
mas dinners for the poor. 

eo 
BOSTON STATIONERS DINE AND DANCE 

More than 300 merrymakers temporarily deserted 
business on the evening of December 12 and gathered 
at the Parker house roof ballroom in Boston for the 
annual buffet supper and dance of employees of the 
Boston Stationers Association members. 

By 6:30 o’clock—the official starting hour—the crowd 
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DISPLAY BOOTH OR MODEL OFFICE?—That is the question 
visitors to the Millville, N. J., business show, held recently, 
asked themselves when they viewed the unusually large dis- 
play of the Ashley-McCormick Company, Bridgeton, N. J. Of 
the 100 booths available to exhibitors, the Ashley-McCormick 
organization occupied four to make a splendid showing which 
included A. B. Dick Mimeographs, Art Metal Airline desks and 


had already dispensed with coats and wraps and was 
clearly bent on having a good time. Fun, frolic and 
food were the keynotes of the evening and without 
exception everybody thoroughly enjoyed themselves. 

A serious note was struck when the dancers were 
asked to donate to the fund being collected from 
American stationers for the purchase of a portable 
kitchen for the British army. As in previous years 
when the stationers’ clan has received an appeal for 
aid, the response was generous and a substantial addi- 
tion was made to the fund already received. 


Before the early morning hours brought an end to 
the festivities, everyone present joined in offering 
Sincere thanks to the committee members who had 
willingly given of their time and efforts to make the 
party a success. Those composing the committee were 
Chairman Bernard Willander and Arthur Paul, 
Thomas Groom Company; O. B. Fearing, Blake & 
Rebhan Company; Laura Cameron, Thorp & Martin 
Company; Robert Loane, Ward’s; George H. Clough, 
Hobbs & Warren, Inc.; Gertrude Nelson, L. E. Muran 
Company, and Brad. Lyon, James T. Towhill Company. 

nines oni 
CHICO CLUB TO MEET JANUARY 13 

The annual get-together and banquet of the Chico 
Club—an organization of stationers with stores in the 
outlying districts of Chicago and nearby towns—will 
be held on the evening of January 13. The place: the 
Tropical room of the Medinah Club of Chicago. 

The event, currently called the “pow-wow,” is a 
stag affair and strictly informal, and is arranged 
chiefly to give the Chicago stationers an opportunity 
to meet and greet old friends as well as make a 
number of new ones. 

Tickets may be obtained from Emil M. Kolar, of the 
E. M. Kolar Stationery Company, 3147 West Twenty- 
second street, Chicago. The price is $4 and entitles the 
holder to a full course dinner, smokes, entertainment 


and refreshments for the entire evening. 
oe 


INDUSTRY MEETING HONORS CRAIG SHEAFFER 

A nine-point program for maintaining both the nor- 
mal flow of peace-time goods and defense materials 
was adopted during the three-day forty-fifth annual 
Congress of American Industry which concluded 
December 13 at the Waldorf-Astoria hotel, New York 
City, under sponsorship of the National Association 
of Manufacturers. 

Officers elected by the association included Craig R. 
Sheaffer, president of the W. A. Sheaffer Pen Com- 
pany, as a regional vice-president. Many other repre- 





Speedfiles, Underwood Sundstrand electric adding machines 

and bookkeeping machines, Dictaphone transcribing equip- 

ment, Underwood Master and noiseless typewriters, Harter 

posture and executive chairs, Postindex visible equipment, 

Ohmer cash registers and Shelby simplified bookkeeping 

equipment. All of this furniture and equipment was arranged 
to represent a well-furnished office. 
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1 NNOUNCING the new Monroe Adding-Calculator, Model AA-1—full automatic operation throughout, 


. Setting new standards in production and range of opera- 
tion — this newest Monroe Adding-Calculator marks the farthest 
advance in the art of creating machines to do the figure work of 
business. Now, when figure work is at a peak, and lowering costs is 
so vital to profits, Monroe offers a complete range of machines, plus 
a nation-wide organization trained through more than a quarter 
century to speed output and cut the cost of figures. This service is 
at your disposal call the nearest Monroe office or write to the 


Monroe Calculating Machine Company, Inc., Orange, New Jersey. 


MONROE 


MACHINES FOR CALCULATING, ADDING, 
BOOKKEEPING, CHECKWRITING 
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PEG US PAT OFF 


WHAT WILL YOUR 
SALES and PROFITS 
be in 194]? 


BicGer AND Berrer than ever, when you sell 
this fast moving new line of Style “C” Up- 
rights. Here is a steel file of superior quality 
designed to sell at a moderate price just the 
thing your customers and prospects have been 


Scat 2 


waiting for. 

Look at the outstanding features offered in 
this file—consider them in terms of the buyer's 
dollars: 


os ine ME I nic SMI 





|. Twenty-eight-inch depth—provides greater 
filing capacity and lower housing cost per 
folder or card. 

2. Channel reinforcing at top of drawer sides 
gives added strength and improved appear- 
ance. 

3. Smooth running cradle type suspensions 
insure a long life of quiet and easy operation. 

1. Bronze hardware—has real beauty and eve 
appeal—makes the file look like twice the 
price. 

5. Interchangeable drawer inserts—permit any 
combination of card and letter drawers for 
particular filing needs. 


With this No. 3400 line of 
Steel Uprights you now have 
more to offer the buyer for his 
money than ever before. He 
will be quick to recognize the 
the value of these files, so 
order a supply for stock and 
be prepared to anticipate his 
demands. 

Write for complete informa- 
tion and prices on this new line 
of files today. Also ask about 
the extra service, sales help 
and dealer cooperation that 
makes the “Y and Ek” Fran- 
chise a most valuable asset. 








advantages. 
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“FOREMOST FOR SIXTY f 


YAWMAN AND ERBE MFG. CO. 


1052 JAY ST.; ROCHESTER, N.Y. 




























Note the strong. rugged channel 
reinforcing at top of drawer side- 
The improved appearance of this 
file is but one 


of ite many sales 
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sentatives of the stationery and office equipment 
industries also are active in the association’s leader- 
ship and were among the 2,000 industrialists attending 
the conclave. 

As stated in the “Platform of American Industry,” 
the new nine-point program calls for: 

1—Equitable relationship between agricultural prices 
and prices of other commodities. 

2—Opportunity for management and labor to oper- 
ate efficiently. 

3—Taxation adjusted to meet at least non-defense 
expenditures and designed to facilitate the flow of 
private capital and remove uneconomic barriers to the 
production and distribution of needed goods and 
services. 

4—-Avoidance of production by government of goods 
which private enterprise can furnish. 

5—Recognition of the value of the profit motive. 

6—Maintenance of such equitable wage rates and 
conditions of employment as will promote increased 
production and employment and a higher actual 
income to workers. 

7—Encouragement of investment of private capital. 

8—Preservation of competition. 

9—Maintenance of consumers’ buying power by im- 
provements and economies to reduce cost of production 
and distribution.—BJ 

- —>¢ 

FIFTH BUSINESS SHOW OF PROGRESS HELD 

The Business Show of Progress staged its fifth an- 
nual appearance December 3 to 7 at the Palace hotel 
in San Francisco. This show is unique in that it is 
promoted entirely by local people, including in this 
category those who are resident managers or com- 
panies with headquarters elsewhere. The organization 
staging the show consists of twenty-two men repre- 
senting nineteen non-competitive lines calling them- 
selves the Office Appliance Club of San Francisco. 
All producers in the different lines represented by the 
club are invited to participate in the show, and the 
invitation to attend is of course general to all who 
are interested in the trade. 

The lines represented together with those in charge 
at the show were the following: 

Addressograph Sales, C. E. Shaw; Allen Wales Add- 
ing Machine Company, R. K. Blaisdell; H. S. Crocker 
Company, C. T. Cunningham; Davison Manufactur- 
ing Company, H. D. Kippon; Dictaphone Sales Com- 
pany, J. H. Best; Ditto Sales & Service, A. B. Lannay; 
DoMore Chair Company, W. R. Knight; The Ediphone 
Company, Ward Harris; Elliott Addressing Machine 
Company, H. E. Paish; Felt & Tarrant Manufacturing 
Company, J. P. Wales; Fichstrom Staple Company, 
Harry H. Fichstrom; Friden Calculating Machine Com- 
pany, H. S. Heideken; Grinnell Bros., Inc., C. S. Grin- 
nel; Marchant Calculating Machine Company; Monroe 
Calculating Machine Company, R. A. Hughes; Multi- 
graph Sales Agency, Paul Blackwell; National Postal 
Meter Sales Agency, C. C. Fiske; Old Town Carbon & 
Ribbon Company, O. H. Davidson; Park-James Com- 
pany, James McCormick; Royal Typewriter Company, 
C. E. F. Russ; Schwabacher-Frey Company, T. A. Tay- 
lor; Stromberg Time Corporation, Ralph E. Peters; 
TelAutograph, A. Dveikis; Tempograph Sales, Walter 
H. Raddel: Underwood Elliott Fisher Company, F. G. 

ink; United Autographic Register Company, Otis 
Harper: Vari-Typer Sales & Service, Eugene Ulsh; 
Visible Records Equipment Company, Car! Kress. 

Officers chosen to head the club for the coming 
year were as follows: 

President, Charles C. Fiske, National Postal Meter 
Sales Agency; vice-president, Walter R. Knight, 
DoMore Chair Company; secretary-treasurer, Arch K. 
Ansty, Addressograph Sales Agency. These Officers, 
together with Ward Harris, Ediphone Company, and 
Andrew Neiman, Field-Ernst Envelope Company, con- 
stitute the board of directors. 

Displays this year were exceptionally well-planned, 





The WIDE-OPEN STAPLE CHANNEL— 
exclusive SWINGLINE feature 
easiest to get at for speediest 
loading—-and a positive guaran- 
tee against jamming trouble! 


Smart and efficient-looking. 
Wear-proof steel and chro- 
mium construction. A model 


of modern engineering skill! 


Swingline Nos. 3 and 4 oper- 


ate with any standard, eco- 





nomiucally-priced staples! 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd. Long Island City, N. Y. 





























You'll make 


MORE MONEY 
FOR YOURSELF 


when you give 
your customers 
more for their money 





No. 2467-M—All- 
Walnut desk with 
moulded top and 
turned legs. 66” x 
36” x 30%” high. 


START the New Year right—by putting 
your office furniture department on a 
paying basis. 

If your present line is not pulling, 
switch to one that’s styled right, made 
right and priced right for 1941 buyers. 

Resolve—now—to investigate the 
Imperial line! Find out about Imperial’s 
good-looking, fast-selling desks in every 
price range! Check up on Imperial’s 
long-established policy of fair dealing 
and honest value! See for yourself how 
you can make more money with the 
Imperial line because it offers your cus- 
tomers more for their money! 

Write today for the new Imperial cat- 
alog and full details of the profitable 


Imperial franchise. 


HAPPY NEW YEAR ... . that’s 
the sincere wish of the entire 
Imperial Desk organization to every 
reader of “Office Appliances.” 


= 


HES COMPANY 


EVANSVILLE, INDIANA 
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being both attractive and instructive. Perhaps the 
prize winner was the gold Royal typewriter. Mr. Russ, 
the western manager, had the spotlight playing on 
this and a policeman on guard, though there was no 
indication that he was needed. The Allen Wales and 
the Dictaphone displays were outstanding. The movie 
theatre in connection with the Dictaphone display, 
showing how to cut the cost and remove the bottle- 
necks in office work, was much appreciated. 

O. H. Davidson presented the exclusive display in 
his line with an elaborate showing for the Old Town 
Carbon & Ribbon Company products. The Underwood 
Elliott Fisher Company presented a most elaborate 
display of office machines. Displays of leading local 
stationers, representing some exclusive lines, were 
elaborate and complete.—SS 

vonanncnallliAlill Ainisinione 
ILLINOIS RIBBON AND CARBON MEN TO ELECT 
OFFICERS 

The annual election of officers of the Illinois Carbon 
Paper & Inked Ribbon Association, originally sched- 
uled for last month, will be held on January 6 when 
the organization holds its first meeting of the year 
at the Atlantic hotel, Chicago. 

The election of officers was postponed when Asso- 
ciation President Harold Quest, Quest Manufacturing 
Company, Chicago, learned that the nominating com- 
mittee was not ready to render its report. Usually 
the association waits one month from the time of the 
nominating committee’s report to the election, but 
because of the unexpected delay, the nomination and 
election will both take place at the January meeting. 

The December meeting was more or less a reflection 
of existing business conditions because the principal 
action was a round table discussion of sales as each 
individual member found them. Out of a dozen men 
present only one reported not experiencing a decided 
increase in orders during the past two or three months. 

There was, however, an undercurrent of speculation 
as to how long the present supply of carbon and rib- 
bon manufacturing ingredients will last without manu- 
facturers being obliged to resort to a general increase 
in prices. It was pointed out that despite considerable 
increase in sales of ribbons and carbons, along with 
scores of other types of business equipment due to 
increased clerical work brought about by defense pro- 
grams, there was still no indication of a shortage of 


supplies or the ingredients thereof. 
= 


DOPPELT ENTERTAINS 175 AT XMAS PARTY 

More than 175 merrymakers were guests of Charles 
Doppelt & Company, 412-420 Orleans street, Chicago, 
on December 21 when the organization held its annual 
Christmas party for employees. In addition to a fine 
program of entertainment and plenty of refreshments, 
the company provided music for dancing, which was 
furnished by the Lopez Balero orchestra. About fifty 
presents were awarded during the afternoon to bring a 
highly successful event to a happy conclusion. 

ec 
STATIONERS DISPLAY WARES AT PURCHASING 
FAIR 

Dominant were the office equipment and stationery 
keynotes struck at the extensive trade fair recently 
held in Seattle, Wash., under the banner of “The 
Eleventh Annual Products Exhibit of the Purchasing 
Agents of Washington.” Stationery and office supply 
firms formed by far the most interesting, numerous 
and greatest group at the fair that was a highlight of 
the Winter season this year. 

Thousands of business men and women, represent- 
ing the rank and file of industry and commerce in the 
Pacific Northwest state, paraded through the aisles, 
booths and display centers at the Hotel Olympic to 
participate in the exposition and to see what was 
offered for purchase. The stationers showed them. 

At the banquet alone there were 645 dinners served. 
Guests were present from north of the border, coming 
from Canada, such as the Vancouver, B. C., dele- 
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Because Columbia offers such a variety in its Columbia ofrece tan amplia variedad en sus 
four complete lines of FILING EQUIPMENT, cuatro lineas completas de EQUIPO DE AR- 
CHIVAR que ha sido la predilecta de los comer- 


it is the choice of dealers everywhere. : 
; ciantes de todas partes. 


A Columbia agency is valuable. Write for com- Una agencia Columbia es una valiosa adqui- 


plete details. sicion. Pidanse detalles completos. 
COLUMBIA APEX COLONIAL ATLAS 
Standard Grade A Commercial Grade B Utility Grade C Non-Suspension Grade D 


COLUMBIA S&S 


LINCOLN-LIBERTY BUILDING . E. COR. BROAD & CHESTNUT STS 
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For Inactive Records 


LIBERTY Storage Boxes 
In 23 stock sizes 








+e For Semi-active Records 


STAX ON STEEL Transfer Files 
In 7 stock sizes 


Las 





WITH THE MOST COMPLETE 
EXTRA PROFIT LINE OF TRANSFER 
EQUIPMENT IN THE WORLD 


Be prepared to give your customers quick 








service. Get your stock orders in now. * For Loose-Leaf Records 

If you do not handle this profitable line, inves- LIBERTY Permanent Binders 
tay . Ci ate ; 20 stock sizes—special 
tigate at once, for Liberty and STAX ON sizes in any quantity 


STEEL products are known for quality 
wherever records are properly stored. 


FREE SAMPLE 


Our advertising and promotion plan to help 





you sell is the most complete in the field. It is 
designed to help you make money. Write today 


for complete details, Catalog, Price Lists, Free For packaging small forms 


Samples, Dealer Helps and Dealer Discounts. LIBERTY String Binders 
To order in any size 





BANKERS BOX COMPANY 


536 SOUTH CLARK STREET = CHICAGO, ILLINOIS 
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gation in attendance. A splendid paper, “Frontiers,” 
was the address of Robert S. McFarlane, Seattle rail- 
road executive, delivered at the dinner. 

The exposition itself was in the nature of frontier 
pushing and dissolving of business boundaries, stretch- 
ing of horizons and penetration of purchasing fields. 
At every turn and on every hand at the Hotel Olympic 
were business aids and accessories offered by the 
large grouping of office equipment houses of Seattle. 

The business fair with its many booths and attrac- 
tive girls in attendance filled to overflowing the 
Olympic bowl of the big Seattle hostelry as well as 
its spacious Spanish ballroom lounge on the upper 
level. Both of these exhibit plazas were packed with 
displays that were mainly in the office field, practical 
suggestions set forth for business executives, commodi- 
ties contacting administration heads of other busi- 
nesses to make such businesses better. 

Among leading exhibitors at the Seattle show in 
which stationers far outnumbered those of any other 
classification, were Biggs Co., Inc., with P. A. Biggs, 
Bill Biggs and O. K. Haugen in attendance; Desk Ex- 
change Corporation, office furniture firm headed by 
Arthur M. Hansen, and A. E. Weston; Ditto, Inc., with 
an excellent booth presided over by Bryle D. Weber, 
John A. Helms and O. L. Tommichel; General Pencil 
Company, represented by Marshal Wiley and L. S. 
Berry; H & M Ribbon & Carbon Company, W. E. 
McElfatrick, R. Brown, Dave and Rod Newton, Frances 
Rae and Phil Vallquist; Lowman & Hanford Company, 
managed by Owen G. Bayless, head of the National 
Stationers Association for a second term, with John 
Barnhill and George Carpenter also in attendance; 
Monroe Calculating Machine Company, Inc., with 
Howard Dunlap, W. K. Clifford, Rodger B. Davis and 
W. Sheffield; Northwest Envelope Manufacturing Com- 
pany, with George Milne, A. Cook, A. R. Albo, Frank 
R. English; H. C. Gantz, V. W. Haskell, Bill McPherson 
and William J. Mountain; Pacific Coast Stamp Works, 
with Elmer Nicholson and Bill Dunning; Royal Type- 
writer Co., Inc., with Bruce L. Covault, R. L. Burns, 
R. S. Henderson, Ellen Hoover, and Erma Norbom; 
the Time Equipment Company, represented by J. P. 
Brondello, Norman Bennett and C. Luther, and last, 
but one of the finest, Trick & Murray, with Darrell 
Ireland, plus G. Nino Cavilli and M. J. Towery.—CML 


ee 
STATIONERS SQUARE CLUB NOMINATES 
OFFICERS 


At the last meeting of 1940 scheduled to be held on 
December 19 in the Greeley room of the Governor 
Clinton hotel, the following slate of officers was to be 
presented to head the Stationers Square Club of 
Greater New York: 

President, Albert McLane; first vice-president, J. A. 
Walder; second vice-president, Fred Steinhilber; treas- 
urer, William Beck; secretary, Sidney Diamond; finan- 
cial secretary, Ralph Barnett. Trustees: Henry Bow- 
man, for one year; George Nicklaus, for two years; 
Benjamin Sandner, for three years. 

L. H. Tavernier, chairman of the nominating com- 
mittee, was also to present as members of the finance 
committee the following names: Harry Lynn, chair- 
man: Aaron Gottlieb, Ben Simon, Charles Karasik and 
Dave Teitlebaum. 

The principal feature of discussion during the eve- 
ning was the club’s forthcoming dinner dance and 
election of officers, reports of which will be pre- 
sented in the February issue. 

© — 
WHOLESALE STATIONERS ANNUAL 
DATE SET 

The twenty-sixth annual convention of the Whole- 
sale Stationers Association will be held on May 21, 
22 and 23 in the Seneca hotel, Rochester, N. Y., ac- 
cording to announcement last month of H. C. Whitte- 
more, secretary of the organization. 

Even at this early date plans are already under 
way to provide the best in business sessions and 
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Write for samples and full details 
of this group of office papers, each 
conspicuously in public favor for 
quality and for extra features. 
Continuous repeat business will be 
evidence of your customers’ ap- 
proval. 


A Better Product in 


NON-SEID 
EASEL NOTE BOOKS 


SPOTSEALD 
ADDING MACHINE ROLLS 


BOND PAPERS 
WRITING PAPERS 


DUPLICATOR PAPERS 
(New Catalog Now Ready) 


SCRATCH PADS 
(Complete Range of Sizes) 


SECOND SHEETS 
PRINTED COPY SHEETS 

FILE FOLDERS 
MANIFOLD PAPERS 
RULED PADS 
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Dealers! 
Profits 


will surely be 
yours 






if you get in 
now while the 
opportunity is 
open to you. 

The Govern- 
ment Defense 
Activities af- 
” fect every part 
of this country. 


The plants that are making war material 
are engaging thousands of additional drafts- 
men and each draftsman must have a stool. 


Many dealers are sending in sizable or- 
ders for— 


UHL sTeeL 


High Desk Stools 


and they report that there is no difficulty 
making sales. 












If there is any war material be- 
ing made in your vicinity you will 
surely get some orders if you go 
after them. 


Ask for 
Catalog 
THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1710 Hastings St., 
TOLEDO, OHIO 





No. 7206 
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entertainment. Max Goldstein, of the Rochester Sta- 
tionery Company, Rochester, N. Y., has been appointed 
general chairman of the convention committee, and 
he in turn is expected to appoint the various sub- 
committees and their chairmen when the first meet- 
ing of the new year is held on January 10. 

According to present indications the main theme 
of the conclave program will be the survey and re- 
search work the association has been carrying on 
during the past year. In this work the association 
has engaged and retained Paul S. Lewis, of the 
Bureau of Buying Philosophy, Riverside, Conn. It is 
expected that at the convention an important pro- 
gram of merchandising and distribution will also be 
presented. 

—_———_—- oe 
CHICAGO FURNITURE MANUFACTURERS ELECT 
OFFICERS AT ANNUAL MEETING 

At the annual convention and banquet of the Chi- 
cago Furniture Manufacturers Association, held in the 
Stevens hotel on November 26, the following officers 
were elected for the coming year: 

President, Adam Vignola, secretary of the Alonzi 
Furniture Company; vice-president, Fred W. Niemann, 
Niemann, Inc.; secretary (re-elected), E. C. Snyder, 
Chicago Furniture Forwarding Company; treasurer, 
Ole Gullicksen, president of the Churchill Cabinet 
Company. 

New members elected to the association’s board of 
directors were: 

Ralph Campbell, S. J. Campbell Company, retiring 
president of the association; Chester Normann, Cen- 
tral Desk Manufacturing Company, and Francis Seng, 
The Seng Company. 

I$ 
ZAC SMITH EMPLOYEES GUESTS OF CLUB 

More than 100 employees of Zac Smith Stationery 
Company, Birmingham, Ala., and their families were 
guests at a year-end program presented at the Cham- 
ber of Commerce auditorium by the Good Fellowship 
Club, an organization composed of employees of the 
firm. 

A gold watch was presented to Zac Smith, president 
of the stationery company and of the Southern Paper 
Products Company, by the employees of both firms in 
appreciation of his interest in their behalf. 

The club contributes to the Crippled Children’s 
Clinic and does other charity work. The president is 
H. E. Culver and the entertainment committee in 
charge of the party included E. F. Heyman, W. K. 
Monroe and Miss Marguerite Copeland.—_GHW 
~~ 


MAVERICK-CLARKE HOLD XMAS PARTY 
The annual Christmas party given by Maverick- 
Clarke of San Antonio, Tex., for their employees, was 
held in the ballroom of the St. Anthony on the night 
of December 28. Following the annual banquet, a short 
address was given in honor of W. E. Fulton, who started 
as an apprentice with the firm in 1898, and resigned 
January 1 to become press instructor in the printing 
department of the San Antonio Vocational school. 
Short talks were made by officials, and the evening 
was concluded with dancing.—BCR 
IO 
N. E. TRAFFIC CLUB ELECTS COLBERT 
Robert M. Colbert, traffic manager of The Carter’s 
Ink Company, was elected president of the Traffic 
Club of New England at its thirty-first annual meet- 
ing December 12 at the Copley-Plaza hotel, Boston.— 
BJ 
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CHICAGO TYPEWRITER DEALERS DISCUSS 
CONVENTION PLANS 
At the regular monthly meeting of the Chicago 
Typewriter Dealers association, held at the Sherman 
hotel, Monday evening, December 9, attendance was 
somewhat below normal because of the rush of Christ- 
mas business being enjoyed by members. It was an 





sSANUARY, 1941 


Time: 1941 
Place: America 
The Cast: 130,000,000 Americans 


On stage! 
Not just the stars, but all of you. 


It’s the American Scene! 
So act! 

Don’t stand in the wings 
Don’t sit out there, 

Get up—on stage! 


Troubles you say? 

The prop boys are slow? 
The curtain’s stuck? 
The sound is wrong? 
Your part is small? 
Forget them all! 


Compared to others, we’ve got a cinch. 
Our troubles are little, 
Their’s are big. 


Their plot has failed 
Their lot disaster. 
Our way still stands, 
Best of all lands. 


Freedom! 

The old American drama. 

A smashing hit always 
A life-long performance! 
An imperishable panorama 
Of Liberty! 


Awake! 

It’s your life— 
Your happiness 

On stage! 

It’s AMERICA: 1941 
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MAKE A DATE NOW 
WITH YOUR SHEAFFER 
REPRESENTATIVE 


He has the most effective 





array of hard-hitting plans and 
new things ever presented to you 
...a new conception of the im- 
portance of your pen department 
... With each step built to turn 
these times into higher unit sale 
and new profit for you! Give him 


a full hearing! 


SHEAFFER'S 


W. A. SHEAFFER PEN COMPANY 


Fort Madison, lowa, U.S.A. 
‘(PEN CAPITAL OF AMERICA” 
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informal event, and under the leadership of President 
Sam Fogel, plans were discussed for the coming an- 
nual convention of the National Typewriter & Office 
Machine Dealers Association, scheduled to be held in 
Chicago next July. Ideas were expressed which indi- 
cate that the convention will be an outstanding 
assembly. 

Some time was devoted to the problem of raising 
price levels for rental and repairs of typewriters and 
other office machines. A program is under considera- 
tion which will contribute effectively toward achieve- 
ment of the goal of profitable retail dealer operation. 

—— oi 


EIGHTH DISTRICT MEETING PLANS MADE 

Governor Walter Guy of Little Rock, Ark., on Decem- 
ber 7 held a meeting with several dealers and travelers 
of the eighth regional district at the Muehlebach hotel, 
Kansas City, Mo., for the purpose of laying plans for 
the 1941 regional meeting. 

Those attending included: Governor Guy, Arkansas 
Printing and Lithographing Company; Gerry Manning, 
Joplin Printing Company; Frank Lynch, Johnston 
Press, Wichita; John Ford, Jr., Peterson Lithographing 
Company, Omaha; R. D. Latsch, Latsch Brothers, Inc., 
Lincoln; A. F. Sengbusch, president, Midwest Travelers 
Club and the Sengbusch Self-Closing Inkstand Com- 
pany; D. A. MacDougall, Stationers Loose Leaf Com- 
pany; Art Pfister, Smead Manufacturing Company; 
Carl Schutz, Eagle Pencil Company; Jack Laws, manu- 
facturers’ representative; M. A. Dillon, Associated Sta- 
tioners Supply Company; R. C. Moore, Columbia Rib- 
bon & Carbon Manufacturing Company, and E. J. 
Mitchell, manufacturers’ representative, together with 
the following Kansas City dealers: Frank Gallup, Gal- 
lups, Inc.; Will Reuter of Crowley-Reuter Stationery 
Company; Irving Shockley, Samuel Dodsworth Com- 
pany; Paul Baird, George E. Baird & Son, and Joseph 
Lands and Roy Moreland of the Schooley Printing & 
Stationery Company. 

Mr. Shockley was appointed general convention 
chairman, and was requested to select a committee to 
serve with him. The Muehlebach hotel was selected as 
headquarters for the convention, which will meet on 
Friday and Saturday, March 14 and 15. 

With the aid of those present, subjects for discus- 
sion and speakers to handle them were agreed upon. A 
real dealers’ meeting with dealer speakers was the 
adopted plan. 

A “closed” dealers’ meeting and a meeting for dealer 
salesmen is planned as a part of the program, and 
dealers throughout the region will be requested and 
urged to bring their store and outside salespeople to 
this convention to take active part in this dealer sales- 
men’s meeting. 

Anyone listening in on the discussions of the meet- 
ing would readily realize that Governor Guy has the 
makings of the best and most interesting stationery 
and equipment dealers’ convention possible. 

The travelers have been given the responsibility of 
the entertainment part of the program for both dealers 
and ladies—and they plan to do their usual good job. 
President Sengbusch will announce his traveler com- 
mittee appointments at an early date. 

The meeting convened at 9 o’clock and adjourned 
for luncheon provided for by the governor, after which 
they reconvened at 2 P. M., and stayed in session until 
4 P. M.—a full day of enthusiastic planning with many 
splendid ideas advanced by both dealer and traveler 
representatives. 
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PENN-MAR-VA CLUB HOLDS XMAS PARTY 

As this issue goes to press the Penn-Mar-Va Trav- 
elers Club is scheduled to hold its annual Christmas 
party on December 19 in the Hotel Adelphia, Phil- 
adelphia. The event was scheduled to include a seven- 
course dinner, an evening of music and an outstanding 
program of entertainment. A report of the party will 
be presented in the February issue. 


HEALERS seu tris 


COMPLETE FILING SUPPLY 


LINE FOR 194] 


BARKLEY PLASTIC TAB INDEXES 








This latest innovation in filing equipment is 
made of durable plastic material molded into 
a strong structural shape Special design both 
angles and magnifies the printed insert to far 
greater legibility No stooping or craning 
necessary with the Barkley Tab Furnished in 








‘rystal clear r Ts Speeds filing and 





FINDIT FILING SYSTEMS... 


The most efficient, simple, and economical filing 
systems yet devised The catalog contains com 
plete information and layouts on Alphabetical, 
Geographical, Follow-uy and Subject Filing 
Systems attractively strated and described 
for easy presentatic ir customer or pros 
pect 


DURABILITY FILING SUPPLIES. 








This section includes complete information on 
filing accessories The popular DURATEX, KRA 
FOLTEX, and PERMATEX File Folders are pre 
sented in a wide assortment of weights, tabs, 
and sizes to match any ystem folder There is 
a simplified cost schedule for quick figuring of 
st} ial jes 1 f Tabulator Card 
Guides 
BARKLEY REPORT FOLDERS 
They furnist n ideal and expensive method 
of binding loose leaf page school otes, et« 
Made of a tough leatherette emb sed stock in a 
wide variety of c r ey present a neat and 
attractive appeara t The are furnished with 
the Barkley Fastener wt t flat and compact 
and provides a re¢ binding 
side 
BARKLEY STA-GUIDES... 
This ingeniously de ed Vertical Guide will 
i ied requirement for a guide that 
will r r nd properly sup 
port filed records The STA-GUIDE will tilt only 
proper \ i « for a convenient 
work space for ant and easy removal of 
t re r r e of folders 


GREEN-EDGE STORAGE FILES.. 


Solve the yuick easy, 
of old records 
Letters nv ‘ check and documents of all 
kind t erved for future 
reference Double t I r throughout 
¥ taped faster 
devices t ! ler e required record 





DURABILITY TRANSFER FILES 





Bui r n \ t 
f € if t rd d 
steel reinforcement per t e stacking of Dt 
RABILITY Fi Dr ft four ply thick 
There r Ly 
SEND FOR COMPLETE INFORMATION..- <7 
We will gladly send ete information and samples on any //% une — \ 


ot theneproianie salen producing twme.” why not wre (( Pomag OEY) 
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C. L. BARKLEY & CO. 


ESTABLISHED 1971 


ing Suppli 
CHICAGO. ILL 


Manufacturer 
517 S. JEFFERSON STREET 
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START YOUR YEAR OFF 
RIGHT BY SELLING 
CESCO PRODUCTS! 


Improved business has increased the demand for 
better and more efficient record-keeping equip- 
ment. Binders for filing and transferring of 
old records; and binders for holding new rec- 
ords are a necessity at this time of the year. The 
many types of other loose leaf equipment and 
accessories such as forms and indexes, are espe- 
cially needed by your customers now. 

To increase your sales of these record-keeping 

items—-sell the CESCO line of loose leaf equip- 
ment. Among its features are: Distinctive, ex- 
clusive mechanisms—new types of equipment— 
and a complete stock of more than 5000 items 
in all standard sizes and a variety of binding 
grades. 
Some of the items manufactured are: 
Post Binders Catalog Covers 
Ledger Binders Prong Binders 
Ring Binders Transfer Binders 
Visible Record Systems 


Commercial Forms For Every Purpose 


SEND FOR CATALOG NO. 32 


Established dealers who are interested in an ex- 
clusive territory agency arrangement—investi- 
gate our plan. Full information on request. 


The C.E. SHEPPARD CO., 


44-03 21%! Street,- LONG ISLAND CITY, N.Y. 
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SALESMEN’S CLUB VIEWS DICTAPHONE MOVIE 

Through the courtesy of L. W. Hawker, Columbus, 
Ohio, manager of the Dictaphone Corporation, mem- 
bers of the Olentangy Village Salesmen’s Club were 
recently shown the Dictaphone sales movie entitled 
“Two Salesmen in Search of an Order.” Devon Brown, 
of the local Dictaphone office, was in charge of the 


presentation.—AK 
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SMITH ADDRESSES N.O.M.A. MEETING 
Zac P. Smith, of Zac Smith Stationery Company, 
Birmingham, Ala., spoke before the National Office 
Management Association in that city recently on “How 
the Office Has Kept Pace With Modern Business.” A 
film, “What’s an Office, Anyway?” was shown at the 
meeting. —_GHW 
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AUTOPOINT EASEL SELLS CUSTOMERS ON FREE OFFER.— 
A new easel—the No. E900—which is available to dealers who 
handle products of the Autopoint Company, Chicago, enables 
stationers to offer their customers a free Razor-Nife with each 
No. 148S Autopoint pencil for “Real Thin” leads. The display 
also stresses the fact that the deal involves a ninety cent value 
for seventy-five cents, the price of the pencil alone. The easel 
displays twelve individually packed sets of one pencil and 
one Razor-Nife. Pencils are in solid maroon, green and black 
and are of Bakelite molding material with Silvonite clip and 
trim. 
- o—~—S 6 
PAPER REPORTS IVAN ALLEN-F. D. R. MEETING 

Under a heading of “Crackerland in Washington,” 
the Atlanta (Ga.) Journal Bureau in Washington, D. C., 
recently gave considerable space to a good will con- 
ference between President Roosevelt, Ivan Allen, Ivan 
Allen-Marshall Company, Atlanta, and James S. Peters 
of Manchester. The news was reported in part as 
follows: 

“The conference between the President and Messrs. 
Allen and Peters was quasi personal and, the Georgians 
agree, eminently satisfactory. Ivan Allen has been a 
personal adviser and active political supporter of Mr. 
Roosevelt for the past decade, and Jim Peters has 
been his Meriweather County friend and neighbor for 
even a longer stretch of years. 

“‘We came merely to bring verbal confirmation to 
the President of the result of the recent election in 
Georgia,’ they chorused at the White House. ‘It seemed 
fitting, since Georgia voted overwhelmingly for two 
executives for a third term in office, no other state did 
that, you know, and we glory in the record.” 

The second executive referred to was Governor of 
Georgia Talmadge. 

- —>--—___ 
U. S. AGENCY FOR SOROBAN AVAILABLE 

The Soroban or Japanese abacus made by Takashi 
Karima & Company, 3, Bakurocho Nichome, Nihon- 
bashi-Ku, Tokyo, Japan, is offered for distribution in 
the United States by the manufacturers. Detailed 
information about the device, which was illustrated 
and described in the July number, and data concerning 
the firm of Takashi Karima & Company can be had 
by directing inquiries to the publication office of this 
journal. 
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ARTILITY 
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" OFFER COMFORT - STYLE - ECONOMY 





Parva OFFERS THREE TYPES OF 
CORRECTLY DESIGNED OFFICE CHAIRS— 


Posture, Adjustable and Conventional. 


Sturdily constructed of metal, beautifully 
styled, reasonably priced. Many offices are 
being completely equipped with these 
stylish new chairs. 

ARTILITY CHAIRS FOR EVERY OFFICE 


REQUIREMENT are sold by leading office equip- 


ment dealers everywhere. Send for illustrated catalog. 





LATIN AMERICANS 


We welcome inquiries from dealers in 
Latin America. Your requests will be 
carefully looked after by an organiza- 


tion which has specialized on seating 





problems for many years. Please write us. 











Conventional Type 


ARTILITY METAL PRODUCTS, INC. 


121S5$€C@GRe ST., ELKNHARe Fe VIAN A 














SO TELL YOUR 
CUSTOMERS! \_ ° 


How mistake-free it is to copy from wide 
sheets in a wide model Error-No where line- 
by-line copy is always in a true vision point 
directly before the eyes—how convenient and 
flexible Error-No is in handling all kinds of 
copy—big or small. Yes, by all means demon- 
onstrate this copyhelder with all the features 
today and enjoy profit in selling the profitable 
Error-No! 





The Dawn Manufacturing Corp. 
HALL-WELTER CO, INC. 


12 CHAMPENEY TER. ROCHESTER, N. Y. 
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The Guest Book 


George Litchfield, sales manager, Jasper Chair Com- 
pany, Jasper, Ind., paid a visit to the offices of this 
publication December 4 while in Chicago for two 
or three days on a personal mission. But while his 
visit did not pertain particularly to chairs, the sub- 
ject of chairs did enter into the conversation. He 
reports a lively demand from all sections. With George 
business always is good. He is a constructive sales 
producer. 

O. T. Zinkeisen of San Francisco signed the Guest 
Book December 18. A man with many years of success- 
ful experience as an Office specialty salesman, he was 
Pacific Coast manager for Multisort Company until the 
concern was sold out to Remington Rand Inc. On his 
way East he stopped at Los Angeles before arriving in 
El Paso, Kansas City and St. Louis before arriving in 
Chicago. He planned to go next to Cincinnati and then 
on to New York, where he will stay for a month or 
two. He plans to contact a number of eastern manu- 
facturers. 

A. Ralph Kidd of Triple-‘“E” Products Company, St. 
Louis, was a visitor at the office of this publication 
on December 19. He had with him the new Triple-“E” 
electric pencil sharpener. Although introduced in Chi- 
cago only a few months ago, he expressed gratification 
at the excellent response from pencil users and in- 
dicated that plans were being made to expand activi- 
ties in the near future to other principal cities. 


Harry F. Homer, district sales manager for the 
Esterbrook Pen Company, with headquarters in South 
Pasadena, Calif., accompanied by his first lieutenant, 
Guy L. Dennison, brought pleasure to the morning of 
December 20, pausing for a brief call and signing the 
Guest Book. These Pacific Coast men arrived in Chi- 
cago Tuesday, December 17, with George W. Silman 
of San Francisco, to attend the sales conference for 
Esterbrook representatives covering the Central West, 
South and West coast. They reported that twelve men 
were present at the conference to discuss sales activi- 
ties in their territories for the coming months. Mr. 
Homer, who is now completing his forty-fifth year of 
service in the stationery industry, reports good busi- 
ness in the Pacific Coast area, with an outlook that 
promises better for the future. He and Mr. Dennison 
left for home Friday evening, December 20, in order 
to be back in time for a little Christmas shopping prior 
to the arrival of that great day. 

E. E. Blankmeyer, well known to stationers through- 
out the Middle West from a long connection with the 
Weis Manufacturing Company, registered with the 
office of this journal by telephone on the twenty-third. 
In recent years he has been operating the Associated 
Equipment Company, Toledo, Ohio. His customers are 
physicians and hospitals. He spent the day in Chicago 
visiting with old friends in the industry and made an 
attempt to call at the office of this journal, not know- 
ing it had left the address which was so familiar to 
him during his days of happy memory in the industry. 

_—---e -— 
INDUSTRY APPROVES SIMPLIFIED PRACTICE 
RECOMMENDATION 

The current revision of Simplified Practice Recom- 
mendation R22-33, Paper, has been given the required 
degree of acceptance by the industry and became 
effective December 31, according to a report issued by 
the National Bureau of Standards, Department of 
Commerce. 

The revised recommendation, identified as R22-40, 
establishes basic sheet sizes for bond and writing 
paper, rag content or sulphite; ledgers, rag content; 
ledgers, sulphite; loose leaf ledgers, rag content or 
sulphite; machine posting ledgers, rag content; book 
paper, uncoated, coated two sides, coated one side, 
and offset; index bristol; and cover paper. 
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The following pages illustrate only a few of the 
sales-compelling profit makers that make up the ASCO 
line of 1941 — "The Complete Line of Office Equipment 
in Steel.’ 


ASCO products comprise three complete series of 
filing uprights, the most varied assortment of cash, bond, 
office, security, stamp and bond boxes; storage cabinets, 
utility tables and cabinets, Unette build-up sections, bank 
equipment and a host of efficient space-and-time-savers 
for the office — all created with the same inspiration, 
to produce "The Line of Quality at Popular Price" which 
is sold exclusively through the Commercial Stationer and 
Office Equipment Dealer. 


Study your Art Steel catalog now and check your 
stocks, so you may be sure to reap the maximum benefits 
during 1941. 
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THE COMPLETE LINE OF OFFICE EQUIPMENT IN STEEL 
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ART STEEL CO., Inc., U.S.A. 
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EASY ROLLING BALL BEARING FILING UPRIGHTS 
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THE COMPLETE LINE OF 
OFFICE EQUIPMENT 


IN STEEL 
ART STEEL CO., Inc., U.S.A. 
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PASSED AWAY 





G. T. SMITH 

The passing of one of the leaders of the pencil in- 
dustry occurred last month with the death at Jersey 
City, N. J., of George T. Smith, president of the Joseph 
Dixon Crucible Company, on December 19. He was in 
his eighty-fifth year. 

Mr. Smith was one of the best known men in the 
office equipment field, not only as the head of his com- 





THE LATE G. T. SMITH 


pany but by virtue of several other activities and the 
part he played to help his country during the World 
War. 

Although born in New York, Mr. Smith spent most 
of his life in New Jersey. At the age of seventeen he 
entered the employ of the Pennsylvania Railroad, 
working his way up to the position of general agent in 
New York. Later he resigned to become president of 
the First National bank of Jersey City, a position he 
held until 1916 when he became president of the Title 
Guarantee & Trust Company, being elected chairman 
of the board in 1926. 

Mr. Smith also served in 1895 as a lay judge of New 
Jersey’s Court of Error and Appeals, the state’s high- 
est tribunal. In 1901 he made his only campaign for 
elective office, running against Mark M. Fagan for 
Mayor of Jersey City. 

It was in 1908 that E. F. C. Young, the then presi- 
dent of the Joseph Dixon organization, died, and Mr. 
Smith was elected to the presidency. His humanitarian 
beliefs and ideas, which had endeared him to everyone 
connected with the company, came to the fore as soon 
as he became president, with the result that when 
Floyd W. Parsons wrote a brochure on the company’s 
one hundredth anniversary several years ago he said 
of him: 

“Mr. Smith insists that all Dixon people shall re- 
ceive proper care and attention at all times, guarding 
their health when well and caring for them when 
sick.” 

After America entered the World War on the side of 
the Allies and the vital problem before the federal 
government was the acquisition of more and yet more 


ships, Mr. Smith’s organizing and executive ability was 


instantly recognized by Washington and he accepted 


FINER, CLEANER, 


FASTER WORK 
with 
CEN-TR-KOTED 
CARBON PAPER 


ONE-HALF INCH LONGER THAN 
ORDINARY KINDS! 
Cen-Tr-Koted snaps out easier—there 
by saving time and money! Measures 
8'/, inches wide by 13!/, inches long 

instead of the ordinary 8!/, by 13! 


DOESN'T CURL ... . LASTS LONGER! 


Cen-Tr-Koted uncoated along the 
edges feature assures cleaner 
carbon copies free from smudgy “'tree- 


ing’! 


MADE WITH SPECIAL-FORMULA INK! 
Cen-Tr-Koted makes permanent 
ind more of them. Rigidly 


factory for absolute uni 


copies 
inspected at 
formity 4 
Send for our helpful booklet ‘Carbon Paper Facts.’ 
It will be sent to you free on request and will give 
many iniormative facts on Carbon Paper 
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An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, PRES. 
Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
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Better Protect 


EILIN. 


ARE ESSENTIAL PROTECTION 
FOR ALL 


RECORDS and VALUABLES 
FROM 


FIRE and BURGLARY 
WE HIGHLY RECOMMEND OUR 


“HERCULES” class Cc SAFES 
FOR AN ECONOMICAL— PROFITABLE LINE 





Built in strict conformity 
to United States Federal 
Specifications AA-S-8| 


insulated safes. 


Todas las Cajas de Seguridad 
Hércules se tabrican de enrera 
conformidad con las especirica- 
ciones del gobierno de los Esta- 
dos Unidos AA-S-8! para Cajas 
de Seguridad Clase C protegidas 
con material aisiante. 


built in strict conformity to Unit- 
ed States Federal Specifications 
AA-S-81 for Class C insulated 
safes. 

La presentacién de una caja de 
seguridad Meilink inspira confi- 
anza. Su fuerte apariencia de 
nota resistencia. Sus lineas simé- 
tricas y su hermoso acabado 
hacen juego con el mejor equipo 
moderno para oficinas. 


The appearance of a Meilink Built 
Safe inspires confidence. Its rug 
ged appearance denotes strength 
and resistance. Its symetrical lines 
and beautiful finish are in keep- 
ing with the finest modern office 
furniture. 


THE MEILINK LINE 
1S COMPLETE 


SCIENTIFICALLY BUILT, INSULATED AND TESTED 


"A" Model—Four Hour Safes 
"B' Model—Two Hour Safes 
"C'" Model—One Hour Safes 
Vault Doors—!/, to 6 Hour Grades 
Burglar Resistive Chests — Security Chests 


Las Cajas de Seguridad Fabricadas por la Meilink Steel Safe Co. 
Estan Protegiendo el Dinero y Documentos Muy Importantes de Indi- 
viduos, Bancos, Corporaciones y Gobiernos en Todas Las Partes del 


Mundo. 


Meilink built safes are protecting the monies and records of individ- 


uals, banks, corporations and governments in all parts of the world. 


Escriba Solicitando el Catalogo Completo 


MECLINE STEEL SAFE CO. 
TOLEDO, OHIO 


CABLE ADDRESS “MEILINK TOLEDO” 


for Class C One Hour | 


All Meilink Hercules Safes are | 
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an invitation to fill the highly important post of treas- 
urer of the United States shipping board. 

In addition to the presidency of the Joseph Dixon 
Crucible Company, Mr. Smith was affiliated with other 
organizations, being president of the American Graph- 
ite Company, and vice-president of the Colonial Life 
Insurance Company of America. 

He was a member of the New Jersey Chamber of 
Commerce, the Chevy Chase Country Club, the Essex 
Country Club, and the Bankers, Lawyers and Traffic 
Clubs of New York, and senior warden of St. John’s 
Episcopal Church, Jersey City. 

Mr. Smith is survived by his widow, Mrs. Hattie 
Louise Young Smith, and a daughter, Mrs. L. Fred- 
erick Bruce. 

ok oF 


W. G. NORRIS 

William G. Norris, head of the Norris Safe & Lock 
Company, Seattle, died last month in a local hospital, 
after a brief illness. He had made and sold numerous 
safes for the business and office world of the Pacific 
Northwest, and at the time of his death was regarded 
as among the deans of safe merchants in the United 
States. 

As a young man in 1889 he was an energetic safe 
seller in Portland, Ore., when news reached that sister 
city of the Pacific Northwest that Seattle was the 
victim of a disastrous fire. He hurried to Seattle and 
ordered a stock of safes from the East, to be on the 
spot when demand, which seemed certain, arose. He 
sold his entire stock in short order inasmuch as the 
banks and business houses, forced into tents, were 
glad of the strong boxes and safes for their remaining 
assets. 

A year later Mr. Norris was able to make a trip 
around the world. A little later he heard the call of 
the gold rush to Alaska, so in the winter of 1897 he 
was in Circle City, Northwest Territory. Two years 
later he returned to Seattle and into the safe business, 
where he remained subsequently, enlarging his busi- 
ness from time to time. His brother-in-law, Samuel 
Brown, became associated with him in his Norris Safe 
& Lock Company. 

Mr. Norris served as state legislator in 1909, was a 
commodore and life member of the Seattle Yacht 
Club, a life member of the Elks and the Arctic Club, 
and one of the oldest members of the Rainier Club, 
which he joined in 1902. Besides his widow, Mrs. Ina 
E. Norris, of Seattle, he also leaves a niece, Mrs. A. E. 


Collard.—_CML 
ob + 


J. M. ZOPFF 

John M. Zopff, for the past ten years Kansas City, 
Mo., branch manager for the Kee-Lox Manufacturing 
Company, and associated with that firm since 1915, 
died in a local hospital on November 21. He was in 
his fifty-seventh year. 

It was in 1930 that Mr. Zopff was sent from Minne- 
apolis, Minn., to Kansas City to assume manager- 
ship of the Kee-Lox branch office. He was well- 
known to the trade and in fraternal circles, being a 
thirty-second degree Mason. 

Mr. Zopff is survived by his widow, Mrs. Clara M. 
Zopff, of 2258 East Seventy-seventh street terrace, 
and a Sister, Miss Adele Zopff, of Cincinnati. A brother, 
William, passed away a few days prior to the death 
of Mr. Zopff, at Louisville, Ky. 


ole vl« oh 


a 
Ww. A. MORSCHHAUSER 

William Anthony Morschhauser, retired agent for 
the Millionaire Calculating Machine Company, Swit- 
zerland, died December 5 at his home in Greenfield 
Hill, Conn. He was in his sixty-eighth year and a 
native of New York City. Mr. Morschhauser devoted 
his entire business career to selling calculating ma- 
chines and up to the time of his retirement five years 
ago was sole agent in the United States for the Swiss 
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IF ITS fh RECORD JOB 


ACME VISIBLE 


wutll do tt better | 


For more than two decades Acme Visible Equipment has pro- 
vided executives with means for controlling their businesses in 
action—developing opportunities for added profit. 








Acme has a type of equipment best suited for every record 
requirement. In each case it will multiply the value of the record 
and substantially reduce the clerical cost. 


Illustrated here are some of the different types of Acme Visible 
Record Equipment available. 


(1) Visible Pocket Equipment 

(2) Visible Card Equipment 

(3) Flexoline Indexing Equipment 

(4) Super Visible—the compact vertical visible equipment 
(5) Visible Card Books 

(6) Card Book Cabinet 


This wide range of Visible Record Equipment puts Acme fran- 
chised dealers in position to meet every record situation developed 
with their customers. With Acme's 25 years of Visible Systems 
service, the Acme dealer can offer real constructive suggestions in 
connection with every record requirement. 
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Aeme Does Not Sell in Competition With Its Franchised Dealers 


122 SOUTH MICHIGAN AVENUE CHICAGO, ILLINOIS, U.S.A. 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS OF VISIBLE RECORD EQUIPMENT 
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Dont let profitable sales of 


Osord STEEL CLAD 
FILED 


escape you: 





Oxford Steel-Clads sell all through the year, as 
dealers everywhere can testify. But NOW— in the 
first few months of the year—sales of Oxford 
Steel-Clad files reach their peak. 


There’s no time to waste, if you want to get 
vour share of this business. 


And you can. Because in OXFORD STEEL 
CLADS you have the ruggedness, the simplicity, 
and the appearance that is required in a transfer 


file. 


Your customers will prefer STEEL-CLADS for 
their simple speedy set-up. Its the ONLY file 
with a drawer that assembles in a split jiffy 
no parts to attach, no wires to hook on—just fold 
over the sides, and it’s ready. It’s the ONLY file 
made with moisture-repellent board, in a rich 
green shade suitable for front office use. 


Other features are the four-square rigid steel 
shell frame that snaps into place, the simple 
front and back locking devices to build files into 
solid batteries as high as the ceiling, as wide as 
the room, the all-metal base, enclosed to prevent 
dust and dirt getting underneath; the adjustable 
follower block that gives positive contents con- 
trol of partly filled drawers. 

OXFORD STEEL-CLADS are the choice in filing 
departments everywhere, installed at a_ saving, 
improving filing efficiency, and making friends 
for the dealers who sell them. 

Not next week, or next month, but NOW is 
transfer time. Get behind OXFORD STEEL-CLAD 


files today, and get your share of this business. 


OXFORD FILING 
SUPPLY COMPANY 


340 Morgan Avenue, Brooklyn, N. Y. 
125 South 8th Street, St. Louis, Mo. 
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concern. He is survived by his widow, Mrs. Madaline 
Doelger Morschhauser; two sisters, Mrs. William Clark, 
Philadelphia, and Mrs. George T. White, of New York, 
and a brother, George F. Morschhauser, of New York. 
+ + 
MRS. F. H. CHILDS 

Mrs. Florence H. Childs, formerly of Evanston, II1., 
and widow of the late Albert H. Childs, Chicago sta- 
tioner, died last month at Lamar, Colo. 

Mrs. Childs will be remembered by a large number 


of men and women in the industry because of her late | 


husband’s activities in the National Stationers Asso- 
ciation, of which he was at one time the treasurer. In 
his lifetime he was connected with S. D. Childs & 


Company, one of the oldest stationery houses in | 


Chicago. 

Surviving Mrs. Childs are a daughter, Mrs. Earle 

Garvin, of Lamar; a sister and a brother. 
+; f- 
T. J. FLETCHER 

Thomas J. Fletcher, former sales manager of the sys- 
tems division of Remington Rand Inc., died last month 
in a Charlotte, N. C., hospital following a lengthy ill- 
ness. He was in his fifty-first year. 

Mr. Fletcher was a member of the First Baptist 
church, the Three-B Baraca Class, the Masonic order 
and the Charlotte lodge of Elks. He is survived by his 
widow, Mrs. Mildred Collins Fletcher; a son, T. J. 
Fletcher, Jr.; two brothers, R. A. Fletcher, of Savannah, 
Ga., and J. C. Fletcher, Charlotte; two sisters, Mrs. 
W. S. Nichols, of Canton, Miss., and Mrs. J. Y. Jenkins, 
Santa Monica, Calif.. and his mother, Mrs. Netta 
Fletcher Craig. 

+ -- fk 


F. C. BANCROFT 

Frank Churchill Bancroft, senior stationery buyer for 
G. Sommers & Company, and a lifelong resident of 
St. Paul, Minn., died at the Miller hospital in that 
city last month. He was in his sixty-fifth year. 

Mr. Bancroft’s passing followed a heart attack. He 
is survived by his widow; a son, Richard H. Bancroft, 
of St. Paul: a daughter, Mrs. H. Brian Holland, Welles- 
ley Hills, Mass., and a sister, Mrs. William D. Mitchell, 
wife of the former attorney general of the United 


States. 
+ | 


C. E. BLAKE 

Charles Evans Blake, who went to work making rub- 
ber stamps for the Los Angeles Stamp & Stationery 
Company in 1886, died November 25. He had been on 
that firm’s payroll continuously ever since, and with 
the exception of an illness of about a month, had 
worked every day. He was retired on a pension eight 
years ago. Born in Presque Isle, Me., Mr. Blake went 
to California with his parents fifty-seven years ago. 


—CAB 
+ - 


A. J. HEFFERNAN 

Alban J. Heffernan, representative for many years 
of several important bond paper companies in Canada, 
died recently at his home, 254 Briar Hill avenue, 
Toronto, Ont. Mr. Heffernan, who retired from active 
business in 1930, is survived by his widow, two daugh- 
ters and a son.—SJL 

+ i 


C. D. MILLER 

C. D. (Cort) Miller, veteran salesman of the Murphy 
Chair Company, Owensboro, Ky., died November 25 
following a heart attack. He had been connected with 
his firm since 1914. 

Mr. Miller began his career in the field when he took 
over a territory for Murphy consisting of northern 
Ohio, with headquarters in Detroit. He held down that 


job until the early twenties, when he resigned to en- | 


gage in the retail furniture business in Mansfield, Ohio. 


In 1935 Mr. Miller rejoined Murphy and was assigned | 














THE MODERN SUITE 





Sell the Plus of Custom Quality 
with 
SLOANE 
STOCK OFFICE SUITES 


TO YOUR CUSTOMERS, one suite of office furniture 
may look very like another. It’s the years of wear and 
satisfaction in using it that speak the difference. 
THAT’S WHY SLOANE, in answer to overwhelming de- 
mand, decided to build their famed custom quality 
into stock furniture...at stock prices. The result is a 
new line with these features to sell as pluses! 

FINE, SELECTED WOODS of top-notch quality. Permo- 
Weld panels...impervious to weather, warping, aging 
or checking. 

EXCELLENT HARDWARE... sturdy, well finished, and in 
perfect harmony with the design. 

AUTHENTIC PERIODS ...Sloane’s own designers created 
them with meticulous attention to detail. 

RAPID DELIVERY...direct from stock, at prices to fit 
the budget of every office. 


Send for our literature, prices, and details on 


our liberal discount and protected dealer policy, 


Wholesale Office Furniture Division 


WsJ SLOANE 


575 FIFTH AVENUE + NEW YORK 
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Oncreaseenens 
STAPLE Wettanrax 


| CONTROLLED DISTRIBUTION 
THRU SELECT DEALERS 


_AGENCIAS DISPONIBLES 


MARKWELL MFG.CO. ne 


200 HUDSON STREET « NEW YORK 
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to travel the state of Indiana, a territory he held at 
the time of his death 
The Murphy Chair Company paid tribute to Mr. 


Miller in a recent issue of The Factory Chairman, 


official house organ of the company, in the following 
words, over the signature of Sales Manager R. J. 
O'Malley: 

“Cort enjoyed a host of friends amongst dealers and 
salesmen. He was held in high esteem by all his busi- 
ness associates and friends. A sterling character, pleas- 
ant in manner, loyal, unselfish, honest and sincere in 
all his dealings, he was indeed a one hundred per cent 
co-worker. 

“Our sincere sympathy is extended to his bereaved 
wife and family. May God strengthen them during 
this sad hour.” 

°—->< 
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GOLD ROYAL 





THE NATION GREETS ROYAL’S GOLD TYPEWRITER. 
—Ever since it started on a tour of the country, the 
gold typewriter, recently presented to Vice-President 
M. V. Miller of the Royal Typewriter Company on his 
tenth anniversary, has met with an enthusiastic recep- 
tion on the part of Mr. and Mrs. America. Displayed 
with an appropriate background, the machine, with 1000 
hand-engraved signatures upon its golden body, has 
paid visits to Milwaukee, Chicago, Minneapolis and 
San Francisco. 


*—->¢ - 
SHEAFFER EMPLOYEES RECEIVE ANOTHER BONUS 

More than 1200 employees of the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, on December 13, were 
given a Christmas bonus in the shape of a fifteen per 
cent profit-sharing payment based on the previous six 
months’ earnings prior to November 30. 

The profit-sharing payment for the first half of the 
year was paid in July and also totaled fifteen per 
cent of the previous six months’ period, making the 
disbursement to employees fifteen per cent for the 
full year. The payment equalled an increased re- 
muneration for each employee of 1.8 month's salary or 
wages, the highest in the history of the Sheaffer 
profit-sharing plan 

As in previous years, President C. R. Sheaffer ex- 
plained, the bonus payments are made possible by 
a systematized avoidance of waste and mistakes which, 
when not curbed, eat into profits, and frequently spell 
the difference between loss or a satisfactory profit. 

How far the plan as operated by the Sheaffer com- 
pany has improved the organization as a whole is 
demonstrated by dividend payment reports. Stock- 
holders’ dividends this calendar year amounted to 
$3.75 a share, or approximately ten per cent of the 
current market value of the common stock. Of this 
amount, $2.25 has been paid during the current fiscal 
year which began March 1 
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The ADMINISTOR 


A new and outstanding contri- 
bution to office efficiency and 
present-day design — incorpor- 
ating in its features, the utmost 
in perfected function with the 
styling of modern America. 
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The NEW STANDARD 


A fine steel desk, built to government 
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sagan 


specifications, with an inherent and 
built-in ruggedness which admirably 
suits it to the rough, hard usage of 


general offices and industrial plants 
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The PRESIDENTIAL 


In these dignified pieces of period 
design, is exemplified a grace and 





distinction which has set a new 
‘“high’’ in modern office equip- 
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ment—l|uxurious comfort—which 


enhances beautiful surroundings. 





SECURITY STEEL EQUIPMENT CORPORATION - AVENEL - N- J- 
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First with all the 
good new ideas! 


FIRST ws 


Threadline lead — still the 
strongest, smoothest after 





three years of attempts to 
imitate. 


* FIRST .:, = 


real value 49¢ Threadliner — 


No. HII 
$ | .00 


America's leader in its class 


No. 100 
$ | .00 


* FIRST ws 


Penetella—style leader in 
dollar pens and a super 
smooth writer too! 


* FIRST is, 


amazing VIEWPOINT tip— 


extends, protects Threadline Lead — 


rchenusipentonecena, allo I DEALERS 


* “= DIXON RITE-RITE can handle all your popular- 
FIRST in & 


priced pencil needs, help you to volume indus- 
: trial sales. Start right in '41 by writing: 
a real Industrial Thinliner. — 


RITE-RITE MFG. CO. 


1501 W. POLK ST., CHICAGO 
office use, highest in quality. Subsidiary of Joseph Dixon Crucible Co. 


Low enough in cost for mass 
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GREAT LAKES TRAVELERS NOTES 

The annual Christmas party of the Great Lakes 
Travelers Club was held December 18 at the Brevoort 
hotel, Chicago, taking the place of the regular meet- 
ing scheduled for the twentieth. Seventy-eight men 
gathered around the table to participate in a turkey 
dinner and to enjoy the entertainment provided by 
Al Baugher of The Carter Ink Company, chairman of 
the Christmas party committee. As on previous occa- 
sions every person on entering the dining room de- 
posited a gift in a large bag. Later, with George Aigner 
of G. J. Aigner Company and Tom Gillice of Rockwell- 
Barnes Company, both acting in the role of Santa 


Claus, the presents were distributed. Among the enter- | 


tainers were Bernice Raedeke from The Carter’s Ink 
Chicago office, a talented dancer, and Carl Kaufman, 
who put on an impromptu performance with spoons 
for drumsticks and dishes for drums. 

Among the visitors was Jim Pryor of Wilson-Jones 
Company, who is president of the Texas Travelers Club. 
Mr. Pryor formerly was located in Chicago and is well 
known to many members of the Great Lakes organiza- 
tion. 

The president of the Great Lakes club is Charles P. 
Mueller of Joseph Dixon Crucible Company, who has 
rounded out a highly successful year in directing the 
club’s activities. 

* 5 * 

It was announced at the first December meeting 

that Bill Wallace of Bainbridge, Kimpton & Haupt, 


was recovering from a serious illness and that some- | 


time after the first of the year it was expected that 
he would return to his territory. 
* ~ 4 
Gerry Dell, Southworth representative, went to St. 
Luke’s hospital in Chicago early in December for a 
hernia operation. It is expected that he will be back 
on the job by the time this issue of OrricE APPLIANCES 
is printed. 
Se i et 
ROHRS HEADS GREAT LAKES TRAVELERS 
Edward C. Rohrs of Eaton Paper Corporation was 
elected president of the Great Lakes Travelers Club 
at the annual election of officers held December 27. 
Other officers include R. B. Gingland, The Esterbrook 
Pen Company, first vice-president; W. E. Smith, Ace 
Fastener Corporation, second vice-president; Henry 
J. E. Block, General Pencil Company, third vice-presi- 
dent; Ray J. Eichenlaub, Service Steel Products Com- 
pany, treasurer; Tom Gillice, Rockwell-Barnes Com- 


pany, secretary. The last two were reelected accord- | 


ing to a habit of several years standing. Charlie Muel- 
ler of Joseph Dixon Crucible Company, retiring presi- 
dent, expressed his thanks to the entire club, to the 
other officers and to his committees for their helpful 


cooperation throughout the year. The election turned | 


the regular Friday gathering into an overflow meeting. 
—_—__—- © 
TWO FIRMS ISSUE 1941 CALENDARS 


Two companies prominent in the office equipment 
and supply field last month pleased their many friends 
and customers by issuing to them a complimentary 
calendar for the new year. 

The Western Bank & Office Supply Company, Okla- 
homa City, Okla., sent out 2000 calendars with a letter 
over the signature of Vice-President W. S. Plant. The 
calendar was designed and lithographed in the com- 
pany’s establishment, of which a large picture in color 
appeared at the calendar top. It measured twenty by 
thirty-three inches and was unusual in that the first 
tear-off page covered the month of December of 1940. 

The Cargill Company, Houston, Tex., sent out a neat 
desk calendar with an easel back and monthly pages 
attached to Wire-O binding to permit each page to fold 
back flatly. Between the months were several illustra- 
tions, some in color, advertising the various products 
and samples of printing available at the Cargill plant. 








Start 
The Ball Rolling! 











Start the ball rolling NOW with quick, easy sales 
of ACCO FASTENERS. Watch your sales MUL- 
TIPLY in volume and momentum, because of the 
close interlocking of Acco Fasteners, Folders, 
Covers and Punches. Introduce these fast-repeat- 
ing. big-profit ACCO items to your trade. 





® ACCO 
FASTENERS 


in all capacities 














are available for 
all commercial 
and school 
punchings. 


ACCOBIND FOLDERS 


of genuine press- 





board are the last 
word in filing pro- 


tection. 


e 
ACCO COVERS 


of genuine 





pressboard 
are the most 
practical and , : 
economical : : Wilt Vase 
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binders on 
the market. 
Made for all 


sheet sizes. 
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ACCO PUNCHES 


are unsurpassed 
in quality and 
workmanship. 
Designed for use 
with Acco Fas 


teners. 


Write for catalog and 
dealer information 











ACCO 
PRODUCTS, Ine. 
39th Ave. & 24th St., Long Island City, N. Y. 
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| . 
Cuts Inventory—Cuts Costs 
Speeds Sales—Boosts Profits 


Here is a deal that will help you make more 
money on brief cases with less effort. These 
six types of cases will take care of 90% of 
your sales. They come to you with this spe- 
cially designed Display Stand which can be 
used on a counter or in a window. 


Your customer can see the case he needs. He 
can examine it inside and out. And often be- 
fore you can even ask him what he wants, the 
sale is completed. It’s the finest proposition 
any brief case manufacturer ever offered you. 
Write for details! Now! 





AMERICA LATINA 


La National Brief Case Mfg. Co., recomienda espe- 
cialmente el “Minimum Stock Deal” que figura 
en la ilustracién, como idealmente adecuado para 
satisfacer las necesidades de los comerciantes de 
la América Latina. “National” es una linea que 
cualquiera se honrar& en trabajar y que el cliente 
© consumidor tendr& a mucho orgullo comprar y 
poseer. 











NATIONAL 
BRIEF CASE 


MANUFACTURING CO. 
512 S. Peoria St., Chicago 


10 E. 34th St., New York 
1709 W. 8th St., Los Angeles 
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LEONARD & COMPANY INSTALLED IN NEW HOME 

Sixteen years in business in the same location seems 
to speak for itself for Leonard & Company, central 
Detroit’s pioneer stationers. 

This fine office supply house is again operating at 
3100 West Grand boulevard, Detroit, Mich., in their 
new fireproof store completely modernized; with more 
than twice the space of the former one. The huge 
first floor sales area, with new equipment and 





TOP.—Attractive first 
floor of the Leonard 
store with its many 
display facilities. (At 
left) Exterior of the 
store, showing large 
display windows. 
A profusion of flowers 
and scores of mes- 
sages of congratula- 
tion were received by 
Owner C. W. Leonard 
when the modernized 
store reopened. 


fluorescent lighting as well as the modern architectural 
work, takes the place of the old floor displays. 

C. W. Leonard, Sr., president of the company, for- 
mally opened the doors to the new store on Tuesday, 
November 26. 

Sixteen years ago, Mr. Leonard opened his first store 
—eight by 60 feet—at 3104 West Grand boulevard. 
Hard work and a sincere effort to please everyone who 
entered the store were his standard. During the six- 
teen years, it was necessary to enlarge several times. 
While building the new store, he took temporary quar- 
ters in a nearby building on Woodward avenue. 

There are approximately 40 employees, as well as a 
well-trained office staff. The new store includes com- 
pletely equipped printing, engraving and embossing 
departments; also a stamp collectors’ department 
which is one of the finest in Detroit. 

The second floor of the building is occupied by the 
accounting department and private offices. The base- 
ment is used as a stock room and for filing cabinet 
and steel salesroom. 

eo 
WEIS ISSUES ALBUM OF N. S. A. CONVENTION 
VISITORS AS GIFT 

Under the clever title of “You—And 685 Others,” 
the Weis Manufacturing Company, Monroe, Mich., has 
issued a twenty-page booklet in which are presented 
the photographs of all the visitors who had their 
pictures taken at the Weis booth during the last Na- 
tional Stationers Association convention in Chicago. 

It will be remembered by those who visited the 
booth maintained by Weis that the one-minute, “pose- 
yourself” camera set up there afforded a barrel of 
fun and mirth and in addition gave everyone an 
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No. X-1 15-3 





Sikes "DYNAFORM" Executive Office Chair pre- 
sents pleasing modern design and Sikes modern 
construction .... assuring all-day working energy 
with lasting comfort. 


Sikes’ S@lule to 1941 


Many pace-making new styles are ready . . . to help 
you make 1941 YOUR BEST YEAR in office chair sales! 
No. X-105-3, shown above, is one of these easier-to-sell 
chairs . . . featuring foam latex over springs in seat and 
back and the patented Sikes Fixed-Floating Seat. 


Start the New Year right! Remember, "A Sikes Deal- 
ership Means LEADERSHIP." Write for our latest literature. 


O Stock of Over 15000 Chaurs 
Cwacls Youn Orders! 


TRES COMPANY xc 


BUSINESS CHAIR MANUFACTURERS 
BUFFALO NEW YORK 




















102 OFFICE APPLIANCES 


STREAMLINING PAYS 
—in home 

AND ( 
OFFICE! 
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The function of streamlining is to save quality work from her typewriter 


time and work—to insure the utmost in beautiful letters—clear. clean carbon cop- 


service from the commodity in question. ) ies. In each instance. real service—real 
Successful streamlining is not a matter of design value is sold with the goods! 
alone, but a combination of quality materials. In manufacture and in function. Columbia 
manufacturing skill and creative brains. Ribbons and Carbons are streamlined to meet 
For example: Proctor’s new never-lift et oe the needs and the speed of modern business. To- 
iron actually saves the housewife 5000 Ibs. of day, low performance cost means more than low 
lifting in a single ironing day—not to mention purchase price. Get the details of Columbia’s 
the saving of time and the increase in ironing unusual dealer sales plan. Cash in on the bigger 
efficiency . . . Columbia’s Ribbons and Carbons profits that you can make now, with the big 
insure the “office wife” a maximum output of pick-up in business everywhere. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 


Main Office and Factory: Glen Cove, L. I., N. Y. 


New York Sales and Export: 58-64 W. 40th St. Kansas City, Mo.: Dwight Bldg. 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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opportunity to win a cash prize. Of the 686 who 
gaze from the pages of the booklet there are thirty- 
one prize winners whose pictures are featured on the 
first three pages. These are preceded by a photograph 
of E. I. Cuthbertson, president, Allied Artists, Toledo, 
and Miss Ruth Krueger, whose combined efforts re- 
sulted in naming the recipients of cash prizes. 

Each of the following pages averages ninety por- 
traits with the name, in most cases, printed across 
the photograph. A review of the entire booklet might 
well be titled ‘‘Who’s Who in the Industry.” 

Following the pages of pictures there is a long 
alphabetical index which gives not only the name of 
the person photographed but also his city and, where 
available, the company with which he is connected. A 
quaint note is added by a statement preceding the 
photos which reads: 

“A number, whose names appear in the alpha- 
betical index, do not have their pictures reproduced 
for the very simple reason they kept them when 
taken.” 

“You and 685 Others” is a fine piece of work for 
which the Weis organization is to be congratulated. 
It entailed a vast amount of labor and considerable 
expense, but as an attention-arrester it is unparalleled, 
not only for those who like to try picking out their 
friends but also for 686 of us who “like to see our- 
selves.” 

. *—- 
BIXBY COMPANY IN 82ND YEAR 

Tucked away safely in the archives of the city of 
Grand Rapids, Mich., a diligent searcher might find 
some reference to a little news stand which was started 
eighty-two years ago on the corner of Bond and 
Crescent under the name of Pierce. 

Such reference would be worthwhile digging up for 
students of business progress because, today there 
is in Grand Rapids, a big stationery store known as 
the Bixby Office Supply Company which is a direct 
descendent of the Pierce newspaper stand. 

The relationship is explained by the fact that the 
news stand in addition to selling newspapers, occasion- 
ally received a request for a lead pencil, writing pads 





THIS BUSINESS SPRUNG FROM A NEWS STAND.—Part of the 

interior of the Bixby Office Supply Company, Grand Rapids, 

Mich., which is celebrating eighty-two years of business. The 

firm started as Pierce’s news stand on a location now occupied 
by a fire house. 


or ink, and decided to stock these items. Little is 
recorded about the early years of the firm although 
it is known that after several changes of ownership 
it became the Lyon, Beecher, Kymer Company. Later 
it was acquired by W. Millard Palmer, former mayor 
of Grand Rapids, and founder and first president of 
the American Booksellers Association 

In 1906 Mr. Palmer divided the business, maintain- 
ing the book department under the Palmer banner 
and setting up a new corporation for the office equip- 
ment business with Charles M. Bixby in charge. The 
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ACE GLIDER %~ 


America’s finest, medium 
size, low price stapler. It $ 50 
PINS — STAPLES and * 
TACKS. Matchless in its 
perfect performance and 
all-steel precision construction. 


Loads 210 Undulated Glider Staples. 


CE SCOUT %~ 


The world’s best, smail 
stapler for many uses in $ 00 
Offices and Homes. It * 
STAPLES PINS and 
TACKS. Low priced, yet 





made to highest standards of quality, 
it cannot jam. Loads 105 Undulated 
Scout Staples 


These two ACE Staplers are the 
Biggest Sellers any dealer could de- 





STAPLE sire. They surpass all other staplers 
REMOVER in SALES in SERVICE — in RE- 
. ‘ PEATS — in building GOOD-WILL 

aves your tinger- 


plus CONTROLLED STAPLE SALES. 


nails... prevents 
torn papers. Every 
stapling ma- 


chine opera. 60° Write for Complete Facts 
have one. * 


* East of Rockies 








ACE FASTENER CORPORATION 


3415 WN. Ashland Ave., Chicago 


Makers of 
TNE WORES Spe as STAPLING MACNHIRE'S 
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HERE'S WHY... 





Shade seen from un- 
derneath reveals the 
exclusive FARIES 
Baffle Louvers ... instantly ADJUSTABLE... to distribute 
the full flood of soft diffused light on the principal desk 
area WHEREVER IT’S WANTED! No wasted light—no 
bright spots. 


Your Customers Welcome.. 


New a 
Jaries CONTROLLED 


Fluorescent Lighting! 





Just give this lamp a try on your own desk. It’s a new experien 
and you'll quickly see why your customers welcome this fal! 
advanced development in ADAPTABLE lighting. It bring 


Fluorescent lighting—the kind most desired—but with uses MUL 
TIPLIED by FARIES inbuilt CONTROLLED principle! Don't 
overlook sales you cann ake 
NOW — by simply showing 
these new FARIES CON 















TROLLED Fluorescent 
Lamps They're swinging 
welcome profits in for hun 
dreds of dealers! 







FLOOR LAMP 


(No. 3133). Shade DESK LAMP (Large illu 
adjustable and above) No. 3054. Finished i 
height from bot beautiful rippled bronze l 
tom of shade to tinctive gold trim. A.C. or D.t 
floor adjustable Convenient new low over-all 
from 43” to 58” height of 2%” ( 

Switch in handy shade. Retail $13.50 

position at bot 

tom of shade 


Base and stand- 
ard, rippled 









bronze arm, 

chrome shade, 

rippled bronze Patent 
and gold re &. Applied 
only Retail = 

£20.00 


DESK CLAMP-ON (No. 3132). Clamps on 
desk edges %” to 25” thick. Adjustable 
vertically up to 17” between desk and bot 
tom of shade. Arm swings for horizontal 
adjustment. Arm, statuary bronze—shade, 
rippled bronze with gold trim. A.C. only 
Retail $13.50 


GET SE T—order floor and dem- 
onstrating samples TODAY. Every 
sale brings an excellent profit. 
WRITE ° 


Pat. Applied For 


FARIES MFG. CO. S. Robert Schwartz Div. 


1010 Grand Ave., Decatur, Iliinois 
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organization continued to prosper, moving to larger 
locations from time to time, but ever expanding. 
Meanwhile Floyd Mayo had been engaged as man- 
ager of the firm and in 1926 he purchased the con- 
trolling interest in the company to become president, 
a position he had held ever since. During his presi- 
dency a complete office furniture department has been 
opened in the Manufacturers’ building for the display 
of desks, chairs, cabinets and other large pieces. The 
balance of the stock is sold out of the store at 139 


Ottawa street, which is pictured here. 
Or? 





PARAMOUNT PICTURE IS BEAUTIFUL PLUG FOR COMP- 
TOMETERS.—When Paramount was making “Christmas in 
July,” a picture starring Dick Powell and Ellen Drew, the 
script called for a fifteen minute showing of a modern firm's 
Comptometer department. Los Angeles branch of Felt & Tar- 
rant Manufacturing company loaned Paramount twenty-six 
Model M machines and Paramount did the rest with the above 
gratifying results. (Top) A long shot of the “office” and 
(below) Comptometer shares close-up with the principals of 
the picture. 

F. T. C. CHARGES DENIED BY PARKER PEN 

Charges of misrepresentation in advertising recently 
filed against the Parker Pen Company by the Federal 
Trade Commission were denied last month in an 
answer filed by the company pending a hearing. 

The allegations were as follows: 

That the company misrepresented its “Blue Diamond 
Vacumatic”’ pens as being of such quality as to last 
a lifetime; made a purported lifetime guarantee which 
was in no sense such a guarantee but only a contract 
to make necessary repairs and adjustments at a flat 
rate of thirty-five cents, and in the sale of these 
pens misrepresented that “its sacless filler abolishes 
fourteen old style parts” and that its pens were 
equipped with points which made them absolutely 
scratchproof. 

In its answer the Parker company denied that such 
statements made were “false and misleading” and 
insisted that it had not stated at any time in 1940 
that “its sacless filler abolishes fourteen old-style 
parts.” The answer ended with the statement that the 
company’s Vacumatic pens are sacless and penpoints 
are scratchproof when they leave the factory, con- 
tinuing to remain so unless damaged by abuses or 
treatment other than ordinary and reasonable use. 
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SHOW NEVA-CLOGs FIRST 
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MODEL B-100 STAPLING PLIER $5.00 


* ‘ — . wie jt : — , , 
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V HEN CUSTOMERS come into your store 


to look at Stapling Machines, show them NEVA- 
CLOG Stapling Pliers FIRST. It may be that they 
do not know the many advantages of using 
Stapling Pliers for any or all fastening functions. 


They may not know that Stapling Pliers save so 
much time in vertical filing. They may not know 
that Stapling Pliers fasten as quickly and easily 
as any other type machine, with the plus ad- 
vantage of being portable, and more easily han- 
dled. Pliers fit snugly in desk drawer or pocket, 
or lay out of the way on desk corner or shelf. 


SHOW NEVA-CLOGS FIRST—and you give 
your customers a greater opportunity of selecting 
the device MOST suitable for THEIR use, and thus 
you render a genuine service. If they insist on a 
desk type machine the sale is still yours, and the 
customer appreciates your interest in his needs. 


SHOW NEVA-CLOGS FIRST—you will sell 
more and better machines—get more staple or- 
ders and increase customer satisfaction. 


00°. |  NEVA-CLOG 


profit. 
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Owners of NEVA-CLOG machines come back 
to you for more genuine NEVA-CLOG Staples. 
And by using NEVA-CLOG FREE display cards 
in show windows and on the counter, as well as 
NEVA-CLOG imprinted circulars, you maintain a 
steady flow of orders. 


SHOW NEVA-CLOGS FIRST—and you will 
build a larger, better and more profitable stapling 
machine department. 


NEVA-CLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 
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CARD CABINETS 
3x5size $2.75 





PERSONAL FILES 
$3.24 





LETTER FILES 
$3.00 
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Pronto’s newly equipped fac- 
tory makes these fast selling, ‘ 

UTILITY CABINETS popular items possible. Start STORAGE CASES 

27 Drawers $17.55 the new year right. Feature a 


Pronto products. 








Write for our new catalogue. 
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STORAGE CABINETS 


BLUE PRINT CABINETS 
$14.95 


8 Drawers $45.50 
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PRONTO FILE CORP., 349 BROADWAY NEW YORK CITY—COLE STEEL EQUIPMENT CO. 
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MONROE BOASTS OF SECOND GENERATION 
WORKING ON STAFF 

The Monroe Calculating Machine Company, Inc., 
Orange, N. J., which recently came of age by passing 
its twenty-fifth birthday, is proud of the fact that its 
personnel now includes a number of sons and daugh- 
ters of Monroe old-timers. 

In recent weeks Malcolm Monroe, twenty-two year 
old son of J. R. Monroe, founder and first president of 
the company, assumed an active part in the manufac- 














MALCOLM MONROE E. F. BRITTEN III 


turing division of the plant at Orange, with a view 
to gaining mechanical experience. E. F. Britten III, 
son of the company’s president and a few years out 
of Princeton, is following his father’s footsteps and is 
now assistant to the plant manager. Also in the man- 
ufacturing division is Harold Connable, son of Direc- 
tor A. B. Connable. 

To carry on the Monroe tradition in so far as the 
family of Vice-President W. R. Cummings is con- 
cerned, is Vail Cummings, his son, who is now a Sales 
representative at Newark, N. J. Leighton Forbes, man- 











H. M. CONNABLE V. W. CUMMINGS 


ager of northeastern sales division at Newark, has a 
son and a daughter in his organization. F. A. Wagner, 
of the New Haven, Conn., district, is the son of the 


| 


| 
| 


| 


| 
| 
| 
| 
| 
| 





late F. A. Wagner, former secretary of the company, 


and Royal Smith, a salesman at Rochester, is the son | 


| DEALERS & CARBON SPECIALISTS: write- 


of F. M. Smith, general service manager at Orange. 


The list of second generation Monroeites keeps 
growing, making it quite evident that the youngsters 
have come to the conclusion that dad’s organization 
must be a pretty good place to work after all. 

oo 
PACIFIC NORTHWEST NOTES 

The Northwest Typewriter Company, 1204 Second 
avenue, Seattle, is moving several doors from its pres- 
ent location where spacious quarters and ample dis- 
play space are being filled with typewriters. 

x ” + 

H. O. Johnson, display manager for The J. K. Gill 
Company of Portland, Ore., is $100 richer for his spec- 
tacular decoration of the stationery windows of this 
pioneer Portland office supply house in its recent cele- 
bration of National Letter Writing Week. 


The Lowman & Hanford Company, Seattle, Wash., 
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Question 
“What does a 


Secretary hate 
to do most?” 


Cinswer. . 


“Change rib- © 
bons on her type- 


IMPERIAL 
Write-Master 


Sensational New 14-yard 
Ribbon gives close to an 
extra mile of typing! 





writer!’ 





Two yards longer than the standard 12-yard ribbon, 
IMPERIAL WRITE-MASTER gives 22!/,°% more mileage. 
Made of a special long-thread fabric and inked by an 
improved formula, WRITE MASTER makes clean, clear, 
beautiful impressions. It is more economical because you 
actually get 14 standard 12-yard ribbons in one dozen 
WRITE-MASTERS. It is more convenient because you 
change ribbons less frequently. Most important, it gives 
you a new concept of typing excellence for executive 


correspondence. 


MASTERS are just one of the fast-selling, profit-making 


products in the comprehensive PEERLESS-IMPERIAL rib- 


bon and carbon line. Are you getting a full share of 
the carbon business in your city? If not, let us tell you 
how we have opened up new profit sources for dealers 
throughout the country. A postage stamp is all it costs 


you to obtain a lot of valuable information. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St. Newark, N. J. 

THE KEY MEN OF AMERICA. Manufacturers with the dealers’ viewpoint 
BRANCHES: 

New York City, 321 Broadway 

Detroit, 803 American Radiator Building 


Chicago, 19 South Wells St. 
Los Angeles, 827 S. Main St. 
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Van Dijhe. “Plucrescent 
1s going places in 1941 







mons The Most Com- 
$g50 plete line in 
less tube America 






Simply hang it over a small hook or nail— it's light in 
weight. Finished in beautiful Morocco Brown or Ivory 
with solid bronze strip--Van Dyke color correction re- 
flector—adjustable joint permits throwing the light in any 
direction. 


REPLACEMENT CHANDELIERS 


INSTALLED IN 2 MINUTES 


Oe ANYONE 


It's simple to 
change over old- 
fashioned ceiling 
or drop fixtures 
with these new, 
beautiful Van 
Dyke fluorescent 
units. 











Model No. 2004 
SIZES FOR EVERY LOCATION 







The “Giraffe” 


For Desk—Drafting Board 
and every location in office or 
factory where a completely ad 
justable clamp-on fluorescent 
light is desirable Adjustable 
in all directions—folds compact- 
ly when not in use. Adjustable 
in height and of rugged con 
struction. For 15 watt standard 
tube A. C. current. Weight, 10 
ounds. Maxi 
a extension 28 $46°° 
inches 

Model 1277. 
America’s Outstanding Manufacturer of Fluorescent Lights. 

Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


2857 South Halsted St. Chicago, Illinois 


less tube 
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has added to its chain of stores with the opening of a 
new branch link in the metropolitan shopping district 
at 1318 Fifth avenue. With fluorescent lighting equip- 
ment, the store is entirely modern in all its aspects. 
It features complete lines of Sheaffer, Parker, Water- 
man and Eversharp pens, along with Crane and Eaton 
Stationery and card lines, Buxton leather goods, 
cameras, camera supplies, and other lines. 
* * 

The Washington School Supply Company, 617 West- 
ern avenue, Seattle, was incorporated this Fall with 
capitalization of $25,000, to manufacture and Sell office 
and janitor supplies; papers of incorporation being 
filed by Albert S. Ryland, 703 Seaboard building, 
Seattle. Incorporators of the office supply enterprise 
are A. O., R. A., and W. O. Stixrud. 

* * o 

The Pioneer Office Equipment Company, Seattle, has 
taken an additional store at 625 First avenue and 
stocked it with an extensive line-up of desks, filing 
equipment, and all manner of office furniture, type- 


| writers, and other business machines.—CML. 


—>-—____ 
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NEW MAGMFTED VIsiBiitY 








DISPLAY STANDS FOR BARKLEY PRODUCTS.—Two new, 
lightweight display stands by which the dealer can feature 
the firm's lines of plastic tab letter size guides and report 
covers, have been made available to the stationer by C. L. 
Barkley & Company, 517 South Jefferson street, Chicago. The 
plastic tab stand (left) will accommodate one set of alpha- 
betical guides while the report cover stand (right) holds about 


| twenty-five covers. Both are made of enameled steel wire, 
| and measure about twelve inches wide by fifteen inches high, 


and are supplied the dealer as part of a special deal involv- 
ing an order for a certain amount of merchandise. 


_—_-- 


COLUMBIA RIBBON AND CARBON REPORTS 
BANNER YEAR 

The Columbia Ribbon & Carbon Manufacturing 
Company, Inc., Glen Cove, N. Y., has announced that 
1940 was the greatest business year in the history 
of this firm, which began business in a small loft 
back in 1905. 

Columbia’s sales volume for the months of Novem- 
ber and December were the largest of any such months 
in the company’s history. The year 1940 showed a 
substantial gain over 1939 which had previously been 
the biggest year for the company. All of the ten 
branch offices showed splendid gains, with the in- 
creases ranging from ten to thirty-three per cent over 
last year. The increasing popularity of Columbia- 
made silk ribbons substantially influenced these grati- 
fying sales increases. 

—-> © 
HAMPTON INCREASES STORE SPACE 

Harold J. Hampton, owner of the Indianapolis Office 
Supply Company, Indianapolis, Ind., and past president 
of the National Stationers Association, last month 
announced that his business, located in the Postal 
Station building, had taken on additional space which 
practically doubles the floor area. At the same time, 


Mr. Hampton said, he has added a complete stock of 
office furniture. 
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IT INTRODUCED THE 1°' AND 
STILL THE ONLY COMPLETE 
LINE OF STREAMLINED DESKS 


Art Metal introduced the first ‘’streamlined” 
desk in 1936. This was an important step 
forward, for the Airline opened entire new 
fields for Art Metal dealers—gave them 
something to sel] . .. an advantage, a 
talking point, a difference. 


Art Metal leadership is continued today with 
the only complete line of streamlined desks 
in the field. The famous Airline Desk is avail- 
able in 16 distinct styles and sizes. There's a 
model for every conceivable office need 
—and you alone as an Art Metal dealer 
will be in a position to offer this choice. 
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Agency Division, Art Metal Construction 
Company, Jamestown, New York. 


« Art Natal | 


STEEL OFFICE EG IPMEN T H 
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to sell years 
... fOr one company 


GEORGE E. DYSON takes the spotlight now, not just be- 
cause he is a very good M.& V. representative, but more 
in recognition of his rounding out FIFTY YEARS of faithful 
service with this organization. And how does it feel... 
to do this kind of work for this kind of company, for a half- 
century? Well, we'll let Mr. Dyson speak for himself. His 
personal sentiments on the subject impressed us so much 
that we thought the entire industry might like to read. 
Accordingly, we have “made a record” ...in booklet form 
... and will be glad to send you a copy if you are interested. 


MITTAG & VOLGER. Inc. 


PARK RIDGE 

















TANUARY, 1941 


GF FILLS GOVERNMENT CHAIR ORDER 

The General Fireproofing Company, Youngstown, 
Ohio, which, in the fiscal year ended June 30, 1940, 
delivered $361,435 worth of aluminum chairs to the 
federal government, has again received the aluminum 
chair order for the current fiscal year. In view of the 
expanding government activities connected with na- 
tional defense, this order may amount to much more 
this year, it was pointed out. 

In addition to the general contract for aluminum 
chairs, General Fireproofing also has rush orders for 
aluminum chair and seat equipment for virtually all 
airplane manufacturing concerns filling national de- 
fense orders and from the U. S. Navy for warships. 

“We are operating at capacity, not only in the alum- 
inum chair division but also in our steel office furni- 
ture and equipment division,” said George C. Brainard, 
president. Increased industrial and commercial activi- 
ties attributed to the distribution of billions of dollars 
for national defense orders greatly increased the need 
of office equipment, and as a result, General Fire- 
proofing is well provided with orders from all sources 
for months to come. The Logan avenue plant, recently 
enlarged with a modern material warehouse, now is 
employing about 2000 men and women, the most in 
the company’s history.”—AK 





DICTAPHONES ON PARADE.—This display booth was both 
entertaining and instructive for visitors who attended the re- 
cently held business show of the National Association of Cost 
Accountants at the Carter hotel in Cleveland. The dark back- 
ground and desk formed a perfect setting for the Dictaphone 
Corporation’s showing of its transcription equipment. Large 
pictures above and behind the various machines demonstrated 
how the equipment appears when in actual use in an office. 


>= — 


SAN ANTONIG TRADE JOTTINGS 

Fred B. Nisbet, formerly of Memphis, Tenn., has 
joined the staff of Underwood Elliott Fisher Company 
in San Antonio, being in charge of adding and account- 
ing machine Sales. 

* * * 

E. E. DeWees, formerly with Remington Rand Inc., 
in Houston, has been transferred to San Antonio, where 
he is manager of the systems division. He succeeds 
J. A. Froelich, who has been promoted to manager of 
the Houston branch of Remington Rand. 

+ * ” 

Two Royal typewriter executives were in the city 
at different times during the month. L. E. White, 
assistant sales manager, Chicago, was in town near 
the middle of the month, while during the forepart, 
A. W. Barlow, western sales manager, also of Chicago, 


was a guest of the local branch.—BCR 
oe 
ROYAL EXPANDS EXECUTIVE OFFICES 


Due to greatly increased business during the past 
year, the Royal Typewriter Company, Inc., has ex- 


panded its executive offices in the 2 Park Avenue 
building, New York City. 
The advertising, purchasing and supply and em- 
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Door Receded 


MAXIMUM 
FILING 
EFFICIENCY 


ONE-HOUR 
FIRE 
PROTECTION 








2 % , 
MOSLER 
INSULATED RECORD CONTAINERS 


WITH LETTER FILES OR LEGAL CAP FILES 
AND SUBSTITUTE INSERT DRAWERS 


MADE IN THREE AND FOUR DRAWER UNITS 


This modern equipment finds ready cus- 
tomer acceptance and builds dealer good- 
will, because it combines the utmost in 
filing convenience with *~ONE-HOUR FIRE 
PROTECTION at point of use. 




















SAF. MANUFACTURERS NATIONAL ASSOCIATION 


FIRE INSULATED SAFE 
SOOM IMLCE | Lasceeae | 





* THE ONLY FILE carrying both the Under- 
writers’ Laboratories and Safe Manufacturers 
National Association ONE-HOUR FIRE LABELS 
with DROP or IMPACT TEST. 





























DEALERS: Catalog, 
prices and information 
about our proposition 
on this fast-moving line 
will be furnished on re- 
quest. Also ask about 
our complete line of 
Fire-Resistive Safes, 
Vault Doors and Bur- 
glary-Resistive Chests. 


Write Dept. D., of The 
Mosler Safe Co., at Ham- 
ilton, Ohio. 


Three-Drawer Letter 
File. Door closed and 
locked Combination 
lock can be added for 


dual control Patent 


Applied For 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVE., FACTORIES 
NEW YORK CITY HAMILTON, OHIO 


BOSTON CHICAGO PITTSBURGH 
84 Sudbury St 214 W. Jackson B 1§ Union Trust Bidg 





Cincinnati, Cleveland Ta! Ay f as, Kansa 
‘ Ang ortlar re \ ngton. D. ¢ 
and Other Prin wie nth 1 State 
\.. Hava 


" 
Shanghar, Tok y: 


Mosler has meant Safes and Safety for more than 75 years 








DARNELL 


EQUIPMENT 





DARNELL 


Office Chair 


uct CASTERS 


DARWELL 


MANUAL INCREASE YOUR SALES 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 
protects business prestige. Write 
for special dealer proposition. 





DARNELL CORPORATION, LTD. 
BOX 4027, STA. B, LONG BEACH, CALIF. 
36 N. CLINTON, CHICAGO — 24 E. 22nd, NEW YORK 
DARNELL CORP. OF CANADA, LTD., TORONTO, ONT.. CAN. 
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ployment divisions of the company have been removed 
from the tenth floor to the seventh floor and a larger 
space. The service, supply and shipping departments 
of the Metropolitan sales office have been removed 
from 75 Varick street to the seventh floor of 2 Park 
avenue, where more space is available. 

Additional space has been provided for other de- 
partments and offices on the tenth floor of the build- 
ing. The new offices of the removed divisions are com- 
pletely modernized and furnished with efficiently de- 
signed equipment. 

a ee 
NEW PLANT SOLVES INTERSTATE’S PRODUCTION 
PROBLEMS 

Difficulties encountered by the Interstate Metal 
Products Company, 4401 Ogden avenue, Chicago, in 
supplying the demand for its line of metal cabinets and 
chrome furniture due to lack of manufacturing space 
have been solved by the acquisition of an additional 
plant at Michigan City, Ind. 

The large three and one-half acre factory will be 
devoted entirely to the manufacture of Interstate 
metal furniture, which consists of tubular chrome 
refectory tables, chrome upholstered chairs, card 
tables, folding chairs, porch and lawn chairs, stools, 
and many other metal products. 

The Chicago plant will be given over exclusively to 
the manufacture of metal cabinets of every style and 
size, embracing complete ensembles, wardrobe, kitchen, 


| undersink, and general utility cabinets, and kitchen 
| bases. 


By thus dividing the production of cabinets and all 


of the other products made by Interstate, both plants 


will produce in quantities sufficient to give prompt 
delivery service to the trade. 

One of the features in the Michigan City factory 
will be a chrome plating plant by which the com- 
pany will be in a position to guarantee a maintenance 
of that high standard of quality which built Inter- 
state to its present size. 

The installation of mechanical devices for bending 
and shaping chrome tubing will add many other prod- 


ucts to its line. 
—_-e 


COWAN TAKES CORRY’S BOSTON BRANCH 
The Corry-Jamestown Manufacturing Corporation, 
Corry, Pa., last month announced the appointment of 





| Maurice R. Cowan as manager of the company’s Bos- 
| ton office. 


Mr. Cowan joins the firm with an unusually fine 
background in the steel office equipment field. He is 











M. R. COWAN 


also particularly conversant with the problems which 
confront dealers from time to time, and will place 
his knowledge of such matters at the stationers’ dis- 
posal. The Boston branch is located at 125 Pearl 


| street, where the new manager will be glad to greet 
| new and old friends in the trade. 
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Craft franchise has a far broader profit 
opportunity than the dealer who han- 
dles only the usual competitive line. 


The Master-Craft dealer has a double 
market — with a chance to make two 
sales every time the other fellow makes one. 


He has a full line of the standard, competitive loose- 
leaf products. In addition he has a complete second line 
of exclusive Master-Craft specialties, such as those 
illustrated below. 


Find out about these widely demanded Master-Craft 
specialties that simplify, speed up, and cut the cost of 
record-keeping. Find out how YOU can secure the 
exclusive Master-Craft dealer franchise that protects 
your present profits and future success. 


GHAW-WALKER LOOSE-LEAF 


DIVISION 


Kalamazoo.... Michigan 


This ear sDeubl, Your Whar 
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Degler “A” has the ‘2 
in-1 Master-Craft Line 
-all the competitive 
goods, plus a complete 
additional line of spec- 


ialties 


0 O 
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He. sells the standard 
goods to the competitive 
market 


oe oO 





In addition, he sells a 
second market, equally 
large — the market for 
Master-Craft specialties. 





He mokes the usual 
profit on competitive 
loose leaf products. 


In addition, he 
makes a sec- 
ond and better 
profit on Master-Croft 





specialties 


He KNOWS that loose- 
leaf is profitable, when 
you have the “2-in-1” 


line! 

















ec SaaS aaa cab te 


ayes 


‘ 


ills Snap Sialto 3 


Be na eames AAR 





pp age oe 


To SERED thes 


Sash 











114 ; OFFICE APPLIANCES 


Bassick 


“BACGSOL’ 
_ CUSHION WHEEL 


-m &© EE £ t r = R AL.& PLooers 





An Important Development... 


ONE WHEEL—WITH GLAZED SURFACE—WHICH PROVIDES THE SAME EASY ACTION 
AS A HARD TREAD WHEEL... YET HAS ALL THE RESILIENCY AND PROTECTION OF A SOFT TREAD 








F 0 R M E R LY TWO Distinctly Different Wheels Were Needed for Different Floor Conditions 

















SOFT RUBBER TREAD HARD TREAD 


Necessary for Linoleum, Tile Solid Composition Wheel was 
Hard Wood, ete. BLT . 
Not suitable for use on Rugs 


or Carpets because of its De- 


previously necessary on Rugs 
or Carpets—BUT... Caused 
damage to Linoleum and Soft 
Floors because of its Lack of 


Cushioning. 


structive Action on the pile 
of Carpets. 





"BACOSOL’ 


ONE ALL-PURPOSE 
WHEEL! 


To Dealers:—This wheel allows a simplification 
of stock —one caster suitable for all installations. 
It is insurance of proper caster operation regard- 
less of where chairs are demonstrated or used. 
BASSICK “DIAMOND-ARROW” 
The quality standard of office chair casters, 


are now available with “Bacosol.” 





WRITE FOR 





COMPLETE 





DETAILS 






THE BASSICK COMPANY - Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 


Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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MEASURING THE MAGIC FORCE THAT HOLDS 
THE UNIVERSE IN BALANCE 


(Continued from page 39) 


used over 5,000 years ago by the Egyptians and As- 
syrians. Pictures of this ancient device are preserved 
in museums. One of these, drawn by a capable Egyp- 


tian artist during the reign of Seti I, thus somewhere | 


noted Hunnafer 


around 1350 B. C., appears in the 
It is drawn with 


papyrus, or the Book of the Dead. 
considerable detail—and looks much 
employed by modern chemists and apothecaries. 
pended from each end of the balance beam, 


Sus- 
which 


like the scale | 


is supported by a column with a pedestal base, are | 


two “pans,” one for the article to be weighed, and 
one for the scale-weight. The beam and the lower part 
of the supporting column are colored to represent 
brass; the other parts, dark to indicate bronze. Inci- 


dentally, these alloy metals were as common to ancient | 


artisans as is steel to the manufacturers of today. 

However, the most amazing thing is not in the pic- 
ture, but in the hieroglyphic writing which informs 
us that this scale was used for a most strange and 
unusual purpose—that of weighing the souls of men 
in the Judgment Hall of Osiris. 

Modern technicians have vastly improved the me- 
chanical construction and operation of the balances— 
and leading manufacturers now employ its basic prin- 
ciple in the production of some of the world’s most 
remarkable weighing devices for scientific purposes— 
scales amazingly accurate and sensitive. 


The Roman Steelyard 


venerable and aristocratic member of the 
is that well-known, useful and depend- 
known as the “steel- 
after the inven- 


Another 
scale family 
able device of general utility 
yard.” It was devised many centuries 
tion of the balances. 

Credit for 
of weighing must be given to the ancient Romans 
as the first steelyards were made in Campagna, the 
territory that surrounded Rome. Well preserved speci- 
mens of these ancient Roman scales 
cavated from the ruins of Pompeii and Herculaneum, 
the historic Italian cities buried by the great volcanic 
eruption of Vesuvius in 79, B. C. Later the idea was 
introduced into the Levant and steelyards, elaborately 


this valuable contribution to the science 





have been ex- | 


ornamented, were made by the famous metal workers | 


of Damascus. 

Next to the balances, the steelyard is the world’s 
most ancient and famous scale. As a matter of fact, 
the principle employed in its construction renders 
the latter scale far more practical for use in a wide 
range of purposes—especially those of modern busi- 
ness. 

It has been employed by all civilized people for cen- 
turies, and, like the balances, without any radical 
changes in the application of its principle. It was 
brought to the New World by the colonists—and was 
still the favorite scale of the Americans long after 
the days when the sturdy pioneers were settling the 
West. 

A brief explanation, in simple non-technical terms, 
of the difference between the balances and the Steel- 
yard may prove both interesting and of value. This for 
the reason that these devices employ the most logical 
and efficient means accurately to measure the mysteri- 
ous force of gravity. And especially as these two 
types of construction are utilized today—in highly 
improved form—in producing most of the better makes 
of business scales. 

The “balances” 
the arm is pivoted in its exact center. 
is suspended the object to be weighed; 
the scale-weight. Thus it is obvious, 
to weigh various quantities, a number 
different sizes must be employed. 

For instance, in weighing two hundred pounds a 
merchant would be required to handle an additional 


have an even balance arm: that is, 

On one end 
on the other, 
that in order 
of weights of 
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Strike up the Band 


for Typewriter Key 


PROFITS! 


x« * 


Defense hillions 
Spur sales - ve 





° way! 
America: 


Throug hou! 


From Bangor to Butte prosperity gains momen- 
tum. Five billions in one year (greater than even 
the automobile industry has ever known) is giving 
America its biggest boom . . . giving Stationers 
their biggest sales of PEERLESS typewriter keys. 

When business is good the Secretary does not 
hesitate to ask her boss to make the slight expen- 
diture for a set of rubber keys. For PEERLESS 
TUCHTYPE KEYBOARD that gives "magic eyes” 
to her fingers, protects her fingernails and en- 
ables her to do cleaner, more beautiful letters 
with less fatigue. 

Our bonus plan instills new ambition into your 
sales force. Awake, Mr. Dealer, to this big, easy 
market that is just begging for profitable promo- 
tion. Act today to get your share. Find out what 
we mean by ''A trial a day means a sale a day." 
Keys returned by prospects for any reason will 
gladly be exchanged for fresh stock. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
Ceneral Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA. Manufacturera with the dealera’ viewpoint 

BRANCHES 
New York Cit 321 B iwa Chicago, 19 South Wells St 
e nerican R; or Building Los Angeles, 827 S. Main St. 


Detr it, SO. 
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CRAMER 


osture 


CHAIRS 


Most major advances in MODERN Posture Seating 
were FIRST introduced by CRAMER .. . Latex 
Rubber Cushioning . . . "Finger-Tip" Adjustments 
. . . Semi-Rigid Spring Steel Back Support . . . Inter- 
changeable Backs—Seats—Bases . . . Removable 
Covers ... 2 inch Ball Bearing Casters as standard. 
. . . Sealed Spindle Bearing . . . Simple design and 


construction. 


SIX OF SIXTY AVAILABLE MODELS 


MODEL 110 MODEL 510 MODEL 441 


zz 


Senior Executive Model 500 and ‘‘All-in-One’’ Hi 
Simplicity and Junior Executive Model 217 offer Model Adjustable 











versatility make ali the advantages in correct posture from 23'2” to32'.” 
this a most popu- for the busy executive, plus ‘“‘Roll- with foot ring ad- 
lar stenographic Tilt’ . . . the controlled tilt back. justable from 4” to 
we chair The SIX feature models 14” from floor 
= 
MODEL 610 MODEL 217 MODEL 2001 
with “Tablet Arm” 
For bookkeeping Also available with s 
machine opera- Facet ome ‘All Purpose sten 
tors. Scientifically Micro-Grip” and ographic chair 
tilted seat to re- ” = ““ “Tablet Arm’ is 
lieve under - leg Rock-A-Back available on all mod- 


pressure els, $6.00 additional.) 


All Chairs Shown Are Covered With Duro Material 


Invented, designed and distributed by one organ- 
ization (through exclusive dealerships) with metal 
manufacturing experience of over 54 years—Pre- 


cision work from Bank Vaults to Posture Chairs. 


Cramer Posture Chair Company 


1210-18 Campbell St. Kansas City, Mo. 
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two hundred pounds of scale weights—making a total 
of four hundred pounds. For which reason the bal- 
ances is not a practical scale for variable volume 
weighing, although it is an indispensable device for 
chemists, technicians and scientists who weigh in 
grams and grains. 

So quite probably the idea of the steelyard was 
conceived by some ingenious Roman who was seeking 
a means for avoiding this laborious handling of 
weights. Anyway, the clever solution is a scale with 
an unequal balance arm. Instead of the pivotal bear- 
ing being placed in the center of the arm, as with 
the balances, it is located near one end—thus employ- 
ing the principle of the lever discovered by Archimedes 
to whom both the user and the maker of scales should 
be grateful. 

By this method, the object to be weighed is sup- 
ported or suspended on the short end of the steelyard 
balance arm; the pivot is the fulcrum; and the long 
end is the lever handle on which the leverage is ex- 
erted by the scale weight. As the power of the leverage 
can gradually be increased merely by sliding the scale 
weight further from the fulcrum, only one small 
weight is required—and no matter whether the object 
to be weighed be ten or a hundred times heavier. 

However, modern scales employing this uneven arm 
principle have been so greatly changed and improved, 
both in operation and appearance, that could the 
ancient Roman devisor of the idea see one today, he 
would not recognize it as his invention. 


Lever Principle Scale Broadens Usage 


Due to the devisement of the uneven balance-arm 
type of scale (lever principle) it is now possible to 
weigh the heaviest load, automatically, and without 
employing more than a few pounds in scale weights— 
whereas it was formerly necessary to handle tons of 
weights. In order to obtain accurate weight indica- 
tion, and to produce scale best adapted to use for 
specific purposes, they have been given the many 
different forms we see today. But unless the con- 
struction of the mechanism is based on the funda- 
mental principle of the even balance, a scale is 
inefficient and unreliable. 

Especially do the exacting demands of the Post 
Office Department warrant the use of none but mail 
and parcel post scales of the highest quality. Uncle 
Sam (the largest user of scales in the world) employs 
scales of various types with remarkably close toler- 
ances. This tolerance is but five grains on one ounce— 
and only one-half ounce on seventy pounds. The 
extraordinary accuracy will be better appreciated 
when it is remembered that there are 437.5 grains 
in an ounce, avoirdupois—and 2,240 half-ounces in 
seventy pounds, avoirdupois. 

And so if Uncle Sam is not a guesser—then why 
should the payer of postage be one? In countless busi- 
ness offices there is a daily, and totally unnecessary 
waste of postage on the regular mail of two, three 
and six cent stamps—and due to the employment of 
“sluggish” and inaccurate weighing devices. 

On parcel post such waste represents a definite loss 
of as high as eleven cents on the pound in the eighth 
zone, where one pound postage is fifteen cents, and 
two pounds, or fraction thereof, is twenty-six cents. 

It may sound prophetic, yet we have the audacity 
to say that, due to the aid of the science of weighing 
and maybe in the near future—astronomers, meteorol- 
ogists, metallurgists, chemists, etc. will make discov- 


eries amazing to generations as yet: unborn. 
2 A —- 


HILCO CREATES FOREIGN DIVISION 

Because of an unusually large amount of business 
which the firm received during 1940 from foreign coun- 
tries, the Hilco Corporation, Merchandise Mart, Chi- 
cago, last month formed a separate division to handle 
business abroad under the name of the Hilco Export 
Company, with offices at 122 South Michigan Avenue, 
Chicago. 
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SHOW ALL THREE 


National Is the Only Make of Visible 
Record That Comes in 


ALL THREE TYPES 
== When you get a customer interested 
in Visible Records you need all three 
types of binder to show him. No two 
customers’ needs are alike. Each 
type is best for certain needs: 
SS (1) RING TYPE. For installations of 
a few hundred accounts or large in- 
stallations split into many units. Its 
particular advantages are: (a) Light 
weight; (b) Flat writing surface; (c) 
Flexibility; you can increase by add- 
ing new binders at small cost; (d) 
Low first cost; it is easy to start with 
ring-type Visible. 


Sou (2) PRONG TYPE. For large installa- 

a tions in constant use, with many en- 
tries and frequent changes of sheets. 
The advantages of the prong type 
are: (a) Flat writing surface; (b) 
Automatic, lever-operated shift opens 
spaces for new sheets or closes gaps 
quickly; (c) Great ne 


we Some 
Sie 





anew 


— tions conan being consulted. 
This is the fastest-finding Visible 
binder made. Its advantages: (a) 
Compact, large units; (b) Straight 
posts; no wear on sheet holes, even 
at end banks; (c) Sheets easily shift- 
ed without derangement; (d) Con- 
venient working surface; no rings in 
the way; (e) Perfect alignment of 
sheets. 


Each type is best suited to some 
customer’s special working condi- 
tions. It makes a real impression 
on customers to show all three. 


NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASS. 
NEW YORK CHICAGO BOSTON SAN FRANCISCO 
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THE JASPER CHAIR COMPANY 
Line 





where good quality and moderate price meet to swell the 
harmony of growing sales and satisfaction. A big thirty 
page catalog is required to illustrate this extensive line 
of leather upholstered and all wood executive, secretarial 
and general office chairs, but just a few of them in your 
display will convince your trade and you of the splendid 


service features and exceptional sales possibilities. 


NEW YEAR GREETING to the many dealers who have so 





regularly recommended our chairs and helped to build 
up our sales. Best wishes for your success and prosperity 

. may you carry on with resource and vigor, profitably 
serving your trade. We pledge you a continuance and 
growth of quality and value in the Jasper Chair Company 


line—''The Right Chair at the Right Price.” 


322 66 
Lal Y 
Se *+annrar i ie 
. 








New York, N. Y Birmingham 


S. H. MacDonald, (West 
405 Orpheum Bldg 
Seattle, Wash. 
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No. 861 









WASPER, INO 
JASPER, INDIANA 
REPRESENTATIVES 
Geo. A. Lit Sales Mgr 
R. J. Freeman (Eastern E. W. Thomas, (Southwest W. H. Brown (Chicago-Midwest 
383 Madison Ave 3004 Mountain Ave., Apt. No.2 6708 Glenwood Ave., Chicago 


Phone ROGers Park 3644 
James S. Fowls, (Southern 
3414 Euclid Heights Blvd 
Cleveland, Ohio 
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GF SHELVING HELPS COMPANY SWITCHING TRANSPOR- 
TATION.—When the Shreveport Railways Company, Shreve- 
port, La., recently changed its city transportation system from 
street cars to trolley bus operation, a nice problem in making 
an adequate store room arose. It was solved, however, when 
the M. L. Bath Company, local General Fireproofing Company 
dealers, took the situation in hand and installed a quantity of 
GF steel siielving and racks. Sizes of parts to be stored and 
also of bins were all worked out by the Bath organization so 
that when the job was completed aisle space was right and 
the whole laid out in such a manner that foot travel was cut 
to the minimum. 
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MISS LINDA JOAN AMSTER 

Irving Amster, a member of the sales staff of the 
Hodgman Rubber Company, Framingham, Mass., en- 
tertained a new member of the family over the Christ- 
mas holidays. The guest was Miss Linda Joan, born 
to Mrs. Amster on November 21, and taken to the fam- 
ily home at 25-40 Thirty-first avenue, Astoria, L. L., in 
plenty of time to help decorate the tree. 

ee eee 


MASTER ROBERT RANSOM 
L. M. Ransom, salesman for the Kubli-Howell Com- 
pany, Portland, Ore., and Mrs. Ransom are still re- 
ceiving congratulations on the birth of a son to Mrs. 
Ransom on November 14. The young man has been 
named Robert Loren Ransom.—ATW 


*—-? 


MASTER BURKHOLDER 
Mr. and Mrs. T. J. Burkholder are the proud parents 
of a son born on the morning of December 10. He has 
been named T. J., Jr. Mr. Burkholder is a representa- 
tive for the Marchant Calculating Machine Company 
in San Antonio, Tex.—BCR 


> 


MASTER EISEMANN 
Friends of Al Eisemann, vice-president and manager 
of small goods for the Maverick-Clarke Company, San 
Antonio, Tex., 
proud father of a son, born on November 24. The baby 
has been named Charles Warren—BCR 


=. 


MISS GRETCHEN GAYLE JOHNSON 
Fred Johnson, owner and operator of the Johnson 
Book & Stationery Store, Winfield, Kans., has recently 
become the proud father of a baby girl born to Mrs. 
Johnson last month. The young lady has been given 
the unusual and attractive name of Gretchen Gayle. 


L ’ 
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Che ARISTOCRAT of Adding Machines 








ADDING « LISTING 
SUBTRACTING 






Che Barrett 
GRAYTONE 
“Pp, hd L dy Me f ” 





Capacity $9,999,999.99 


The Barrett Simultaneous Keyboard permits the opera- 
tor to depress an entire amount, together with the electric 
operating bar, thus listing and adding in one operation. 


This Barrett is a marvel for speed, the slightest touch on 
the electric operating bar gives split-second starting. 
Greater is the marvel of the speed at which this Barrett 
electric machine completes its operating cycle. No opera- 
tor is too fast for this machine, as there is no waiting for 
the machine to finish its operating cycle. The famous 





will be pleased to learn that he is the | 


Barrett high-speed adding and carrying mechanism 


makes possible this outstanding and unexcelled speed. 


Split-second Starting Electric Operating Bar 
Operating Speed, 175 strokes per minute 
Barrett Simultaneous Keyboard 
Electric Direct Subtraction 
Electric Total and Sub-total Keys 
Visible Adding Dials 
Non-add, Non-print, Correction and Repeat Keys 


Some BARRETT Models are priced as low as $49.85 


DESCRIPTIVE LITERATURE ON REQUEST 


Barrett Adding Machine Division 
LANSTON MONOTYPE MACHINE COMPANY 


MONOTYPE BUILDING, 24th and LOCUST STREETS, PHILADELPHIA, PA 
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Make a QUIET TYPEWRITER 
of that TAP-TAP-TAP WRITER 


_KIL-KLATTER 


THE SCIENTIFIC TYPEWRITER PAD 





e KIL-KLATTER really reduces typewriter noise ... 
absorbs typewriter shock . .. because it has features 
never before available in a low price pad. Less noise 


and less finger shock mean less office fatigue .. . 


fewer jumpy nerves ... better work! 

KIL-KLATTER is made of genuine OZITE ALL- 
HAIR Felt. It has a treated top to keep typewriter 
legs from digging in ... and a processed bottom 
surface to prevent skidding and sliding. Good for a 
lifetime of quiet service! Size 11 x 13 in., fits all type- 
writers and many business machines. DEALERS 
know that KIL-KLATTER outsells all others . . . dis- 
' 


play it prominently! 


Pressure- 
resisting top 





Non- 
skid back 


FREE DEALER DISPLAYS: With orders for a 
send you FREE a color- 


dozen or more we'll 


ful display card and a quantity of 2-color FITS ALL 
mail enclosures imprinted with your name. TYPEWRITERS 
FREE SAMPLE PAD FOR DEALERS ONLY RETAILs AT 


will be sent, if the coupon below is at- 


tached to your letterhead 


AMERICAN HAIR & FELT COMPANY, 


Dept. D1, Merchandise Mart, Chicago. ere ee 


! 

! 

I 

! 

Send FREE sample of KIL-KLATTER Typewriter Pad and informa- 
{ tion about prices and discounts. 
I 

! 

I 

! 

! 

! 
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DEALER’S NAME 


ADDRESS 
CITY STATE 
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Calendar of Industry 
Activities 
Chronological Arrangement of Major 


Events For Easy Reference 


February 3 to 8. National Business Show, Grand 
Central Palace, New York, N. Y. (Manager) Frank E. 
Tupper, 50 Church street, New York City. 

« » 

February 12. N.S.A. first regional meeting, Spring- 
field, Mass. (Governor) J. E. Feeley, Springfield Office 
Supply Company, Springfield, Mass. 

« » 

March 10 and 11. N. S. A. ninth regional meeting, 
Dallas, Tex. (Governor) W. E. Lowe, E. L. White & 
Company, Fort Worth, Tex. 

« » 

March 14 and 15. N.S. A. eighth regional meeting, 
Kansas City, Mo. (Governor) W. C. Guy, Arkansas 
Printing & Litho. Company, Little Rock, Ark. 

« » 

March 17 and 18. N.S. A. tenth regional meeting, 
Albuquerque, N. M. (Governor) Jack Harper, General 
Supply Company, Inc., Albuquerque, N. M. 

March 31 and April 1. N. S. A. eleventh regional 
meeting, Spokane, Wash. (Governor) G. Prescott Tues- 
ley, Yakima Bindery & Printing Company, Yakima, 
Wash. 

April 28 to May 1. National Association of College 
Stores convention, New York City. 

« » 

May 8 and 9. Illinois Booksellers & Stationers Asso- 
ciation convention, Peoria, Ill. (President) Harry D. 
McFarland, McFarland Office Equipment Company, 
Rockford, Il. 

« » 

May 21, 22 and 23. Wholesale Stationers Association 
convention, Seneca hotel, Rochester, N. Y. (Secretary) 
H. C. Whittemore, 250 Fifth avenue, New York, N. Y. 

« » 

July 21, 22 and 23. National Typewriter & Office 
Machine Dealers Association convention, Palmer 
House, Chicago. (President) John Loser, Noiseless 
Writing Machine Service Company, 95 Chambers 
street, New York, N. Y. 

October 5, 6, 7 and 8. National Stationers Associa- 
tion convention, Palmer House, Chicago. (General 
manager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 

—>-——— 
ROYAL METAL EMPLOYEES RECEIVE XMAS BONUS 

Approximately 400 employees of the Royal Metal 
Manufacturing Company, Chicago, last month received 
a Yuletide bonus which reached 100 per cent of the 
total amount of dividends paid to the stockholders. 
The sum involved was $21,000. 

The bonus payment completed the company’s five- 
year plan to equalize the dividend and bonus totals. 
Four years ago Royal Metal gave a sixty per cent 
bonus, raising it each year to the present amount. As 
in previous years the payments were based on the 
length of service of the individual worker, with a larger 
percentage being paid to married men. 

Actual payment was made on Christmas Eve, when 
Irving Salomon, president of the company, personally 
handed out the checks with his best wishes for a happy 
holiday and prosperous new year. 
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GUNLOCKE PRESENTS 
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MAPLOAK 


COMPLETE NEW SUITE IN COLORFUL — HARD ROCK 
MAPLE-YET HAVING THE SOFTNESS AND WARMTH THAT 
ONLY WOOD CAN GIVE — —— 

MAY WE SINCERELY RECOMMEND THIS SUITE TO YOU 
AND YOUR CUSTOMERS — MADE RIGHT — PRICED RIGHT 
— A SUITE YOU CAN TURN INTO REAL PROFIT. 

White for tijfermatton om Deal's folllin ho 


mailing—— 
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Fer. GUNLOCKE CHAIR COMPANY | 


WAYLAND, NEW YORK 
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MEANS BIGGER DEALER PROFITS IN 1941 
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STEELCASE EXECUTIVE DESK 
No. 7720 





Recognized in the business centers of the country for its distin- 
guished craftsmanship, the Steelcase Line is the fulfillment of every- 
thing the discriminating dealer looks for. Embracing the beauty of 
ultra smart design .. . the luxury of efficient and exclusive working 
features ... the durability of all metal fabrication, every Steelcase 
unit is in itself a masterpiece. For those who will progress and profit 
in 1941 Steelcase provides the perfect merchandising set-up. 


The more exacting your demands, the more you owe it to yourself 
to investigate this great Steelcase Line. Write us today for the 
complete facts. 

















METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN 
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TO ASSURE CONTINUED CUSTOM, SELL RECORD 
SYSTEM TO FIT THE JOB 
(Continued from page 42) 
to show listing of residential or business property, as 
well as farms, lots, etc. Many firms photograph their 
properties and the back of the pocket will house the 
photograph so that it appears immediately above or 
back of the descriptive record. 

Insurance expirations can be handled in the same 
way. Some users combine both real estate and insur- 
ance in the same cabinet, setting aside certain drawers 
for each purpose. They can also be run together by 
using signals to show expirations. 

Hospitals use the book type visible with pockets for 
3x5 cards. I have in mind one sale where the card, 
by using proper signals, shows the condition of the 
patient, room number, whether visitors are allowed, 
etc., etc. This is an ideal arrangement as it saves the 
desk clerk or switchboard operator considerable time 
in answering a flood of inquiries from friends of the 
patient, in routing mail, etc. 

Foundries keep records of patterns by name, number 
and ownership as well as date received, returned, re- 
paired, revised, as well as production of castings, etc. 

Refrigerator dealers, particularly wholesalers, can 
use a book type pocket visible for a quick check of 
models on hand by making a card for each serial num- 
ber and indexing by model with serial number follow- 
ing model. When a unit is sold the customer’s name 
may be inserted and the card transferred to a regular 
vertical file, in alphabetical order. Naturally, the same 
idea is applicable to radio, piano, washing machine, 
auto and furniture dealers, etc. 


Book Visible—Loose Leaf Sheets 


Most dairies doing business direct with the consumer 
have an unusual method of Keeping their accounts due 
to the fact that the driver or route salesman must 
make his own collections. In most cases the accounts 
receivable are in the hands of the salesman and are 
not kept alphabetically since it is easier for him to 
handle them according to calls. As a result the office 
has no record of the amount a customer owes except 
when the drivers’ books are in at the end of the month 
and normally it is quite a job to transfer the informa- 
tion to regular account sheets. 

To simplify this procedure and to make it possible to 
have an office record of the lump sum a customer owes 
at least once a month, we have sold an installation to 
a local dairy including two binders that will accommo- 
date about 1500 accounts. Sheets 34x85 were used 
and they are filed alphabetically by route numbers. 
The sheets show the amount a customer owes at the 
end of each month and by using both sides this sheet 
will give a ten-year history of the account. They are 
so arranged to show whether the customer is a regular 
open account or is “on relief.’”’ No entry is made of 
payments as these are taken care of by receipts. The 
record is made up merely for the purpose of letting 
the customer know what he owes, should he call at 
the office to make payments, and to have a copy of 
the account in a safe place. 

We have recently sold what we consider an ideal in- 
Stallation for a firm making collections for others. 
This firm has from 600 to 800 clients and previously 
they had no up-to-date, condensed record showing 
condition of collections, etc. 

The visible sheet is 45g x8!» and reveals the follow- 
ing information: Date, number of accounts placed for 
collection, total dollars and cents value of accounts, 
monthly remittance to client, total remittances, bal- 
ance uncollected, etc. 

At the end of each year there is a summary at the 
bottom showing: accounts received (‘in dollars and 
cents), amount collected, and per cent of recovery. 

The card or visible sheet shows line of business and 
is signalled at the top so that the user in talking to 
a new or prospective client may pick out other firms 


SATISFACTION 


We aim to make every transac- 
tion a genuinely pleasant expe- 
rience to those we serve—and // 
we don’t miss. Try us when next {7 Yy 
in the market for 


MISCELLANEOUS ALLIED 


Latest price list sent on request 


123 


YIlcelile wm 








Yk Y UY A 
UY WY W'IYy 
Yj Vey Yi 
Z Yj 
LAA AN 
YY, " Le 
y - 





COMPLETE | || 








tj 
Yj 
Yl, 


A\\ N \ \ XX 








PAPER CLIPS V 
PINS A 

UY; a Z 

BRASS FASTENERS TN 


STAPLES 
THUMB TACKS 












and 





STEEL & BRASS 
NECESSITIES 








VAIL 


MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, III. 


“MAIL IT TO VAIL’ 














MOHAW K 


Watermarked Bond 


SCRATCH PADS 


“They Cost No More!” 








The finest line of scratch pads 
made. Pads are manufactured 
from regular run white water- 
marked 16 pound Bond Paper. 
Padding is done with our own spe- 
cially prepared composition, rein- 
forced with cheesecloth. Binding 
will never harden nor fall apart— 
each sheet will tear easily and 
cleanly from pad. 


Stocked in all standard 
sizes. Packed 25 lbs. to 


the carton. 


WRITE FOR SAMPLES 
AND PRICES TODAY! 


MOHAWK TABLET CO. 


1302-1312 N. Halsted St., 
Chicago, Ill. 
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in the same line and show what is being accomplished. 
Should a client question results on his own collections, 
all the information is instantly available and it is easy 
to refresh his memory and convince him that a good 
job is being done. 

Since the average firm places accounts for collection 
three or four times a year and the agency remits 
monthly, we have designed a record that will accom- 
modate a two-year record on each Side or a total of 
four per sheet. 

Ask yourself these questions—What does the cus- 
tomer need? Can he afford it? Can he afford not to 
have it? If the answer to the second question is “Yes” 
and to the third question “No,” then sell him on “it” 
and you'll sell “it’’ to him. 

a 
FREY ADDRESSES SMITH & BUTTERFIELD 
FILING SCHOOL 

A filing school that attracted much attention among 
the business concerns of Southern Indiana has just 
been concluded by Smith & Butterfield of Evansville. 
Classes were conducted by Arthur R. Frey, manager 
of the filing systems division of The Globe-Wernicke 
Co., and included discussions of the basic principles 





TELLING THEM ALL ABOUT FILING.—Arthur R. Frey, Globe- 
Wernicke filing systems division manager, addressing the 
Smith & Buttertield filing school. 





of filing and various systems in general use, with 
particular emphasis on the Globe-Wernicke Safeguard 
filing plan. 

Classes were held for three days and more than 700 
persons attended. About half of them were business 
people from offices in Evansville, Vincennes, Princeton, 
Jasper, Huntingburg, Tell City, Indiana; Owensboro 
and Henderson, Ky. The remainder of the audience 
included senior students from various commercial high 
schools in the area served by Smith & Butterfield. 

_— _—<e.  ——- 
NATIONAL DESK GOES TO DAVID KRAMER 

Involving a price of $35,230, the plant of the National 
Desk Company, Herkimer, N. Y., last month was pur- 
chased by David Kramer, owner of a woodworking 
business in New York City, from the Butler Manufac- 
turing Company, Syracuse, N. Y., former owners of the 
National organization. 

Mr. Kramer became owner of the plant when Judge 
Frederick H. Bryant, in federal court at Utica, signed 
an order by which the Butler company assigned its 
rights in the Herkimer plant for the sum mentioned 
above. 

Following issuance of the order legal representatives 
of Mr. Kramer said extensive alterations and improve- 
ments to the plant will be undertaken immediately in 
anticipation of production on a much larger scale than 
formerly. It was brought out at the hearing that the 
desk plant in recent months has been operating with 
a Skeleton staff and has been closed entirely since 
November 25 

—- -- 





RIDLEY’S TAKES REMINGTON AGENCY 
The Ridley’s Office Equipment Company, Moorhead, 
Minn., last month was appointed local agency for 
Remington Rand Inc., typewriters and equipment. 
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THESE WIDELY KNOWN OFFICE 
ACCESSORIES OFFER DEALERS 
MANY SALES OPPORTUNITIES 
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TABS HAVE THE 
NATURAL READING 
ANGLE OF 45° 





Dependable Globe-Wernicke office accessories and filing 
supplies offers dealers many opportunities for frequent and 
profitable sales. Start the New Year right. . . stock up now 
with fast-moving Globe-Wernicke merchandise and be pre- 


ee oT oe pared to serve the rapidly growing needs of your customers. 
Tabs are set at natural Write for catalog, prices and details of our 
reading angle. Inserts are attractive proposition to dealers. 
removable ... permit 
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CLIP BOARDS 


Choice of striped wood or 
Masonite board. Clip has 
powerful spring for holding 
papers. Note, letter, cap, and 
waybill size 







“TUFTEAR’ MANILA 
FILING FOLDERS 
Built for long, useful service 

all standard styles of tab- 
bing. Made in three weights 













WOOD CARD INDEX TRAYS 
With or without hinged covers 
for 3’ x 5’, 4" x 6” and 5” x 


INDEX (©1698 B) >) 8 ards.* Wood filler in front 
For letter, cap, bill and card — 
index files . . . made with = - 
angular celluloid, flat cellu- ae 
loid, plain, flat metal, and 
angular metal tabs. 






COLUMBIA 
BINDING CASES 

Note, letter and cap sizes . 

" also prescription cases . , 

BOX FILES arch permits documents to be 

Meet most every filing require- examined or removed 

ment. Available in fifteen 










different sizes with many 
- styles of indexing needed 
EVERYDAY FILES in nearly every office 





Eleven styles indexed 


alphabetically, days of week, 
jays of month, etc also 
metal tabs with removable 


inserts. Made in two sizes 














G/W WASTE BASKETS 


Attractive steel waste baskets 







18,98) 29.4 TABS tag AGATE for office and home... easy 
UTILITY U-MAK-A _ A>. camo Moke mars ‘awe lean tu sewn 
All celluloid Cc e ] l u l ° i d mG Made of heavy binders’ board riety of finishes 
wood bottom steel 
: Hy : “ACCESSO” follower 20,4 3s 
: indexing with cloth WOOD DESK TRAYS 5 x8 6" x 9", and check 
everything skirt. Easily Wide hand openings on all file sizes inexpensive 









ae hiding affixed and four sides“and bottom make 
riot hing stick fast it easy to handle papers. 


Globe-Wernicke 


pick’ ;- ‘ ; 
wet Oiarellalarclemmelarie 
0.1.4 ck ntoMn@) RO) A od ar (0.0 00 ok be | od oD) oO OO) oO oh 


S . Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
cadaaalin ae and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving. 
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Vlow—DurinGc TRANSFER SEASON 


“Thousands use Y O U R C us t omers 


these filing aids, wi il be need i ng new 
They insure filing 


e Accuracy and é t ; é n g = Oo ry tT fea { al e r Ss ! 
Efficiency.’ 


| ~—s-iBE SURE TO 
| % SHOW THEM 

P . ii) Quality-Bilt Keatheonid, 
FILE: POCKETS 


and 


. / Double Top Iepemanila 
See FE FILE JACKETS 






















Increase Your Sales by showing these items Now! 


The Ideal Containers for grouped letters and bulky correspondence 






































PAs’ POeGCeatTs 
MADE IN LETTER AND LEGAL SIZES FILE JACKETS 


with 154”, 3/2” and 514” expansion. Have MADE IN LETTER AND LEGAL SIZES 


reinforced corners and foldover gusset tops 


with double fronts and backs, glue welded we ~>dh and 2” expa wee ng ™ sets 
throughout. Reinfo Ms tabs canes ate aoe 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 11-116 Merchandise Mart 
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U. S. GOVERNMENT AS A MARKET 

(Continued from page 43) 
authorizing him to ship the goods. If the original bid 
invitation called for delivery to a Government office, 
the vendor must arrange for the transportation and 
pay the necessary charges. If, however, prices were 
requested f.o.b. shipping point, the purchase order 
will be accompanied by a Government bill of lading 
and the Government will pay the transportation 
charges. 

If your material passes inspection, your account will 
be put in line for payment; however, it is necessary 
either to submit a bill or to execute a voucher fur- 
nished by the ordering office (depending upon the 
practice of the office with which you are dealing), 
before your check will be mailed. Instructions as to 
the proper method of presenting your bill and of 
executing certificates to the effect that your claim is 
“correct and just and payment therefor has not been 
received,” etc., will generally accompany the purchase 
order. Follow exactly the form of certificate required 
and any other instructions so that your check will not 
be held up. These formalities play an important role 
in the audit of accounts prior to payment by finance 
offices, which are liable should an incorrect bill be paid. 

Aithough the Army and Navy have authority under 
recent legislation to let contracts by negotiation, this 
authority will probably only be used in connection with 
the procurement of munitions and ordnance supplies. 
It is very unlikely that it will be used in connection 
with the purchase of office equipment. 

Role of the Procurement Division 

Responsibility for Government buying policies, pro- 
cedures, and methods rests largely with the Procure- 
ment Division of the Treasury. This division is pri- 
marily a policy-forming organization. Its policies are 
based on studies which it is currently making, and on 
procurement principles developed in the Treasury 
Department since the days of the Office of Purveyor 
of Supplies (established under the Treasury in 1795). 
It should again be noted that the actual operation of 
buying is largely decentralized. However, the Procure- 
ment Division enters into term contracts for the fur- 
nishing of supplies to Federal agencies at fixed prices 
during the contract term, which is usually a year. The 
provisions of these contracts, including prices, delivery 
conditions, discounts for prompt payment, contractors’ 
names and addresses, etc., are published for official 
use in a series of pamphlets (like mail order cat- 
alogues) under the title of the General Schedule of 
Supplies. Each pamphlet contains items of a related 
nature catalogued under class numbers. Office ap- 
pliances are mainly covered by Class 26 (Office fur- 
niture: chairs, desks, bookcases, filing sections, safes, 
etc.), Class 53 (Office supplies: stationery, pencils, 
paper fasteners, pens, folders, binders, etc.), and Class 
54 (Office equipment: typewriters, calculating ma- 
chines, duplicators, dictating machines, etc.). A few 
items for use in offices are contained in other classes; 
for instance, floor coverings are listed in Class 27. 

The items listed in the General Schedule of Supplies 
are those in rather common usage. All Government 
agencies in the District of Columbia obtain their re- 
quirements of materials listed in the General Schedule 
of Supplies by drawing purchase orders against the 
contractors awarded those items. In the case of cer- 
tain items, Government activities throughout the 
United States are required to purchase their needs 
of the items listed from the contractors indicated. 
Other items may be purchased by Government 
agencies outside the District of Columbia if they so 
desire, and if the contractor elects to honor their 
orders. The total value of business received by the 
contractors under the General Schedule of Supplies 
amounts to nearly half of the total Federal purchases 
of office appliances. It is thus highly desirable to 
secure a listing on the General Schedule of Supplies. 
However, such listing is obtainable only through com- 
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As for the past 22 years, this Fine Leather 
Goods Line will make your cash register 
ring merrily with new ideas. 


AS IT DID IN: 
1921-1923-1925 .. - With the Newest Ideas 


in handles, deluxe construction and new locks. 


1926-1927... With the Newest Ideas in 2-in-1 
Portmanteaus, and the first Zipper Cases. 


1929-1931-1932 . . . with the Newest Ideas 
in the first Disappearing handles and complete 
Zipper Case line. 


1933-1934-1935... With the Newest Ideas 
in the first turned edge construction, Multipocket 
Portfolios, Fan File Cases; and the first complete line 
of Zipper Ring Binders. 


1937 to 1940... With the Newest Ideas in 
“Styling,” Model Stock Ensembles and simplified 
catalogs for the first time in Brief Case and Portfolio 
history. Also, the introduction of a Commercial and 
Industrial Department for Commercial Stationers— 
including our SALESFOTO VISUALIZER, VISUALOPE 
and TRANSELOPE 


AND NOW FOR 
1941 


10 NEW PROFIT 
IDEAS —MORE 
THAN IN ANY 3 
PREVIOUS YEARS 





231 S. GREEN ST. 


STEIN 


BROS. MFG. CO., INC. 
CHICAGO 
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WARSHAW sureties 


Let WARSHAW's products help you get off 
to a good start in 1941. Every item is an 
outstanding value at a price every buyer 


will find completely satisfactory. 


Made to meet a standard recognized busi- 
ness need and priced to give extra value, 
each WARSHAW product is an everyday 
bread and butter item. 

Make a habit of selling WARSHAW Filing 
Supplies. It is a good habit and a profitable 


one. Ask for samples and prices now. 







THE 
WARSHAW 


MFG. CO., INC. 
1 Main St., Brooklyn, N. Y. 





ROLL LABELS 
GUIDES 
INDEX CARDS 
REINFORCED 
FOLDERS 
PROTEX 
STICKONS 
MENDING TAPE 


GUMMED 
INDEX TABS 
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Standard Esterbrook RE-NEW-POINTS 
Reduce Inventory to a Minimum 


No other fountain pen line permits complete 
coverage of every writing need with such a 
low inventory of units... or actual invest- 
ment. Esterbrook is a business pen — made 
for business use. 

THE ESTERBROOK PEN ¢ eo 


86 Cooper Street, Camden, 
or The Brown Brothers, Limited, Seat Canada 


bstertrvuk 


FOUNTAIN PENS 


WORLD’S GREATEST PEN MAKERS SINCE 1858 
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petition with other vendors who are equally desirous 
of securing awards. 

Bid invitations for Class 26 are generally issued in 
September for an opening within thirty days and 
contract period of twelve months from the succeeding 
January. Bid invitatons for Class 53 are generally 
issued in summer for a thirty-day opening and a con- 
tract period of twelve months from the succeeding 
December. In 1941 it is expected that bid invitations 
for Class 54 will be issued in March, opened thirty days 
later, and contracts awarded for a year from the 
succeeding July. 

Contractors are required to report monthly the value 
of sales made under their contracts. The dollar value 
of reported sales for a previous twelve-month period 
is shown for each item in the bid invitation. This 
information is a guide to prospective bidders as to the 
amount of business they may expect if they are suc- 
cessful in obtaining an award, and is also used to 
compute performance bonds. 

In addition to contracting for certain items of office 
appliances the Procurement Division also buys quan- 
tities of certain other items of office equipment for 
warehousing and distribution to Government agencies. 
So far as these stock items are concerned, the Procure- 
ment Division makes its purchase in the manner 
described above. 

Salesmen calling at the Procurement Division are 
assured of a courteous reception and careful consid- 
eration. The morning hours are set aside for discus- 
sions with salesmen, although appointments may be 
arranged for the afternoon especially when the caller 
is from out of town. By calling at the office of the 
chief of the purchase division (J. Walter Peed), a 
caller is promptly put in touch with the proper person 
to handle his inquiry. The division also makes it a 
rule to reply to letters promptly. 

The activities of the forty-two field offices of the 
Procurement Division are restricted to purchasing for 
the Emergency Relief program. These offices control 
in no way the purchasing operations of other Govern- 
ment agencies, which have their own field purchasing 
offices. As has been pointed out above, contact must 
be established with each office in whose business you 
may be interested. 
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STAMP PAD 


NEW DRESS FOR CARTER’S STAMP PAD.—The Carter's Ink 
Company, Kendall square, Boston, Mass., has recently provided 
a new and attractive stamp pad box for which the following 
features are claimed. 1: Rolled edges to protect fingers and 
rubber stamp; 2: Round corners to prevent ink seepage and 
provide strength for the box; 3: Cover with step design shoul- 
der to prevent jamming; 4: Cover hinges set away from pad 
to prevent contact with ink; 5: Streamlined cover lifts to elim- 
inate finger injury. The pads are available in five sizes and 
five colors, black, red, blue, purple and green. 


—- 


ZELLERS NAMED DIRECTOR OF N. Y. BOARD OF 
TRADE 

John A. Zellers, vice-president of Remington Rand 
Inc., was named chairman of the board of directors 
of the New York Board of Trade at a recent meeting 
of the directors at the India House, New York City. 
Mr. Zellers becomes board chairman of the group after 
having completed a year as its president.—BJ 
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BEAUTY THAT 
SPEAKS FOR ITSELF 


in the New 


Modernaire 
Line! 






AGAIN 


Invincible sets the pacel 
When the great Modernaire 
Line was announced, it was in a 
class by itself as the most distinctive 
matched business furniture ever offered. 
Now come important refinements to bring 
the new 3000 line of Modernaire Desks and 
Tables to the highest degree of beauty, de- 
pendability and serviceability! Its distin- 
guished, streamlined styling and beautiful 
finish—plus outstanding construction and 
convenience features—set a new high in 
sales and profit opportunities for deal- 
ers everywhere. Write at Once 
—for beautifully illustrated cat- 
alog with complete specifications 





















































INVINCIBLE METAL FURNITURE CO. 


2601 FRANKLIN STREET MANITOWOC, WISCONSIN 
EASTERN WAREHOUSE: 401 NORTH BROAD STREET, PHILADELPHIA 
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DITTO, Inc. 
625 S. Vakley Blvd., Chicago 
Gentlemen: Without obligation please send me 


) New D-44 Data 
) “Copies—Their Place in Business 
4 New Trend in Accounting—Order-Billing 


Arrange a Ditto demonstration for me 
My Name.. 
Company . 
iddress. 
State 


Crty County 
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CUTS A PATH THROUGH 
DETAIL ! 


All of us have been too patient with 
the time waste, and the inaccuracy 
of the usual methods for handling 
accounting and paper work. 


Figures are no good unless they’re 
fresh and accurate. Ditto one-writing methods get 
fresh, accurate answers! Ditto one-writing meth- 
ods are the natural response of business to the 
too-complex, repetitive systems in vogue. They 
are a revelation to executives who are charged 
with responsibility for payroll, inventory, 
accounting—they are a route to speed, accuracy 
and personal effectiveness. 

Send coupon for fascinating booklets, “The 
New Trend in Accounting,” and “Copies, Their 
Place in Business”—a profitable move for any 





executive! 
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Plans Completed for Opening 
of National Business Show 


ITH last-minute plans completed and all details 

ironed out for the handling of visitor and ex- 
hibitor facilities and comfort, the thirty-seventh an- 
nual National Business Show will open at the Grand 
Central Palace, New York City, on February 3. The 
exposition will close six days later. 

Advertised throughout the nation as “The Doorway 
to Better Business Methods,” the show will be a re- 
flection of what the better business office is using. 
Like many another field, the office equipment indus- 
try, through its hundreds of manufacturers, believes 








CHARLES H. HUNTER 


FRANK E. TUPPER 


1941 is to be a banner year, with industry speeded up 
to hitherto unexperienced tempos. And so the manu- 
facturers created, designed and built new machines 
and equipment to meet whatever speed is needed to 
face any emergency. 

Perhaps no better way of explaining the many ad- 
vantages offered by the National Business Show can 
be found than to refer to a series of cards which Presi- 
dent Frank E. Tupper of the National Business Show 
Company, and his Chicago manager, Charles Hunter, 
have mailed out to the trade by the thousands. Picked 
at random are some of the pertinent messages con- 
veyed by these nine by four mailing cards: 

“You can improve customer relations and obtain 
more business as a result of a well-planned and capably 
managed exhibit.” 

“Orders from contacts made with a single prospect 
have often paid a net profit to the exhibitor on his 
entire Business Show investment.” 

“Discriminating buyers will be seeking what you are 
selling.” 

Because of the tension of the present time and the 
rapidly increasing business brought about by the na- 
tional defense program, the various exhibits will be 
as one in demonstrating to the visitor that manufac- 
turers in the industry have worked toward one end— 
that of completely eliminating waste, error, delay and 
other inefficiencies in the operation of a modern busi- 


ness organization. 
<a ¢ 


HANSON EMPLOYEES RECEIVE BIGGER BONUS 


Employees of the J. L. Hanson Company, 552-54 West 
Adams street, Chicago, last month were 
happy recipients of a Christmas bonus which was dis- 
tributed just before the holiday season began, and 
which was larger than any previous similar payment 
disbursed by the firm. 

Based on the individual employee’s length of service, 
the Yuletide bonus consisted of one, two or three 
weeks’ pay, the older members of the staff and shop 
receiving gifts in proportion to their longer terms 
with the organization. 
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says: 


Watch My Pages 
for a HAPPIER 1941 


A Special Announcement 
in my 
FEBRUARY ISSUE 


of great interest 
TO ALL DEALERS 


Ames Supply Company 
564 W. Randolph St., Chicago 


37 Murray St., 583 Market St., 


New York San Francisco 
206 Lane St., 11 Pryor St., 
Dallas Atlanta 


Agencies in Principal Cities 











Start 
YOUR 
DRIVE FOR 

BUSINESS 






1941 


with 


FULTON 
DATERS 


and 


ALL-WEATHER 
STAMP PADS 









FULTON 
SPECIALTY CO. 
Elizabeth, N. J. 











Sales Offices: 200 Fifth Avenue, New York City 

















A year ‘round 
TOP NOTCH SELLER! 


for the man 
who has lots 
to carry 











No. A2017 


} 
Profit in 1941 with this handsome brief bag—watch your volume grow. It has | 
three pockets, lots of capacity and Talon closing with lock. Its reinforced | 
construction makes it sell on sight to men who demand durability and utility | 
and lots of room in a brief bag. 


FREE CATALOG—24 pages—illustrated. A commercial or school zipper case 
for every taste—a price for every purse. Get your copy. 


omNPPE It otc 


MLE_ LEATHER GOODS Merchandise Mart 


412 N. Orleans 
Street 
— 




















Make S| W Your 


BUYING 
— 


Office ae, 


Typewriter, Adding, Calculating Ma- 
chine, and various office machine 
PARTS and SUPPLIES, 


RIBBONS and CARBONS. 


Typewriters, Adding, Calculating, Bill- 
ing, Bookkeeping, Addressing and Dic- 
tating Machines—SELECT ROUGH AND 
REBUILT. 


SHIPMAN-WARD MF6. CO. 


“The Dealers’ Quality House.” 
325 North Wells Street, Chicago, Dlinois. 


———— 
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New Machines and Devices Section ] 
Continued from Page 58 
nounced a series of plastic fiber desk pads which are 
being introduced to the trade. 
The desk pads come in three sizes, 12 by 18, 14 by 20 
and 18 by 24 inches. They are of wear-resisting plastic 





THE PLASTIC FIBER BOARD DESK PAD 


fiber board which is immune to heat or cold and is 
stainless and inkproof. They are made smooth on both 


| sides, are equipped with a pencil groove at the top and 
| decorated with a double score line. 


ill cc 
NEW B. & R. PAPER SHREDDER 
The Blomfeldt & Rapp Company, 108 North Jeffer- 
son street, Chicago, has recently announced a new, 
streamlined paper shredder which has been given the 
designation of the No. 4 B. & R. 
The B. & R. shredder is equipped with rotary cutters 





THE B. & R. NO. 4 PAPER SHREDDER 


and was designed for use of establishments not requir- 
ing a large machine. It can be set up in any office 
and occupies a space of only 22 by 32 inches. The 
operation is simple; there being a table attached to 
the shredder from which the operator feeds the paper 
into a hopper which in turn delivers the cut paper 
to a box or other receptacle. All moving parts are 
fully covered and protected. The shredded paper 
which the machine produces is soft and pliable and 
can be utilized for packing purposes. 

Other features of the paper shredder are (1) Knives 
of high grade tool steel which are interchangeable, 
(2) gears are cut gear with a driven gear of rawhide 
to eliminate noise in running, (3) hopper measuring 
914 inches to handle standard letters and (4) a quarter 
horse-power motor mounted on the machine. 

The unit is designed for strength and durability. 
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BUSINESS FURNITURE. 
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BRANCHES 


NEW YORK CITY 
CHICAGO, ILL. 
PITTSBURGH, PA. 
LOS ANGELES, CAL. 
MIAMI, FLA. 














sirable structural feature is found 
Troy Desks. 

A single sheet of steel ru 
completely around the desk 


the black linoleum top is 
steel and the drawer pulls « 

Executives and secretaries’ I 
chairs, office tables and waste b 
to match. 

Keep step in your selling with t 
tempo of modern business—if the 
is a lag, tone up with Tre 

Designed to attract, bt 
endure and priced to sell. 
for our 1941 catalog and 
er's proposition. 


THE TROY SUNSHADE co. 
TROY, OHIO : 
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PRONTO 
STORAGE FILES 


Saves 60% of filing cost... 
Store all your inactive records in Pronto Storage 
Files and use your steel equipment over and over 
again. These low cost PRONTO files are just what 
you have been looking for! You can now keep your 
records clean, orderly and easily accessible. 


Records Easily Located... 

When PRONTO files are used your records are 
always at your finger tips. ... No need of juggling 
heavy cartons or bundles. PRONTO’S sliding draw- 
ers glide smoothly and the bottom drawer is as 


easy to get at as the one on top. 


Saves Floor Space... 
PRONTO files are constructed so that 
interlock them into solid batteries and stack them 


you can 
as high as the ceiling, saving valuable floor space. 
Additional files can be added when necessary. 


Sturdy Construction... 

So that PRONTOS will stand the abuse all storage 
files receive, they are constructed of the highest 
quality 275-pound test corrugated fibre board and 
reinforced with steel not only on the shell but the 
four corners of the drawers as well. PRONTO files 
are delivered flat. They can be set up in a jiffy 


without the use of tools. 


‘‘Front Office’’ Appearance 

PRONTO files can be kept in the front office. They 
harmonize with your regular steel equipment. 
PRONTOS have an all steel drawer front finished 
in Olive Green and yet cost no more than ordinary 


corrugated storage files. 








CHECK SIZE 
No. 1941L 






STEEL SLIDING 
FOLLOW BLOCKS 


40c 
ADDITIONAL 


MADE FOR 
ANY SIZE 









LETTER SIZE 
No. 1210L 





LEGAL SIZE 
No. 1510L 





SANITARY BASES 


made for all size 


sc’ $1.75. AA 





35 SIZES and PRICES 





Inside Dimensions | PRICE 


| Inside Dimensions 


PRICE 





on : ; 
on | Suggested Uses Width | Helaht | Lenath | Sinale | Gartoa No. Suggested Uses Width | Helaht | Lenath | Sinaie | Garton 
12101. | tLetter Size 12° 10%; | 24 $1.94 $1.79 1851M | 5x8 Cards 8*, 54 18 $1.35 | $1.25 
i210M | Letter Size 12% 10', 18 1.89 1.74 1851S | *Deposit Slips (2 Kows s 535 15 | 1.30 1.26 
1210S | Letter Size 12% 10°, 15 1.84 1.69 I84iL | Deposit Slips s 4, 24 1.29 1.20 
A5i0L | tLegal or Cap 15°. 10% 24 2.34 2.19 1841M | Checks or Vouchers 8 4'5 Is 1.25 1.15 
1510M_/|tLegal or Cap 15 10, 18 2.29 2.14 i731L | Tabulating Cards 7 3 24 1.29 1.20 
i010L |*Documents (2 Rows 10 10%, 24 2.80 2.45 1e45L |*3x5 Cards (3 Rows 16 4 24 2.25 2.09 
_109L Invoices 10°. &\ 24 1.79 1.64 12451 *4x6 Cards (2 Rows 12 5 24 1.75 1.58 
‘108L_|*2 Rows 8x5 Forms 10°, 84) ~ 24 1.90 1.75 1245M |*Sales Slips (2 Rows 12 5 18 1.70 1.53 
108M |*Invoices or 2 Rows 8x5 10°, 844 18 1.85 1.70 1251 Charge Slips 12 5 24 1.70 1.55 
1970L | Applications 9 7 24 2.00 1.75 103L |*3x5 Cards (2 Rows 19 33, 24 1.65 1.50 
1971L | Freight Bills 9 7 24 1.60 1.50 1038S |*3x5 Cards (2 Rows 10 33,4 15 1.60 1.45 
19%1L | Record Cards 9 6 24 1.58 1.48 15911 Documents (Upright 4 9 24 1.89 1.70 
1961M | Claims 9 6 18 1.53 1.43 15921 Vouchers (Upright Si, 10°, 24 2.15 1.85 
104L. | Checks 10 4°; 24 1.65 1.55 9121 tLedger Sheets 9 12 24 2.35 2.20 
1941L | Drafts or Checks 9 44 24 1.29 1.20 9128S *Job Tickets or (2 Rows 9 12 15 2.25 2.00 
1941IM | Checks 9 444 18 1.25 1.15 1212M |tLedger Sheets 12 12% 18 2.80 2.58 
i551 Meter Stubs Si, Si, 24 1.80 1.55 1412L |+Large Forms 14°, 123, 24 3.90 3.79 
1a51L_| 5x8 Forms R! 5% 24 1.40 | 1.30 i413L_|*Large Forms i4 13 24 3.90 3.79 





*These numbers have divider partitions which are removable. 


PRONTO FILE CORPORATION, 349 BROADWAY, NEW YORK, N. Y. 


tPacked 6 to a carton 


all others packed 12 to a carton. 
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A pusher and special sprockets force the paper 
through the machine with rapidity. The shredder 
weighs 375 pounds and is shipped ready to run. 
Se eee 

A. W. FABER PRODUCES NEW PENCIL LINE 

A new line of lead pencils with an unusually wide 
tone range has been announced by A. W. Faber, Inc., 
Newark, N. J., under the name of the Winner Techno- 







THE “WINNER” PENCIL AND CONTAINER 


Tone, and will be placed on the market about Janu- 
ary 15. 

The announcement was made by H. U. Bittman, 
sales manager of the company, who said the new line 
will be made in seventeen tones of black ranging from 
6B to 9H. Two more important features of the pencils 
are a grit-free smoothness and a deep richness of 
color. 

Those engaged in the pencil crafts may obtain sam- 
ples in the degrees they most frequently use by com- 
municating with A. W. Faber, Inc., at the firm’s home 


offices. 
a Oe 8 


NEW ROSS DUPLICATOR ANNOUNCED 
The Ross Laboratories, 1488 Merchandise Mart, Chi- 
cago, has announced a new hectograph duplicator 
under the name of WritO. The new machine is a pan- 
type duplicator which takes a specially developed com- 
pound said to give an unusually large number of clear 
copies. The hectograph material can be used without 








PACKAGE AND CAN FOR WRITO PUBLICATOR 


waiting and will not crack, dry or spoil, besides having 
the additional features of being non-sticky and odor- 
less. Any type of paper may be used on the machine 
which is fully guaranteed. Further details, prices, etc. 
will be furnished the dealer on request. 
SEE a a eee 
CONTROLLED FILM FILE HUMIDITY ANNOUNCED 
BY REMINGTON RAND 
Chemically controlled humidity within a storage file 
for long-period preservation of valuable microfilm rec- 
ords is the latest filing development announced by 
Remington Rand Inc., 465 Washington street, Buffalo, 
i 2 
Nine drawers of the 585/16 inch high file hold 900 
standard 16 mm film storage boxes. This permits three 
and a half million separate records to be housed in 
the same floor space occupied by the ordinary steel 
file. A tenth drawer contains the stabilizing chemical 
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CHAIRS 
/ 


POSTURE 








t4 No. 2425 

Side Arm Chair 

TWO OF EIGHT NEW POPULAR PRICED CHAIRS 
Square Tubular Steel Construction 


No. 2800 
Arm Swivel Chair 


Smart e Colorful @ Modern 


Write for 1941 Catalog 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 


Comfortable e 











POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 























TRINER 


Hair-line 


e PS Weight 
= 







Indication 


"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Unele Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


Ne. 84 illustrated above is of 1 Ib. capacity by % 
eunces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 


I i i P E n CHICAGO ILLINOIS 


2714 W. 2st Street 























TECHNYGRAPH RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


@ 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@®FEATHER- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lamarith. 


oe 


@ PLEASING TO THE 
EYES, smooth to the 


touch, easy to clean 


ell 


and keep clean. 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Luamarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


aa Ce 


ee 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
7 : page broadside show- 
sTVLt TIPS ARE ing the styli in actual 
CADMIUM-PLATED size and color. 





THE TECHNYGRAPH, TECHNY, ILL. 
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which maintains a 51 per cent humidity within the 
cabinet—the ideal condition for microfilm preserva- 
tion as determined by U. S. government chemists. 

Slots in drawers permit the conditioned air to cir- 
culate freely within the unit, while rubber gaskets over 
drawer heads prevent it from escaping. 

ea sigalg a 
MECHANICAL INSTRUCTOR TEACHES SHORTHAND 

The Trans-Lux division of the Tyler Kay Company, 
775 Main street, Buffalo, N. Y., is introducing a new 
device which is described as a mechanical instructor 
for shorthand classes and is named the Trans-Lux 
Visualizer. 

Through use of the machine shorthand notes or 
typed material are projected onto a daylighted screen, 
two or more lines at a time. It is arranged at such 
a height as to automatically oblige the students to 
adopt a correct posture as they learn to develop speed 
in typing. 

The lesson to be learned appears on the screen two 
lines at a time, moving upward and out of sight at 
a speed determined by the instructor who controls 
the device and can make the projected matter move 
into and out of sight at a rate up to 200 words per 
minute. The Trans-Lux Visualizer weighs 300 pounds, 
stands ninety-two inches high, fifty-eight inches wide 
and thirty-four inches deep. 

—- © —_—_—_—_—— 
MOHAWK’S NEW SCRATCH PAD LINE 

The Mohawk Tablet Company, 1302-12 North Halsted 
street, Chicago, has announced available to dealers a 
new line of scratch pads. The pads are manufactured 














THE MOHAWK SCRATCH PADS AND PACKAGING 


by the company of water-marked 16 bond paper stock 
and are bound with the firm’s exclusive composition 
padding compound which cannot harden or dis- 
integrate. The padding has a two-fold feature of 
toughness and elasticity to permit the pages to be 
torn cleanly and easily from the pads, which are avail- 
able to the dealer in seven standard sizes and are 
packed in cartons of twenty-five pounds. Samples as 
well as prices will be supplied on request. 
oo 
STARKEY’S CORRECTION FLUID NOW HERMETI- 
CALLY SEALED 
The Starkey Paper & Supply Company, 720 Delaware, 
Kansas City, Mo., has announced that its well-known 
line of correction fluid is now sold in hermetically 
sealed cans which provide several advantages over the 
previous method of packaging, in addition to meeting 
all postal requirements in so far as mailing is con- 
cerned. The modern packaging is so compact that it 
takes very little more shelf space than the bottle with- 
out the can. Further particulars will be supplied on 
request. 





——__—_ 9-9 


ROBERTSON JOINS CHICO COMPANY 
J. D. Robertson, formerly connected with A. Car- 
lisle & Company, San Francisco, for sixteen years, 
and before the two concerns merged, with the Isaac 
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Texcel NT-92 plays a Tunoful Profit 
HIT THE RIGHT NOTE WITH 
TEXCEL NT-92 CELLOPHANE 
TAPE IN THE l5c and 25c 
DOUBLE DUTY DISPENSER 











This attractive, handy unit with the 
double duty cutters is a real innova- 
tion. Never before has there been 
such a sensational demand for this 
improved clear transparent tape. 


Texcel NT-92 seals instantly without 
moistening. Ideal for a hundred-and- 
one uses. Stock up and supply in- 
dustries, stores, offices, homes, librar- 
ies, art departments, drafting rooms, 


schools, etc. 





¥ ORE 
, \ THIS SIDE THIS SIDE 
Give added push to your sales vol- Yaathata. Maathaia. 


ume by featuring Texcel in the new 
eye-catching Counter Display Car- FOR CUTTING FORSUTTING 








ton. This silent TEXCEL TEXCEL 
high pressure ( BEFORE AFTER 
salesman de- APPLYING APPLYING 
serves a promi- 

nent place « On 


On your 
counters 
and in your 
windows. 








% 


REAL 25c Roll with double duty dispenser x300” 
25c Roll with double duty dispenser....../2”x360” 


Roll with double d d "180" 
VALUES 15c Roll with double duty er ogo 


10c Roll without dispenser 





PACKED IN COLORFUL COUNTER DISPLAY CARTONS / 


LARGER, HEAVIER DISPENSERS 
FOR COMMERCIAL AND OFFICE USE 


No. 1—Commercial Dispenser for 2592” rolls. 
No. 2—Office Dispenser for 1296” and 792” rolls. 














COMPLETE RANGE OF THE POPULAR SIZES. PRICES ON REQUEST 


INDUSTRIAL TAPE CORPORATION 





CHICAGO, ILL. ° NEW BRUNSWICK, N. J. > SAN FRANCISCO, CAL. 
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YOU HAVE NEVER 


SEEN ANYTHING 
LIKE THIS—NOT IN =“ 


THE NEW FIREFOE 
FIBRE BOARD FILES 
TRANSFILE 


TRADEMARK 









This. drawer really rolls! 


It's a fact. The heavier you load the drawers on this new 
FIREFOE TRANSFILE the easier they roll back and forth. Here's 





easy drawer action comparable to file units many times its : 
* . ill h See this 
price. A gentle nudge of the little finger will operate the Ball! 
drawer. all. 
FIRE RESISTIVE. A specially processed fibre board covered It 1s one of eight ball 
with asbestos makes the case positively non-inflammable— cially ‘eusieeciod ioe! 
vermin proof, too! Sicles bateten, te 
drawer bottom and the 


case bottom. 


AUTOMATIC STOP. Special stops prevent drawers from 
being pulled out unintentionally and spilling contents all over 
the floor. 


PLUS all the other famous TRANSFILE FILE features, mak 
the new FIREFOE the outstanding value on the market. Cor- 
pletely finished in green outside, it matches all your regular 
filing equipment. 








You have to see the new FIREFOE, and try it and test it b-- TORCH TEST 
f ' lj . . ° 2. | 
ore you'll believe it is possible. Send a sample order today FIRE RESISTIVE 
GUIDE SYSTEM & SUPPLY COMPANY cots was nowiehananahte we sublected ft te 
335 CANAL STREET, NEW YORK, N. Y. “a CO 
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Upham Company, last month joined the Chico Book 
& Stationery Company, Chico, Calif. 

Mr. Robertson will be in charge of all outside sales 
of the company which is located at 434 Broadway in 
Chico. 





A RECENT SPEED-O-PRINT DISPLAY SET-UP.—Dwyer Broth- 
ers, stationery and office supply firm of Trenton, N. J., re- 
cently made this set-up of Speed-O-Print window and counter 
display as a means of acquainting their customers with the 
Speed-O-Print duplicator and duplicator supplies. Also seen 
in the picture is a ‘Pulpit’ which acts as a merchandise 
display unit and stock cabinet. 
—— > 
OLD TOWN ADDS TWO TO SALES STAFF 

The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., last month announced the appoint- 
ment of two more sales representatives. They are Chet 
Smith, of Kansas City, and David E. Graham, New 
Rochelle, N. Y. 

Mr. Smith will represent the company in the middle 
western states including Illinois, Wisconsin, North Da- 
kota, South Dakota and Minnesota. Mr. Graham will 
take a territory consisting of the New England States. 

Both men spent a considerable time at the factory 
working with the home office staff on a new and com- 
plete dealer distribution program scheduled for an- 


nouncement some time in January. 
cee Tal 





THE ABOVE PHOTOGRAPH IS ONE TAKEN FROM THE DAWN 
MANUFACTURING CORPORATION'S NEW FOLDER WHICII 
IS DESCRIBED ELSEWHERE IN THIS ISSUE. 


oe _- 
FRIDEN CLOSES SUCCESSFUL YEAR WITH 
EMPLOYEE BONUS 
The Friden Calculating Machine Company, San 
Leandro, Calif., celebrated a highly successful year of 
business by paying a substantial bonus to each of its 
400 employees. Friden has been in operation since 
June, 1934, when its first calculator was sold. Since 
that time, however, it has experienced a continuous 
growth of business until in 1939 it was found necessary 
to add a new wing to the plant which doubled manu- 
facturing facilities and capacity. At the time of pay- 
ing the employee bonus just before Christmas, the 
company reported the largest back-log of unfilled 
orders in the history of the organization. 
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“IT like my new chair 
because I am not obliged 
to sit in a strained posi- 
tion, but am able to re- 


lax and sit properly.” 


This was the re- 
mark of a secretary 
when given chair 
No. 9213. 


entifically 


It’s sci- 
correct 
in design, for body 
comfort and to pro- 
mote efficiency. 

As with a shoe 
that does not fit the 
foot, a misfit chair 
can cause much dis- 
comfort and many 


ailments. 


Feature Murphy Chairs—they are abso- 
lutely right. 


MURPHY CHAIR COMPANY 


INCORPORATED 


OWENSBORO, KENTUCKY 








EXTRAORDINARY VALUE 


Value and price do not mean the same thing. Too often 
a low price does t mean good value. But when you 
have a low price and excellent value you have a combi- 
nation that is extraordinary. St. Johns office tables No. 28 
and No. 29 are exceptionally well constructed. The No 
28 is made ted Northern Oak and comes in Office 


Golden finish and School Brown finish. Its companion 





table No. 29 is made of solid Northern Michigan hard Maple 
in walnut, mahogany or School Brown finish. These tables 
are d € ‘tional smartly styled. Their charac 
teri sure excellent value. Their prices are more than 
sat e tables are outstanding examples of 
the many extraordinary values in the St. Johns line 


Write for the new St. Johns catalog showing these and 
many other distinctive tables in the St. Johns line. 














ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 
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TODAY is swiftly passing . . . be alert for oppor- 
tunity and quick to grasp it! 





No. F 760 







Use and recommend 


ephyr OFFICE DESKS 


TODAY, action approaches the speed of simple thought. 
To succeed, you must keep pace with the leaders—those 
who employ every available means of quickening re- 
sponse. ZEPHYR fits this program; it has facilities for 
getting the facts—fully and swiftly. In this way, the basis 
for decision is quickly completed, time is saved and 
business better served. 

ZEPHYR is available in executive, secretarial and type- 
writer desks, the latter in both drop-head and fixed plat- 
form type. Office tables, telephone stand and cabinet, 
costumer and waste basket are available to match. See 
our 409 catalog. 


Jasper Office Furniture Co. 


JASPER, INDIANA 















» « oe! 
and PROFITABLE 
NEW YEAR 


With Ehrlich 
upholstered of- 
fice pieces ... 
the “sales val- 
ue” is built in 
. .. Ehrlich up- 
holstery makes 
satisfactory 
sales...a fast 
growing, quick 
selling line. 


* 


Write for fully illus- 
trated catalog today. 


EHRLICH UPHOLSTERY WORKS 


520 West 43rd St., New York, N. Y. 
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CLASSIFICATION—EDUCATION—PROTECTION 
PRIMARY FACTORS IN RECORD KEEPING 


(Continued from page 44) 


when discussing important records, that if an impor- 
tant record has a great cash value, due to cost of repro- 
duction, the cost of properly housing that record may 
be a small item. 

Class 3—Useful Records: Into this class fall such 
records that, if lost, might mean a great inconvenience, 
but with few exceptions would present no great ob- 
stacle to the resumption of business. General corre- 
spondence is a good example of useful records. Be- 
cause of their volume and their slight importance, it 
would be foolish to spend the money to give them 
special protection against fire. 

Class 4—Non-Essential Records: This class includes 
principally records that have outlived their usefulness 
and should be destroyed, as they only add to the fire 
hazard. 

In classifying a record, we must take into considera- 
tion such things as contingent value, legal value, inter- 
ference with operations, relations with public or cus- 
tomers, relations with government authorities, diffi- 
culty and expense of replacement. 

In classifying records and computing the space 
needed, it is very important to consider the length of 
time that that record should be kept. Should it be held 
as a permanent record or is it only necessary to keep 
it one year? If that record has no value, after one, 
two or seven years, it should be destroyed so that the 
active records would not suffer in space and efficient 
handling. 

So it behooves you who constantly sell forms, sup- 
plies and record containers, to be able to talk classi- 
fication and evaluation of records. It is an accepted 
fact that forty-three per cent of all businesses affected 
by fire do not resume business, or fail within six 
months, and that seventy-five per cent of all losses in 
the United States are not adjusted in full because of 
inability to prove loss. 

Records Required to Prove Fire Loss 

If a man will read his fire insurance policy, he will 
find that without his records he cannot prove loss. 
Get out your own fire insurance policy, and see how far 
you come to a satisfactory statement of loss without 
your records. You men who are calling on trade in 
your own town, that you know, will be surprised at 
the response that you get from saying something like 
this: “Harry, I got out my fire insurance policy and 
read it, and was dumfounded at the part I have to 
play in the contract.” Get him to get out his policy, 
and read with him what he has to do after the fire. 
Fire insurance cannot replace the accounts receivable, 
which is the assured’s inventory of stock that has gone 
beyond his control into the hands of responsible peo- 
ple. The fire insurance adjusters will lean over back- 
wards to give a satisfactory adjustment, but they dare 
not flagrantly throw money into your lap when you 
are unable to carry out your part of the policy con- 
tract; namely, proving loss. 

Now that you have decided into which class your 
customer’s records fall, how are we to protect them? 

Safes are made in several classes or types, to meet 
certain conditions. First, and best, are the four-hour 
Safes. There are certain government specifications to 
be met, but the hardest test of all is the test given by 
the Underwriters’ Laboratories of Chicago, which is a 
non-profit organization operated by the insurance 
companies. This is absolutely an unbiased test. To get 
the Underwriters’ Laboratories’ “A” label, a safe must 
be subjected to four hours of heat, ranging up to 
2,000°, but the internal heat must not rise above 300°. 
Then, too, take the explosion test—to determine if any 
harmful gases are confined in the filling, the safe must 
stand an intense (2,000°) quick heat. After that comes 
the most severe test of all—the impact or drop test. 
The safe is first heated for one hour at 1,700° and, 
while red hot, is dropped thirty feet in the clear onto 
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New Opportunities to Reap Extra 
Profits in 1941 


Last year was a banner year in the development of new 
Bates Products and improving old ones. Now we go into 
the New Year with six new Bates developments; and that 
means more volume and more profit for every Bates dealer. 






New Model D 
Stapler 


4g Loaded with 2500 
Staples. Show this to 
the smaller offices, the 





New Improved Mun-Kee Pads sain nuk mente 
We have made the finest stamp pad in the Sell it for home use— 
world even better. New construction allows it will open up fine 
you to take out and reverse the filler in a jiffy. new business for you. 





New Model 40 Eyeleter 


Redesigned—embodying new mechani- 
cal principle insuring 100% automatic 
feed. Every law firm and insurance office 
is a good prospect. 






New Improved File Fastener 
New frictional lock holds this new Bates Fast- 
ener securely in any position. Can’t slide along 
the prongs without a gentle push. 





New Bates Dialist 


Selling like hot cakes—everybody loves to 
dial the cover and watch it pop open. The 
last word ina non-breakable Ae et device 
| for phone numbers, addresses, recipes, etc. 


New Memokit and Calendarkit 


Two new items that are already going 
strong. Memo pad or calendar, conceals 
handy 4 compartment kit for stamps, 
clips, etc. Made of handsome, rich plastic. 


Bates 


THE BATES MFG. CO., ORANGE, N. J.; NEW YORK OFFICE, 30 VESEY ST. 


Makers of the World famous Bates Numbering Machines 
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No. 34L 


Four Drawer Letter Unit 
Progressive Suspension—28!/,” Deep 


List Price $26.00 Zone | 
START 1941 RIGHT! 


nd ¢ 


START 1941 RIGHT! 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 

















Pioneers for Fifty Years” 








ems 
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a bed of broken rock. Then it is put back in the fur- 
nace upside down for another hour of heat. As you 
can see, this is a terrible test and, as said before, there 
is a great deal of difference between barely passing 
and really passing this test. 

The two-hour test, to be able to carry the “B” label, 
is the same as for the “A” label, but the heat test is 
for only two hours and the maximum heat is only 
1,850°. It, too, must take the thirty-foot drop test. 
The one-hour test, to be able to carry the “C” label, 
subjects the sample to only one hour of heat at 1,700°. 
The drop test for the one-hour units is only one-half 
hour of heat before and after the drop. 


Authoritative Labeling 


Many salesmen tell that their product carries a one- 
hour label, but don’t you think you would rather trust 
your records in a unit that had been tested by accepted 
authorities? One manufacturer, who is now out of 
business, assured the public that his product would 
stand one hour of fire, and it was discovered that the 
product would actually last nine minutes in a standard 
fire test. That is one of the reasons why manufacturers 
all show very plainly on their literature if their unit 
bears the Underwriters’ Laboratories’ label “A,” “B” 
or". 

Vault doors are tested by building them in a test wall 
and forcing intense heat against them for whatever 
time they are being tested. Vault doors have five 
classifications; namely, one-half-hour, one-hour, two- 
hour, four-hour and six-hour. 

Class 1—Vital records clearly should have the best 
protection practically possible. This may be achieved 
by duplication, keeping the duplicate at a place far 
removed from the original, or by vaults or safes. 

Class 2—Important records may include those whose 
importance is debatable and as to which further con- 
sideration may be necessary before final decision is 
made as to the provision of protection. Attendant cir- 
cumstances often will need to be carefully weighed. 

While talking about the best protection available, I 
will not go into whose protection is best, as I might 
give you a biased opinion. Giving “the best protection 
available” does not mean putting a one-hour container 
that will not stand a drop test on the fourth floor of 
a non-fire-resistive building. Some office equipment 
men try to recommend to a prospect not what safe is 
needed for that particular location but what he will 
buy. So often he thinks if he recommends a four-hour 
safe with Underwriters’ Laboratories’ “A” label on it, 
that his competition will tell the man that all he needs 
is a lightweight cabinet as he is sure it will stand the 
fire. But who is “he” to tell what a unit will withstand 
or to tell the customer how long his fire is going to 
rage? And what condition his records will be in after 
an unexpected explosion or a heavy machine has fallen 
on his safe after that safe has fallen from the third, 
second, or even only the first floor, to the basement? 

There are just so many B.T.U. per pound of com- 
bustible material per square foot of floor space. The 
N.F.P.A. issue a booklet on protection of records which 
has irrefutable facts that show what type of container 
should be used for various types of buildings. Every 
office equipment salesman should carry one with him 
at all times, as it helps him in recommending handling 


of records. profits 
Consult Manufacturer in Case of Doubt 
We invite 
Don’t be afraid to recommend a unit that you your 

know will stand up. If you are in doubt, write to your inquiry. 
safe manufacturer, giving him the details of the build- 
ing, including type, size, stories, flooring, furniture, Write for 
etc., and the occupancy, and he will be only too glad catalog. 


to advise you. Then take that letter to your prospect. 
It will show him that you have sought the advice of 
an expert and are interested in his well-being. Your 
own reputation is at stake also, because would you 
want to take the blame for the failure of a company 





COSTUMERS 


MR. DEALER: 


® Labor and material have gone up. 
Except for a small increase in oak only, 
we have been able to maintain our pre- 
vious low prices. 

We believe we make more costumers 
than any other manufacturer and that 
our prices cannot be equalled. More 
than that, we have improved our finish 
and all our goods are not only genuine 
lacquer finished but also hand rubbed. 

We actually pay more for material 
but, to a large extent, our increased 
cost is offset by the saving in overhead 
effected by our increased volume; we 
employ only skilled union labor and 
actually pay more wages, but our in- 
creased cost is more than offset by the 
lower cost of sales effected by the 
co-operation of the trade in buying 
through the mail. 

It is most significant that our line is 
featured by the largest dealers from 
coast to coast and that the bulk of our 
volume is repeat business. 

If you will favor us with an order we 
assure you that you, too, will be one of 
our many repeat customers. 


Very truly yours, 


frou Bh debut 
4 ‘ Sales Manager 


FAIR FURNITURE CO. 
215 CHESTNUT ST., NEWARK, N. J. 
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Why Not Feature Our Leatherette 
Line of Office Chairs? 


We offer: 

GOOD MATERIALS 

STURDY CONSTRUC- 
TION 

EXCELLENT CABINET 
WORK AND FINISH 











Price attractive 
—generous 


JASPER SEATING COMPANY 


JASPER, INDIANA 
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DEALERS 


Everywhere 


Sell 
Varat Made 





Zipper Cases, Ring Binders & Brief Cases 


Made of finest materials by skilled craftsmen—yet, sell at a reason- 
able price and allow a fair margin of profit for you. 

Get acquainted with this complete line of leather business cases 
and help boost your profits in 1941. 


No. 308 








MURRAY WARAT COMPANY 


114-124 S. Clinton St., Chicago, III. 


New York 


San Francisco 

















FOR NUMBERING 
bigger discount gives 
you a bigger margin 


Send for prices, discounts and descriptive circulars 








The “Big Six,” a quality grouping, offers the advantage of 
a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 
any line of numbering machines! 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 





Western Distributor 
LOUIS MELIND CO. 


362 W. Chicago Ave. 593 Market St. 
CHICAGO, ILL. SAN FRANCISCO 
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after a fire because you recommended a container that 
was not fireproof? Would that take long to get noised 
around in a community? 

Sometimes a prospect tries to tell you that he won’t 
have a fire—that that old, obsolete safe is all right. 
If so, why does he continue to pay a premium on a 
fire insurance policy? You have to be careful in telling 
them this, but isn’t he foolish to carry a fire insurance 
policy and then stand up to you and say he isn’t going 
to burn out tonight? 

There is nothing in your store that you can talk to 
the “boss” as confidentially about and get into the 
inside of his business, as you can when you talk rec- 
ords and their protection! Often when you are talk- 
ing classification of records, ideas will come to both of 
you—perhaps of a better way to handle certain records 
or putting them in different form. This opens up sales 
possibilities. 

So talk record protection! Your manufacturer will 
be only too glad to give you every assistance possible. 

_—~<_- —- 


IMPERIAL DESK WORKS OUT NEW KINK IN 
POSTAL METER ADVERTISING 
The Imperial Desk Company, Evansville, Ind., has 
recently worked out a new and unique advertising 





IMPERIAL’S “SLOGAN BLOCK” 


idea which involves the use of a ‘slogan block” which 
prints in connection with the firm’s postal meter. 

The “slogan block” pictures a neat-appearing ex- 
ecutive desk set between two lines of type which read: 
“Wood Desks for Every Office Need.” Thus, each time 
a letter is stamped for mailing the postage mark is 
accompanied by the advertisement. 

e—_ 
ROYAL REVIEWS RECORD-BREAKING YEAR 

National defense activities, combined with rising 
public purchasing power, lifted domestic sales of Royal 
Typewriter Company products in 1940, whether meas- 
ured in dollars or units or in standard or portable 
machines, to the highest level in the company’s thirty- 
four year history, according to a statement of President 
E. C. Faustmann issued late last month. 

These record-breaking domestic sales, which fol- 
lowed a series of sales-shattering records that started 
in 1934, and continued in 1935, 1936, 1937 and 1939, 
lifted employment to peak levels. The gain in workers 
was also shared by the Roytype division, whose pro- 
duction and sales of carbons and ribbons also attained 
new heights. The statement read in part: 

“Important refinements and styling were made on 
our standard machines, but no new models were intro- 
duced during 1940. A new style note in carrying cases 
was developed for portables. Research in products 
handled by the Roytype division made remarkable 
Strides, and will be further accelerated during 1941. 

“The national defense program, and the activities 
which it generated, widened demand for standard ma- 
chines in 1940. Increasing national income coupled 
with the rapid growth of the use of typewriters in 
children’s education, particularly young children, 
broadened demand for portable typewriters. 

“Advertising expenditures so far allotted for the first 
seven months of 1941 exceed those of the same 1940 
period. 

“Foreign sales naturally were lower in 1940 than in 
1939. European business was virtually at a standstill. 
Stoppage of subsidized German and Italian typewriter 
exports have helped practically all American typewriter 
sales in Latin American markets.” 











JANUARY, 1941 





YOUR LIFETIME OPPORTUNITY The most valuable 


business asset in this industry—the Shaw-Walker franchise 
—is available in a few cities. Perhaps you qualify for it. 
Inquire! Shaw-Walker, Muskegon, Michigan. This may 


lead you to the greatest profit move you ever made. 
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COLORED INDEX 


THIS KIT FOR IDEXES 
iS IN ALL CARTON 





e CUTS YOUR INVENTORY 
e ONE BOX DOES THE JOB OF EIGHT 
e COSTS NO MORE THAN ORDINARY TABS 


Index Tabs... 


These new tabs give your customers 


“Crystal Clear” a new and better 
method of doing the job of indexing. 
“extra value’... enabling them to make clear indexes or colored indexes in 


a wide range of colors - ALL WITH THE PURCHASE OF ONLY ONE 
BOX OF JUSTRITE “CRYSTAL CLEAR” INDEX TABS! 


Introducing Justrite 


MR. DEALER: Get away from the old-fashioned methods that demand 
the carrying of eight different colored tabs! Just stock Justrite “Crystal- 
Clear” Index Tabs, in the three standard sizes, with its handy service kit for 
making colored indexes and you will save yourself money, time and valuable 
shelf space. These modern tabs retail at the same price as ordinary tabs now 
on the market. Be the first in your city to show customers the advantages 


of Justrite Index Tabs. Convince yourself 


INTRODUCTORY OFFER! | 


LOUIS MELIND CO. 
362 W. CHICAGO AVE. 
CHICAGO, ILL. 

This coupon entitles holder to purchase | 
30 ft. of Justrite Index Tabs (six assorted | 
size boxes) at the 1500 foot price. ' 


on the merits of this new tab by taking 
advantage of our introductory offer. 


MAIL THE COUPON TODAY! 





LOUIS MELIND CO. 


FIRM 





362 W. CHICAGO AVE. 
CHICAGO 


ADDRESS 





CiTyY 
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HANDY 
SERVICE KIT 


For use with JUSTRITE INDEX TABS 











Index colors may be changed as often as desired 
without changing the complete tab or buying of 
colored index tabs. With the JUSTRITE meth- 
od you merely choose color strip wanted from 
the enclosed colored celluloid swatch, remove 
the index from the tab and fold the colored strip 
to fit over it, then slip both back into the tab. 
Another feature of this kit is the ready-indexed 
inserts with months, | to 31, and state names. 
This JUSTRITE HANDY SERVICE KIT is included 
in each carton of JUSTRITE INDEX TABS. Take 
full advantage of this new, practical method of 
making colored and special indexes quickly. 


® THIS KIT CONTAINS e 


Seven feet of transparent, non-inflammable 
non-fading, colored strips. . one foot each 
red, blue, green, yellow, orange, pink, amber 


Ready-indexed inserts of the twelve months 
Ready-indexed inserts of days from | to 31 


Ready-indexed inserts of all the 48 states 


@ DIRECTIONS FOR USING e 


It's easy to make colored indexes. Select color 
wanted from celluloid color swatch, fold to fit 
over the insert and slip into tab. Ready-indexed 
inserts merely require detaching and slipping 
into the tab, cutting to desired length. 


Be sure to specify JUSTRITE TABS 














MADE BY THE 


LOUIS MELIND CO. 


CHICAGO, - - - ILLINOIS 


MANUFACTURERS OF THE MOST COMPLETE 
LINE OF MARKING DEVICES IN AMERICA 








39 CORTLANDT ST. 
NEW YORK CITY 


593 MARKET ST. 
SAN FRANCISCO 
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PUTNAM AND WILSON JOIN COPY-CRAFT 
Copy-Craft, Inc., New York City, last month an- 
nounced the appointment to its staff of two men 
prominent in the industry. They are Alonzo Putnam 
and John P. Wilson. 
Mr. Putnam, who for the past twenty years was con- 
nected with the F. S. Webster Company, and since 1927 


manager of that firm’s New York office, joins Copy- | 


Craft as sales manager. 

Mr. Wilson was for many years with the Underwood 
Elliott Fisher Company and Remington Rand Inc., and 
specialized in accounting and adding machine sales. 
In his connection with Copy-Craft he will take over 
the duties of enlarging the scope of the company’s 
carbon and ribbon service to banks. 


*—- © 


OFFICE EQUIPMENT SALES INCREASE IN CANADA 

There has been a big improvement in the demand 
for office equipment throughout Canada brought about 
by a vital need for typewriters, adding machines, book- 
keeping and record systems and duplicating equipment 
for army, navy and air force use. Industries work- 
ing on war contracts are likewise demanding much 
additional office equipment, while the dominion gov- 
ernmental departments at Ottawa have set a new 
all-time high record in the purchasing of this type 
ot material—WJM 


oe 





LLEWELLYN DISPLAYS WARES FOR NEW HAMPSHIRE N. A. 
C. A.—When the Manchester, N. H., chapter of the National 
Association of Cost Accountants held its annual business show 
recently one of the major booths of the display was set up by 
the R. H. Llewellyn Company, 39 Hanover street, Manchester. 
Under the direction of Rhys Llewellyn, the booth was arranged 
to be a compact yet fully-equipped display, and it included a 
Yawman and Erbe steel desk, General Fireproofing chairs, 
Yarter chairs, Sight Light lamps, Ediphone dictating equipment, 
McMillan, Trussell and Wilson-Jones loose leaf equipment, 
Acme visible equipment and Yawman and Erbe visible equip- 
ment. The show ran two davs and drew a large crowd of 
executives, accountants and office managers from every part 
of New Hampshire. 


*—>¢ 


TWO L. L. BROWN DISTRIBUTORS APPOINTED 

The L. L. Brown Paper Company, Adams, Mass., last 
month announced the appointment of two new dis- 
tributors. They are the Zellerbach Paper Company, 
Salt Lake City, Utah, and the Jacksonville Paper Com- 
pany, Jacksonville, Fla. 

According to the announcement, the Zellerbach 
organization will handle the company’s Greylock linen 
ledger, a new, eighty-five per cent rag record paper, 
and the Jacksonville firm will be distributor for the 
Brown company’s Escort Ledger and Machine Posting 
which are fifty per cent rag papers 
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“Showblott, Jr. Has MORE THAN 
DOUBLED Our Desk Blotter Sales” 


Reports like this are reaching us daily from 
stationers for whom our “automatic salesman” is 
working. This handsome streamlined cabinet, with 
its colorful array of Wrenn Embossed Desk Blot- 
ters, captures attention ... makes blotter selections 
easy ... stimulates blotter sales. You'll appreciate 
Showblott. Jr’s. welded construction, compactness, 
and light weight. Decide now to put your blotter 
profits UP... 
know just how this modern merchandiser “pays 


for itself.” 


THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 


drop us a line and we'll let you 














| HIGGINS American Drawing Inks 


Exhibida en la VITRINA 


Significa gran volumen de ventas 


La Tinta de Dibujo American Higgins es exhibida por 
miles de comerciantes porque la practica les ha demos- 
trado que dicha tinta se vende al ser exhibida y que les 
deja grandes utilitidades. 









“SUSTAINING 
MEMBER 
N.S. A.” 


HIGGINS 


YELLOW 
walehphoof 
lol Te uring intk 












Exhiba Ud. la Higgins 
en las vitrinas, en los 
mostradores, en los es- 
tantes—— donde la caja 
de tllamativos colores 
haga a sus clientes re- 
cordarse de comprar este 


lucrative articule. 


CHAS. M. HIGGINS & CO.,INC. 
271 NINTH ST., B°KLYN, WY. 


HiGGmM 























FLUORESCENT LAMPS 
@ Smart Styling 


NATIONAL 

@ Unequaliled Fluorescent Value 

Bronze Plated 

Lamp illustrated for 

Height 16”°—weight 
otherwise specified. 


Write for complete details. National is 
fluorescent sales. 


NATIONAL LIGHTING EQUIPMENT CO. 


CLEVELAND, OHIO 


@ All Lamps 
@ All Materials Are Underwriters Approved 


Light or Dark Bronze. 
For A.C. current unless 


tubes. 
Ibs. 


Two 18” 
packed 17 


your key to more 
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high in stencil value f you get an early start! 
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MILO HARDING COMPANY 
436 West Pico Bivd., Los Angeles, Cal. 
617 Commonwealth Annex, Pittsburgh, Pa. 


STENCIL 


FILM 








| of our friend, Bill Wallace, who was confined 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 


Arthur J. Walker, president, Farnham Stationery & 
School Supply Company, has, according to the Minne- 
apolis Star Journal columnist, Cedric Adams, been 
practicing for the annual Rotary Club band concert, 
held on December 27, and has been getting complaints 
from his neighbors, the nearest of whom lives a quarter 
of a mile away. Columnist Adams further states that 
this is understandable, because Arthur is a drummer. 

Major Pomeroy of the Conkey Book Store, Apple- 
ton, Wis., passed away early in November. Major 
Pomeroy was well known to many in the Northwest 
Travelers Club. 

Claude Fleet attended the annual sales meeting of 
the Eberhard Faber Pencil Company, held at the home 
office at Brooklyn in December. 

Hollis Stephens was a visitor in the Twin Cities dur- 
ing the month of December but could not find a golf 
nartner because Stanislaus was out of the city, Ken 
Chase stayed indoors, Larry Ackert likewise, and there 


was a little snow on the ground 
* * * 
For Sale: One second-hand scatter gun. Apply 
R. C. Clarke, Lock Box 538, Minneapolis, Minn. 
* * * 
Beau Brummell Eddie Cooper was a Minneapolis 


visitor during the holiday season, calling on his former 
dealers to wish them season’s greetings. 


* a . 
Hank Huette and his car tangled with an oil truck 
over in Wisconsin early in December. Outside of a 


shaking up Hank escaped unhurt, though his car was 
badly damaged. The oil truck was found responsible 
for the accident by the police. 
* * 7 
Herb Morgan almost ruined a new hat while cross- 
ing Wisconsin avenue, in Milwaukee, one windy night 
in December. When the wind sailed his skimmer about 
a block up the street, Herb raced after it, capturing 
the top-piece a little bit the worse for wear, and just 
before a car was about to complete the ruin. 
* 7 * 
Members of the club were sorry to hear of the illness 
to his 
home. 


Claude Valleau, of the Glob2 Office Furniture Com- 
pany, was confined at his home, by an attack of the 
“flu” early in December, but has now fully recovered. 
Vic Irgens, of Miller Davis Company, was also among 
the ailing, but is now back on the job as frisky as ever. 
Herb Fall is planning his vacation next summer: 
expects to drive to the West coast to visit his daughter, 
son-in-law and grandchild. 
* * + 
And to Auggie Skolaski, the score in the first quarter 
was Badgers: 13—-Gophers: 0. And to Dan MacDougall, 
a dry field is what the Wolverines needed. And to 
all of the industry a most happy and prosperous New 
Year. 
>? - 
MAQUINAS UNIVERSALES IS NEW NAME OF 
MEXICAN FIRM 
Coincident with a reorganization of the firm with 
more capital stock, Equipos Modernos de Oficina, 


Mexico City, Mexico, last month changed its name to 
the Maquinas Universales, S de R. L. de C. V. Accord- 
ing to Manuel Matus, manager of the office equipment 
firm, there will be no change of location, the address 
remaining Articulo 123 No 


19, Mexico City. 
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Straight” portable 
adder, 99,999.99 


capacity. 


SELL THIS iy WT MARKET 





1. can sell Victor Adding Machines to 
every type of business—corner grocery $55.00 


stores, filling stations, banks. schools. hospitals, 











busy skyscraper offices. 





Victor Portables are now perched on crowded 





counters and mahogany desks everywhere— 
keeping accurate, 5) stematic figure records for 


one-man businesses and big corporations. 





Victors are light, sturdily built. speedy and 






easy to operate—skilfully engineered by Victor. 


a name associated with quality and leadership 


$114.50 


in the industry for 23. years. --- And they re 
Victor Electrics in 


a ide 
of models, siestl ee wth range 
é = 1 


priced to sell. 

























Get extra profits in 1941 from this rapidly in- ‘ 
.  ereasing plus business market. Your ee 
may still be open for a dealership. miegie 
now by writing Dept. A-10. Victor Adding Ma- 
chine Co.. 39000 North Rockwell Street. Chicago. co 
a ctor 
straight” 
port. 
able adders in 
in or full 
ey board, three 
Capacities ~ 
$47.50, $55.00 
and $70.00. 
$79.50 
WITH DIRECT 
SUBTRACTION 
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INKOGRAPH 


PENCIL POINTED PEN 


The Only Perfect STYLO Ink Pencil 





Many new improvements resulting from over 
twenty-five years of specializing solely in the 
manufacture of Stylo Ink Pencils has made the 


Inkograph the only successful one ever devised. 


It writes with the ease and smoothness of a 
soft lead pencil and is unequaled for making 
clear carbon copies with original in ink. Ideal 
for rapid ruling and lettering without smudge 


or blot. 








It is fully guaranteed and can now be 
safely recommended for lasting service and 


satisfaction. 


Catalog and discounts upon request. 





Inkograph Company., Ine. 


World’s Largest Manufacturers of Pencil Pointed Pens. 





200 Hudson Street. New York. U.S. A. 








Visit our Exhibit at the National Business Show, 
Week of February 3rd, 1941. Booth No. 212 
Grand Central Palace, New York. 





- PEE&@-X-LOO——— LLL 
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GOOD IDEAS REPLACE EXPERIENCE FOR 
STATIONER 


When Stewart Newlin recently opened the Newlin 
Office Supply Store in Wichita Falls, Tex., he had no 
previous experience in the line of business he was 
entering. But that did not mean he could not put 
across his first business venture, in the midst of well 
established competition. On the contrary, the ideas he 
had gathered through observation and reasoning while 





NEWLIN’S NE 
STORE.—( Above) 
Main floor with of- 
fices and furniture 
display in rear. (A 

right) Neon - sign 
equipped exterior. 


reporting for a Shawnee, Okla., newspaper proved so 
effective that the store became an immediate success, 
and sales have increased substantially from week to 
week. 

Mr. Newlin believed that a place of business should 
be modern so that the merchandise in it could be seen 
as nearly as possible in its natural setting. So the 
building he acquired for his business was completely 
remodeled and air conditioned. Tasteful fixtures of 
mahogany as well as fluorescent lighting aided and 
abetted the quiet atmosphere of the place. Depart- 
ments were segregated, with office furniture displayed 
in the rear half of the store and other supplies in 
front—the two divisions connected by a wide open 
doorway. 

While Mr. Newlin had the merchandise in the store 
arranged so that it would appeal to customers who 
dropped in, he thought it would be a good idea to 
display as many items as possible to prospective cus- 
tomers called on by his four outside salesmen. So each 
salesman was equipped with a special box containing 
more than thirty of the most essential office items. 
The plan was an immediate success, for every office 
visited purchased at least one item. This was an enter- 
ing wedge for future business relations, and through 
this method the store developed a good-sized steady 
group of customers.—_BART 


Oo — - 
U. S. REPORT COVERS FINANCIAL OPERATIONS 
OF TEN COMPANIES 

Financial reports on ten companies whose business 
is the manufacture of office equipment and supplies 
are contained in supplement No. 21 to a survey of 
American listed corporations recently released for pub- 
lication by the Securities & Exchange Commission, 
Washington, D. C. This and other supplements cover 
financial operations for the fiscal year ending between 
July 1, 1939, and June 30, 1940. 

The ten corporations featured in the supplement are: 
Addressograph-Multigraph Corporation, Burroughs 
Adding Machine Company, International Business Ma- 
chines Corporation, Marchant Calculating Machine 
Company, National Cash Register Company, Reming- 











MULTIPOST LETTER OPENERS 


2 Hand Operated—2 Electric. 


MULTIPOST ENVELOPE SEALERS 


2 Hand Operated—! Electric. 


ENVELOPE SEALERS WITH COUNTER 


Something NEW—counts your mail as it is sealed. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 
4 Models—with & without counter. 
There are over 200,000 in use giving good service. 


30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 
ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES. 


MULTIPOST C0. 100 Center Pk., Rochester, N. Y. 
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PROFITS FROM 


PARTIES 
The winter party 
season is on and 
now’s the time 
Dixon ‘‘Pro- 
gramme” pencils 

can make profits 

for you. These 
pencils are finished in any one of 14 col- 
ors—a color to match any party color 
scheme or suit the taste of any hostess 

There are two sizes: Dixon “Pro- 
gramme” 3-inch, plain or with gilt tip 
and ring (as illustrated), with or with- 

out 12-inch heavy silk cord and tassel; 

“Programme” 2 2-inch, with cotton or 

rayon cord attached. Write for complete 

price information and list of colors. 


Pencil Sales Dept. 98-]x 


JOSEPH DIXON CRUCIBLE Co. 
Jersey City, N. J. 
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The New Karte Hyer 


AN ALL PURPOSE DESK STAPLER 





The Kartro Flyer’s Specialties: 


1. Saddle stitching of papers of any size through the fold 

2. Though of small size it does the work of any long 
range stapler 

3. Tacking 

4. Permanent stitching 

5. Temporary stitching 


Sturdy construction with base embedded in rubber: 
No Jam—No Clog—No Noise—No scratching of desk. 


‘artro, Si 
Tevihen, MC. 1265 Broadway, New York City 











RELI .» RELIABLE 
for BARGAINS in 
Kough waned K built 


TYPEWRITERS 
Adding—Billing— 
Bookkeeping— 
Calculating 

MACHINES 

CHECK WRITERS 

MIMEOGRAPHS 

EDIPHONES 
MULTIGRAPHS 
DICTAPHONES 


Write for latest price lists 


RELIABLE Typewriter 
& Adding Machine Corp. 


303 W. Monroe St. . Chicago, III. 
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ton Rand Inc., Royal Typewriter Company, Inc., L. C. 
Smith & Corona Typewriters Inc, TelAutograph Cor- 
poration and the Underwood Elliott Fisher Company. 

A combined operating profit of 26 millions, or 11.9 
per cent of sales, was reported by all ten enterprises 
for the fiscal year ended on or about December 31, 1939, 
compared with an operating profit of 25 millions, or 
11.8 per cent of sales, in 1938. Although these same 
enterprises showed a combined net profit after all 
charges (including non-operating gains and _ losses, 
prior claims, interest, and income taxes) of 21 million 
in both 1939 and 1938, the relationship to sales declined 
somewhat, being 9.5 in 1939 as compared with 9.7 in 
1938. 

Dividends paid out by the ten enterprises during the 
fiscal year ended on or about December 31, 1939, totaled 
16.4 millions, of which 1.2 millions were current cash 
dividends on preferred stock, 13.9 millions were cash 
dividends on common stock, and 1.3 millions were stock 
dividends on common stock. In the fiscal year ended 
on or about December 31, 1938, dividends paid out 
totaled approximately 17 millions, of which 1.2 millions 
were current cash dividends on preferred stock, 14.6 
millions were cash dividends on common stock, and 1.3 
millions were stock dividends on common stock. 

The combined total for all surplus accounts for these 
ten enterprises increased 1 million to 88 millions at the 
end of the fiscal year ended on or about December 31, 
1939, compared with an increase of 2.6 millions in the 
preceding year. 

The combined balance sheet assets for all ten enter- 
prises totaled 286 millions on or about December 31, 
1938, and declined slightly to 285 millions at the end 
of 1939. Land, buildings, and equipment showed no 
material change from approximately 85 millions in 
both years, while reserves for land, buildings, and 
equipment increased from 73 millions to 76 millions 
during the same period. 

The liability side of the combined balance sheet for 
all ten enterprises showed an increase in current lia- 
bilities from 26 millions at the end of 1938 to 27 mil- 
lions at the end of 1939. Stockholders’ equity, as indi- 
cated by the total book value of capital stock and sur- 
plus, increased from 195 millions to 197 millions during 
the same period. 

*—- 


SHEAFFER DENIES F.T.C. ALLEGATIONS 


The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, last month filed an answer to a complaint of 
the Federal Trade Commission denying a number of 
allegations of false advertising. A hearing will be 
held in due course. 

The commission in its complaint alleged that the 
Sheaffer organization, in using the “Lifetime” designa- 
tion for some of its pens “falsely advertised” that 
“its Lifetime pens were of such superior quality and 
durability that they would last a lifetime without 
repair or adjustment” and that “its Lifetime pens 
were guaranteed for life and were the only fountain 
pens so guaranteed.” 

In reply the Sheaffer company admitted the state- 
ments set forth in the complaint but denied that any 
of them were false or misleading. The answer de- 
clared that (1) all Lifetime pens are built to last 
many, many years; (2) that the word “Lifetime” does 
not describe the length of time or length of life of 
such fountain pens; (3) that the word is a trade- 
mark registered in the U. S. Patent Office to designate 
the highest quality pens manufactured by the com- 
pany; (4) that the entire pen is guaranteed for the 
life of the purchaser subject to a thirty-five cent 
service charge every time the pen is sent in for service. 

The answer also included a statement of the Sheaf- 
fer organization in which the firm declared that it 
has spent very substantial sums over and above all 
service charges collected repairing Lifetime pens and 
that “it has lived up to this guarantee contract faith- 
fully ever since it was first made.” 
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4% THE WINNERS— 


“0 AND STILL CHAMPIONS! 


A new contender that is bound to become a champion 


. A-S-E 1300 Line BLUEPRINT CABINETS. Un- 


And you'll be winners, too—with these champion 


products! Hundreds of dealers are making big sales— 
° ° ° ~ ° —— . ° suc ie ¢ 6. ‘ ; y awe acti _ 
winning bigger profits by backing A-S-E Aurora Equip- usually quiet and free-coasting drawer action is an 
_ ” : < : engineering achievement. Unit construction gives a 
ment: A-S-E Aurora Files, Dead Storage Files, Storage 6 s 
flexibility in use. Both 5-drawer and 3-drawer units are 


and Wardrobe Cabinets and A-S-E Aurora Desks and ’ ; 
made in 4 sizes to meet every requirement. 


Tables—there’s sales-punch in every product! ; = : 
| yi Be sure to get the full particulars on A-S-E profit- 


‘ou'll count “ten” over competition—and you'll count — . 
You'll count “t | y winning products today. Send for your copy of the 


bigger profits, too. There are customer-convincing fea- 
tures, improved construction and extra value. And the 


rapid increase in acceptance and demand shows what 


A-S-E Catalog and Discount Sheet and see if you don’t 
say it’s one of the best sales opportunities you've ever 


had! There’s no obligation. ALL-STEEL-EQUIP COM- 





PANY, INC., 601 John Street, Aurora, Illinois. 


customers think of these winners. 







All-Steel-Equip Company, Inc., 601 John St., Aurora, Il 


Gentlemen : 
( ) Send me the new 72-page catalog of A-S-E 
Aurora Balanced Design Filing Equipment 
) Send complete inforn about the new 
A-S-E Aurora Blueprint Cabinet 
NAME 
ADDRESS 
Cizs STATE 


"ee Be Sy 2: 9 MMO rac > ian es 
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A booklet, “FRIDEN FR | D E N 


Effort Savers’’, contain- CALCULATI NG MACHINE CO. INC. 
FACTORY AND EXECUTIVE OFF 


ing a story with which , ag 
all who use calculators rFACIORY Al ‘ TV] FFICES e SAN LEANDRO. CALIFORNIA 
should be familiar, will SALES AND SERVICE IN ALL PRINCIPAL CITIES 


be mailed upon request. 


a  — 
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Other Lands Sections 
Continued from Page 62 
possible to compete with American made goods. Much 
has been said on this vexed question, and considering 
the importance of export trade and the economic 
necessity for acquiring all the dollars this country can, 
the position is a particularly unfortunate one. As a 
former president of the board of trade remarked once 
to a gathering of business men, “No firm is too small 
to be of value in the export trade of the country,” and 
neither is the export trade in office machines and 
equipment too small to be of economic value in the 


present crisis. 
7 e . 


The recent reduction in quota in the limitation of 
home supplies is also having a deterrent effect on the 
export trade of certain branches of the industry— 
production being made uneconomic thereby, the over- 
heads carried by a much smaller production neces- 
sitating rise in prices and export trade to suffer. 

. * * 

Paper making from waste paper has made rapid 
strides, the results proving of inestimable value to the 
Stationery trade. So great have been the advances in 
manufacture of this type of paper that the surplus 
over rationing warrants a request for a higher per- 
centage of quota, which it is anticipated will be 
granted. 

* © * 

Hold tight! We are heading for happy days in 1941. 
Members of the stationery and office appliance trades 
send greetings to the readers of OFFICE APPLIANCES for 
1941 and are ever mindful of what America is doing 
at the present time to assist in their war time diffi- 
culties. Many have been bombed out of both home 
and factory. This has but added to their determina- 
tion to work on until a conclusive victory has been 
achieved.—SSE 

nceesceiniinipldalattcecicsimatis 
CANADIAN NEWS NOTES 

J. B. Hay, of Hay stationery, office supply firm of 
London, Ont., and president of the London Chamber 
of Commerce, was active in the securing of an air- 
plane factory costing several millions which is being 
constructed at the new municipal airport in that city. 


* 7 + 


The Brown Bros. Ltd., 100 Simcoe street, Toronto, 
Ont., has divided its large wholesale stationery depart- 
ment into two divisions with J. E. Moir confining his 
time to the purchasing of stationery, and R. S. Cran- 
ston taking over the administration of the depart- 
ment and assuming entire charge of stock, customers’ 
correspondence and enquiries from the trade. 

. 7. > 

Brooks-Corning Company Ltd., office furniture store, 
619 Seymour street, Vancouver, B. C., recently cele- 
brated its twenty-seventh anniversary. The firm finds 
an increasing demand in recent months for office 
furniture and equipment and looks forward to a still 
further improvement during the coming Spring. Man- 
aging director is Tom Brooks. 

« * * 

Dealers and manufacturers in the book, paper, office 
and stationery field in Canada are cooperating in the 
collection of money with which to purchase a bomber 
for the R. A. F. at a cost of nearly $100,000. The 
Stationers Guild of Canada has set up a “Bomber 
Fund Committee” headed by F. C. Guildford and 
circularized the trade from coast to coast with a 
most appealing letter. 

. * * 

G. E. Collins, printer, has opened an office stationery 

store at 68 Dundas street East, Toronto, Ont. 


iol - ‘ 


Vernon Clarke Office Supply Company recently 
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“Wise Economy’ 


The Alma Trade Mark phrase “Wise 
Economy” is especially significant to all 
business at this time. 


1941 promises to be a good business 
year. It will offer many opportunities to 
increase sales. Wise dealers will take 
advantage of these opportunities to in- 
crease their customers list and improve 
their lines. 


Alma Desks fill a very definite need for 
businesses requiring greater capacity 
yet desiring to hold down their invest- 


ment to a minimum. 


Alma Desks represent “wise economy” 
to their purchasers because they are 
sturdy, efficient, equipment, and be- 
cause every dollar of their price repre- 


sents practical usefulness. 


ALMA DEsh 


COMPANY 


NORTH CAROLINA 
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To reach a ready market — 


V 
id 
POSTURE 


CHAIRS 













Dealers are build- 
ing attractive vol- 
ume on Facility 
chairs. Large com- 
panies are stand- 
ardizing on them. 
The profit possibil- 


ities are big. 






No. 550-L 


Write for catalog showing new 
“500 Line.” It is a sales winner. 


THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 

















“KEILTAR®’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. S. Patent 1,782,622. Canadia: Patent 324,059. Other patents pending.) 


All parts machined from bar stock and _ heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 
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moved from 48 Alexander street, to 369 Dunsmuir 
Street, Vancouver, B. C. 
* - ~ 

Sub-Lieut. William M. Grand, son of Percy F. Grand, 
president of Grand & Toy Ltd., Toronto, Ont., was 
transferred to a British naval base for further train- 
ing from the merchant cruiser Laurentic just before 
she was sunk by the Germans early last month. 

* - * 

The book and stationery department of the T. Eaton 
Company store in Hamilton, Ont., has been modern- 
ized. 

~ ~ * 

Tyrrell’s Book Shop, Yonge street, Toronto, Ont., 
has replaced its gift section with an office supply 
department. 


* « + 


Viceroy Manufacturing Company, West Toronto, 
Ont., is completing a three-story addition to its plant. 
The new building which contains 36,000 square feet of 
floor space is of mill construction. The upper floor 
will be devoted to the manufacture of rubber goods 
and the two lower ones occupied by the machine 
shop.—SJL 


—-—- 


Demand in Reupt tor Office 
Equipment Increased by 


European War 


By M. B. WEINSTEIN 
"The Star" Printing & Stationery Company, Cairo, Egypt 


(Note.) The following report of business conditions 
in Egypt was originally intended to be part of the 
1941 World Perspective Section which appeared in the 
December issue. Uncertainty of ship sailings and other 
delays attendant upon conditions abroad, however, 
prevented its delivery here in time to meet the De- 
cember deadline. 


NLIKE conditions in many other countries, the 
U outbreak of the present war has tended to increase 
American exports to this country, with the result that 
a great number of American manufacturers have been 
given an excellent opportunity to introduce to the 
Egyptian business organization many new lines. 

American typewriters of nearly every make are well 
represented and sales are found to be continually on 





MR. WEINSTEIN 
the increase, with a great demand for machines with 
Arabic keyboards. Duplicators, too, have increased in 
demand, thousands being in use at the present time. 
The Gestetner is best known here, although there is 
a splendid market for American duplicators in the 
middle price range. 

For a while the sale of cash registers was very slow, 
but since The National Cash Register Company opened 
a branch in Cairo the demand has increased and 
almost every store owns a register. 

The demand for fountain pens in all styles and 











TANUARY, 1941 157 


This phantom illustration 
of the 6200 Line construc- 
tion is typical of the qual- 
ity construction of Steel 
Age equipment. 





For Those Considering a Change 


If you are faced with the problem of selecting a new source for 
your Steel Office equipment we suggest that you give careful 
consideration to the advantages of a Steel Age dealership. We 
believe that it offers advantages which will appeal to you—and 
to your customers. 

In Steel Age—Corry-Jamestown offers over 2000 items of 
Steel Office equipment. Each line represents a distinct merchan- 
dising opportunity and each is an outstanding example of good 
designing and fine workmanship. 

In addition we believe you will like Corry-Jamestown's friendly 
way of doing business—its ceaseless searching out of new and 
better ways to build steel office equipment and its understanding 
sales cooperation. We know you will appreciate the generous 
profit margins. 

Before you decide—let's talk it over. Ask us to supply com- 
plete confidential information about ourselves—our line—and 
our dealer proposition. This may mark the beginning of a pleasant 
and profitable arrangement for both of us. 


See May we have the opportunity to tell you more? 
S7e¢ Esee } CORRY-JAMESTOWN MANUFACTURING CORP., CORRY, PENNA. 


Guer 2000 Items of STE aai the M 
FAU 
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Which is EASIER TO READ? 


00000850520 is the same 


= number as 850520—but the 


latter is more easily and faster read, less 





OLD 00000850520) 


likely to be incorrectly copied. Hence, 
the figure 0 no longer appears on Model 





M Comptometer answer dials, unless it 





NEW. 


850520 


is preceded by an integer (as in the 
number 850520). 
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EASIER READ ANSWERS... 
FOR GREATER SPEED AWO ACCURACY 


The newest improvement in the Model M 
Cushioned-Touch Comptometer adding-calcu- 
lating machine eliminates all ciphers in the 
register dial to the left of the answer. 

This improvement makes possible even 
greater speed and less likelihood of error in 
reading answers. Eye travel is limited to the 
length of the answer, instead of extended the 
width of the machine. This means less eye- 
strain and nerve-strain on operators, hence 
increased efficiency. 

With Comptometer’s exclusive Controlled- 
Key safeguard (which eliminates operating errors 
due to imperfect key manipulation), it acts to 
set a new high standard for first-time accuracy. 


In short, it means even greater “Comptom- 
eter Economy”: More figure work handled in less 
time at lower cost. 

Your local Comptometer representative is 
prepared to show you (in your own office, on 
your own work) how this improved Comptom- 
eter can substantially reduce your figure-work 
costs. Telephone him—or, if you prefer, write 
direct to Felt & Tarrant Mfg. Co., 1719 N. 
Paulina St., Chicago, III. 


COMPTOMETER 


ADDING-CALCULATING MACHINES 











JANUARY, 1941 


prices is fairly good, with Sheaffer and Parker leading 
in both advertising and demand in so far as the more 
expensive types are concerned and the Wearever head- 
ing the list on the popular price styles. The Wahl 
Eversharp pencil leads in mechanical pencil sales. 

On the other side of the picture are calculating 
machines, for which there seems but a very small de- 
mand. Only a small quantity are sold and they are 
seldom seen in our business offices. Other office sun- 
dries are imported from your country in small quan- 
tities, the greater sales being experienced in the 
handling of such items in the cheaper grades. 

- —- 


BOOKLET TELLS RECORDS OF THE ELLIOTTS 

Under the intriguing title, “The Story of a Father 
and Son, Or Unscrewing the Inscrutable,” the Elliott 
Addressing Machine Company, Cambridge, Mass., has 
published a booklet that records the achievements of 
Sterling Elliott and his son Harmon Elliott. Contain- 
ing fifty-six pages measuring five by seven inches, 
the little book has stiff covers of blue, and is done 
in the style of a rare old McGuffy’s Reader. 

On the front cover with the title and the word 
“Elliott,” is a cartoon drawing of a tumble down 
Shack captioned, “View of the present extensive works, 
showing Side tracks, etc.” This illustration and several 
of a Similar character used throughout the booklet, 
were reproduced from a humorous Elliott catalogue 
published in 1888. To avoid misimpressions, a photo- 
graph of the factory is shown inside the book. 

Sterling Elliott, the father, was born in 1852. Thirty- 
five years later he invented the Elliott rubber-tired 
quadricycle, the steering mechanism of which is, in 
principle, used in the manufacture of all automobiles 
today. Other inventions of Sterling Elliott illustrated 
and described are a knot-tying machine, low-wheeled 
trotting sulky, pneumatic-tired bicycle, and the Elliott 
addressing machine. 

Harmon Elliott, who first greeted the world in 1887, 
the year his father invented the quadricycle, carried 
on his father’s tradition of inventive genius. He con- 
ceived an automatic feed addressing machine which 
operates much on the pressure principle of a clothes 
wringer. Another of his inventions presented in the 
booklet is a machine that takes a blank roll of paper 
and automatically prints public utility bill forms, and 
addresses, scores and dates them in one continuous 
operation. 

An interesting conclusion to the booklet lists all 
of the patents issued to Sterling and Harmon Elliott. 
The former received 104 patents during his lifetime. 
Harmon Elliott’s patents number eighty-nine, with 
twenty-four more still pending. 

~—e <« 





THESE WILL KEEP A LOT OF RECORDS!—A total of 16!/, tons 
of binders was recently shipped to one customer by the Master- 
Craft Corporation, division of the Shaw-Walker Company, Kala- 
mazoo. Included in the order of Master-Craft thong binders 
were 5900 light-weight binders, and 3200 ledger binders of one 
size and 2500 of a different size. This cargo of binders, shown 
being loaded into a box car, would expand 4'/, miles if the 
binders were opened and placed end to end. 
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RESCUE! 


PENCIL SHARPENERS 
FROM MEDIOCRITY 








STOCK BOSTONS AND THE PORTABLE 
SILVER COMET MODEL WINS NEW INTEREST 


When you send in your order for BOSTON PENCIL SHARPENERS, in- 
clade a few PORTABLE SILVER COMETS. When this beautiful and effi- 
cient machine is displayed, it wins new interest and gives you more to 


Camden, N. J. 


offer. 


C. HOWARD HUNT PEN COMPANY 


SPEED CUTTERS 





PORTABLE 
CHROME PLATED 





POINT ADJUSTER 
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PENCIL SHARPENERS 
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The QUALITY 
LINE of SUPPLIES 
4 That Is Absolutely 
Complete 


Stencils, duplica- 
tor ink, slip sheet- 
ers, scope—every- 
thing your cus- 
tomer needs to get 
perfect duplicator 
results. Write for 
catalog. 




















HILCO CORPORATION 


1512 MERCHANDISE MART e CHICAGO 
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MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 














SALES-MARhER 


Posture 





Here is a 
Chair that will give 
your customers a 
NEW conception of 


energy-saving 


COMFURT 


Build profitable volume with this new addition 


No. 7614 


to our posture chair line. Built to provide easier 
action, easier adjustments and positive simpli- 
fied control of correct seating posture. Write 


for full descriptive information and prices. 


HIGH POINT BENDING & 


CHAIR COMPANY 
SILER CITY, NORTH CAROLINA 
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DYSON’S 50TH YEAR WITH M. & V. 
(Continued from page 71) 

for boasting that he has also sold uninterruptedly for 
about fifty years such firms as Blackwell-Wielandy, 
William J. Kennedy Stationery Company, Shallcross 
Printing & Stationery Company, George T. Barnard 
Stationery Company, Woodward & Tiernan Printing 
Company.) How gratifying for him to realize that 
through all the decades M. & V. products held their 
own with these representative leaders, despite com- 
petition, opportunism and every consideration that 
makes merchants switch their sources of supply. 

Here, also, is something not so thrilling, but very 
significant . a letter written from the home office 
in the very first month of his stewardship, allowing 
him a small quantity of cooperative literature to help 
his sales efforts. Surely it will not be misunderstood 
if a loyal old wheel-horse whinnies a bit at this point 
in praise of the coachman; for one of the outstanding 
advantages of George Dyson’s connection with Mittag 
& Volger during all these years, he will tell you, has 
been the generosity and farsightedness of the home 
office in providing selling help of all kinds. 

Fifty years selling one line. 

Old leaders in the stationery field have passed on 
to their reward, and new tycoons have arisen to re- 
place them. Manufacturing and distributive methods 
have changed till, looking backward, it is thoroughly 
logical, George Dyson thinks, to ask oneself, what 
remains, indeed, of that old order? Listen to him: 

“Every man will answer this question from his own 
mind and his own heart. For myself, certain values 
seem unchanged, undiminished, unspoiled by all the 
thronging, teeming flood of events that have trans- 
pired since I was a stripling selling my first bill of 
M. & V. merchandise. I know that honesty and loyalty 
at both ends of a covenant are as vital now as they 
were then. I know that the creation of physical wealth 
depends as much upon brainwork and footwork now 
as it did in 1891. I know that there is no substitute 
in a successful commercial enterprise for one hundred 
per cent follow-through service and fair, uncompro- 
mising adjustment of differences. I know that a manu- 
facturer’s job is still only half done when he unloads 
his wares on his distributors, and that his implied 
responsibility in helping dealers to move their stock 
with honest and true cooperation from the home 
office is as strong now as it was then. I know that a 
dignified, worthy line is a great asset to any salesman, 
and that, now more than ever, thrice-blessed is the 
representative who can glory in his employer and his 
employer’s ways of doing business.” 

And with this bit of philosophy George Dyson enters 
the second half-century of endeavor, his beliefs in no 
wise diminished, his sense of the fitness of things in- 
creasing with the years and his loyalty and faithful- 
ness stronger with each succeeding day. 

<< — 
FRANKEL DENIES PATENT INFRINGEMENT 

H. G. Frankel, of the Frankel Carbon & Ribbon Com- 
pany, Denver, Colo., last month issued a statement 
denying charges that his organization had infringed 
a patent of Almon A. Heath, of the Heath Filmed 
Stencil Products, Hawthorne, Calif. The statement 
declared that Frankel Carbon & Ribbon Company has 
investigated the claim made of the alleged infringe- 
ment of the Heath patent No. 2,203,280, and has the 
opinion of its patient lawyers that its position can be 
successfully defended. Mr. Frankel’s statement read 
in part: 

“After this investigation Frankel Carbon & Ribbon 
Company stands ready to defend any of its customers 
or dealers who may be threatened with or may be sued 
for infringement of the said Heath patent, and also 
its right to supply to its customers pliofilm for use as 
a cover sheet.” 

A report of Mr. Heath’s action was presented on 
page 66 of the December issue of OFFICE APPLIANCES. 
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She Biggast Sales Building 
Feature in the History of Sheets cant 


sae a” 


BINDERS FOR HOUSING SHEETS ~~. 









“GLIDEARCH” 
BINDER 











A STANDARD 
BOORUM & PEASE PRODUCT ie 
| 
} 







When Cover 
Is Closed 
Sheets Must 
Take This 
Position 





’ Sheets Bend 
Sfandara es Closing 
Cover Cannot 


Push Them >) 


BOORUM (3) & PEASE ca 
G-L-I-D-E-A-R-C-H BINDERS 





Waste 
77 — , ; ‘ Space 
The extra efficiency of this line of extra-capacity binders is 
the result of a radical departure in ring design. In ordinary 
covers, made with round rings, there is a tendency for COMPARE! 
sheets to “jam up” on the rings when the binder is being 
: ce is Mee THE GLIDEARCH RING 
closed. This objectionable feature is eliminated by the a 
“GlideArch” ring, which permits sheets to “ride” up the arc - 
of the exclusive arched ring as the covers are closing. ] 
Sheets Ride V-Shaped Stronger 
- , Up the Arch | Notch to Fastening of 
Sheets positively cannot crowd between covers and rings to the Center | | _ Insure Arches to 
, . ° — Instead of | | Smooth Joint Rocker Plates 
—nor can they catch or bind on the rings—which eliminates Doubling Up | ||| Where Sheets ec imion 
5 Between the | Usually Get Leverage 
punch hole tearing. Rings and | | Torn Allows 
Covers | \ Greater 
. ; Tension 
“GlideArch” Binders provide from 20°/, to 66 2/3°, more ocemeery 
capacity than ordinary ring books—yet, thanks to the arched Loads 
ring construction, the backbone of these covers is no wider 
than that of covers holding fewer sheets. 
Heavier 
A simple automatic slide booster opens, locks open, closes FE cee rl —>| ! 
yer 
iminate 


and locks closed the rings. “GlideArch” binders are made eiudinek> ——_ 
in 4 capacities: 1”, 1!/,”, 2” and 2!/,”. ——e 


BOORUM & PEASE COMPANY 


General Offices: 84 Hudson Ave., Brooklyn, N. Y. 


BOSTON ST. LOUIS CHICAGO 
29 Otis Street 115 S. 8th Street 538 S. Wells Street 


VISIT OUR NEW YORK DISPLAY ROOMS AT 349 BROADWAY 








A Young Organization 
with nearly a Century 
of Experience 





























@ Equal in sales importance 
to the beauty and utility ad- 
vantages offered for the first 
time in these new Steelart 
Cabinets, is their price ap- 
peal. They will sell readily to 
quantity buyers, who must 
consider cost as well as qual- 
ity, without sacrifice of a 
penny of your normal profit. 
Mail coupon for prices, illus- 
trations and full details of the 
“900” Steelart Cabinet line. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 2801 Madison Ave., Aurora, Ill. 
District and Sales Offices in All Major Cities 


LYON 


OFFICE 
EQUIPMENT 


LYON METAL PRODUCTS, INCORPORATED, A 


@ Lyon not only wishes you a Prosperous 
1941 ... but has done something outstand- 
ing to help you achieve it. Our designers 
and production men have combined forces 
to produce a line of ultra-modern stream- 
lined steel cabinets suitable for the finest 
executive offices...to sell at prices that make 
them “A REAL BUY” for general office use. 
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These new Steelart Cabinets have distinc- 
tive eye-appeal. They will at- 
tract attention to your show 
window as a powerful magnet 
draws steel filings. Front edges 
are gracefully rounded ...a 
newexclusive Lyon feature All 
visible surfaces are as smooth 
as a mirror. There isn’t a bolt 
head in sight on front or sides. 
The doors swing 180 degrees 
when fully opened. Extended 
door stops have been elimi- 
nated. The smooth, closed base 
is only 4%" high, giving more 
clear height inside the cabi- 
nets. The tamper-proof grooved 
key lock is attached without 
bolt heads showing on the 
face of the door. 


LYON METAL PRODUCTS, INCORPORATED 
280! Madison Ave., Aurora, Ulinois 


Send full facts about the new “900” Line of Streamlined 
Steelart Cabinets Folding Chairs [] Sorting Racks 
Name____ ee ee 
Address icakaaodichaieclisitieape natalie 
oar... a as a 


ee =e 
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TWO ROYAL-ITES FEATURED IN THE NEWS 

Two members of the Royal Typewriter Company’s 
sales staff are featured in the news this month. They 
are C. P. Willoughby, the firm’s traffic manager, and 
D. T. McClosky, recently promoted branch manager. 

Mr. Willoughby rates mention because on Decem- 
ber 9 he completed twenty-five years with Royal and 
as a result was presented with a handsome gold watch 
by Royal’s president, E. C. Faustmann. A watch chain 


Y 


C. P. WILLOUGHBY D. T. McCLOSKY 





to match was given him a few days later at a dinner 
held in Mr. Willoughby’s honor. 

Starting with Royal in 1915, Mr. Willoughby was 
promoted to chief clerk five years later and in 1922 to 
the traffic managership he now holds. 

Mr. McClosky is asked to take a bow because while a 
salesman in the Royal branches in Indianapolis, Louis- 
ville and Nashville, he made such outstanding sales 
records that he was recently given the managership 
of the Fort Wayne branch office. 


oe 
“etal labbed 
Inder Guides 


FEATURING WEIS PRODUCTS.—Another believer in the the- 
ory of devoting an entire window to the products of one man- 
ufacturer is Hoskins, Inc., of Philadelphia. As proof of this the 
company recently displayed this large assortment of office 
supplies made by the Weis Manufacturing Company. Monroe, 
Mich. All kinds of filing equipment were shown with feature 
places given to the Weis mail sorting racks and the Weis 
transfer files. Like hundreds of stationery firms in every section 
of the country, Hoskins, Inc. reports favorable reaction from 
the viewpoint of sales when the practice of one-manufacturer- 
one-window is put into operation. 
*—- © 


DoMORE’S CONSUMER ADVERTISING FEATURES 
EDUCATIONAL PROGRAM 

Consumer advertising conducted by the DoMore 
Chair Company, Inc., 1208 Franklin street, Elkhart, 
Ind., is featuring an educational program which the 
company has placed in operation as a substantial aid 
to dealers. 

The advertising explains that in line with the ac- 
cepted theory of better health via correct posture, the 
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NEV-R-KURL 
New CARBON PAPER 
an 
Absolutely 
Non-Curling 
Carbon 


Paper 








@ NON-WRINKLE: Will not tree or wrinkle when put into 
the machine. Will not smudge. 


e LASTS LONGER: Tests show 35 to 50 per cent more 
copies per sheet. 


@ UNIVERSAL: Same sheet works on standard or noiseless 
typewriters, billing or bookkeeping machines. 


HILLIPS PROCESS CO. Inc. 


Rochester. N.Y. 


194 Mill Street 











L. A. Phillips, President 












Eck Schs De 


in your couiies 


department! 











¢ Airfoam CHAIR CUSHION 


% “Though moderately priced, there 
‘ is a wealth of comfort and service 
in the Commander Chair Cushions. 
The 1” Airfoam core or filler is of 
such porosity and resiliency that it 
will give with the slightest move- 
ment of the body. Its attractiveness 
will be noted by the fine quality 
of Rep cover, styled with a center 
seam.” 





“Send for catalog and price list.” 


THE SUN RUBBER COMPANY 


BARBERTON, OHIO. U.S. A 








Hn A iat. ae 
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A SHORT-SHORT STORY 


THAT CERTAINLY DESERVES REPEATING: 
66 
“Sivhs and 
[: 99 
ua ily Plus 


NUMBER 2913/2—GENUINE 
AMERICAN BLACK WALNUT 


. ) ETN West Sher for 1941 
INDIANA DESK COMPANY 


JASPER, INDIANA 

















New Indiana 
Posture Chairs 


‘STEER 2 6TRONG 


for the Executive, Sec- 

retary and Typist offer 

More Sales and Profit 
Opportunities 


ee 


At the right, No. 41) 
Below, No. 408 











TUBULAR CoIn WRAPPERS 


Stationers! It’s your Line. Exclusively! 








Our correct posture 
group includes new, 
, distinctive patterns in 
genuine walnut, birch 
and quartered oak—all 
wood executive and 
clerical chairs and 
leather upholstered. All 
good quality at moder- 
ate cost—see our cata- 
log. 





NEW INDIANA CHAIR CO., Jasper, Indiana 








“Steel-Strong’ Products are _ sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags og | Trays 

Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 





THE C.L. DOWNEY CO. = cincinnati o. 


ee 
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RAPID LOCK - PROGRESS - STALOK 


(attached Knob Lock) (Key Lock) (Top Lock) 


have meant the Highest Quality in 


Sectional Post Binders... 


and this same Higher Quality 
offers you Higher Profits be- 
cause of less price resistance. 








v4 This is Post Binder Season 
FEATURE 


FAULTLESg 


POST BINDERS 
..~- for MORE PROFIT and satisfied Customers 


STATIONERS LOOSE LEAF CO., Milwaukee 


“FAULTLESS QUALITY means made a little better than necessary” 














ENDS Wardrobe and Locker-room Problems 


momo | EXTRA PROFITS 


She i sanitary, space-saving and 
fT attractive unit at the left 
Hu is the new Office Valet, Your customers want good stands for business machines 


= sett pe ste onan pms mee —safe, rigid and quickly portable. This business is 
Ss y Ss, umD ) . . ‘ 
pana earn nr tek conceal ee yours. The formula is simple—stock and push Ideal 


Occupies no more space than the ordinary 
costumer. Solid, all-steel construction, nicely Stands. Let your customers know you can supply them. 


finished with rubber shoes. Valet shown is 6 Quick sales and sure repeat orders always result. These 
place (12-place Valet is two-sided). Below EXTRA profits are yours for the taking—NOW. 

right) is the Peterson “3-U" Valet Rack made 
in any length, by the foot. Accommodates 3 <a 
to foot. Two-sided type accommodates 6 per- Hare 
sons per running foot 















Model 23-A (left) is 
best-selling Ideal 
Stand. it has what 
your customers want. 











Correct machine oper- 
ation assured. Safe 
portability. 











Quick-operating rais- 
ing and lowering de- 
vice. 

Write for catalog and 
dealer's discounts. 









We sell 







through 
dealers A type and size for 
only every need. 





SHERMAN-MANSON MFG. CO. 


625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 


eee | IDEAL STANDS 


1823 N. Wolcott Ave. Chicago. U. S. A. 



























| 
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JOLENS no.378 


Posture Chair Iron 





Patented 


BOLENS No. 378 is used by makers of Executive and 
Junior Executive Spring Back Posture Chairs, also high 
grade Spring Back Secretarial and Stenographers Posture 
Chairs. All adjustments except height of seat can be made 
by the chair occupant from a sitting position. Rapid, free 
moving finger-tip controls without looseness or back wob- 
ble. Positive back clamp. Ground screw spindle for close 
fit. Write for details 


BOLENS MFG. €0., Port washington, Wis. 











TO SHOW THIS 
MANAGERIAL FILE 
IS TO SELL IT!! gm 


That is how easy Dealers 





find this newest of per- 
sonal files (for office or 
home) is to sell. One 
sells another — investi- 
gate the sales possibil- 
ities of this well-made 
product. 


Constructed of steel, 
electrically welded, desk 
high, easily moved 
about, full ball-bearing 
rollers on lower drawer 


plus the “elevating” top 
drawer for easy refer- 
ence. TRULY OUT- 


STANDING FEATURES 
IN SUCH A LOW 
PRICED UNIT. 


DONT WAIT ANY LONGER— 
Write today for prices and deal- 
ers discounts. 


NORTHWEST METAL PRODUCTS CO. 


1337 E. Mason St., Dept. AJ, Green Bay, Wis. 
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company stands ready to send a trained posture spe- 
cialist to any business organization where he will 
demonstrate to executives and employees alike the 
benefits to be derived from proper seating. Following 
this he will seat each individual properly in a chair 
specially designed for the work to be done. The spe- 
cialist will then individually adjust the chair to 
achieve the desired result. 


—- 





A ROYAL APPOINTMENT.—Charles Grayson, a typewriter man 
of many years experience both in sales and executive work, 
last month was appointed a special representative in the 
eastern sales division of the Royal Typewriter Company. Mr. 
Grayson was one of the first Royal salesmen in the New 
York City territory a number of years ago and since that time 
has shown a proven ability in several parts of the country. 


— ——>* ——--—$___— 


STOWELL BECOMES DIRECTOR OF 
PITNEY-BOWES 

Election of L. C. Stowell, executive vice-president 
of the Underwood Elliott Fisher Company, to the board 
of directors of the Pitney-Bowes Postage Meter Com- 
pany was announced last month by Walter H. Wheeler, 
Jr., president. 

Mr. Stowell is a member of the board of U. E. F. 
and a member of its finance and executive committees. 
He is also a member of the board of the Dictaphone 
Corporation, of which he formerly was president. 

He has been in the office equipment industry since 
1919, and has served as president of the Office Equip- 
ment Manufacturers Institute, of which he is now 
chairman of the general executive committee. 

At the same time Mr. Wheeler announced the elec- 
tion by the board of the following new officers: W. R. 
Greenwood, vice-president and general sales man- 
ager; John H. Pratt, Jr., vice-president and plant man- 
ager, and W. F. Bernart, Jr., executive assistant to the 
president. 

Mr. Greenwood, who joined the company as a Sales- 
man in its western division in 1922, became general 
sales manager of The Postage Meter Company, Pitney- 
Bowes’ wholly owned sales and service subsidiary, in 
1927. He served as president of the Office Equipment 
Manufacturers Institute from 1935 to 1937. 

Mr. Pratt, who also joined the company in 1922, rose 
through factory production ranks to the post of pro- 
duction manager in 1932, and plant manager in 1935. 
Previously he had been production manager of Mar- 
cus Ward, Inc., paper manufacturing subsidiary of the 
United Drug Company. 

Mr. Bernart, a former corporation analyst, has served 
as research manager since joining the company in 
1935. He became assistant to the president in 1939. 

Mr. Wheeler stated that the officers and directors 
of Pitney-Bowes were gratified by Mr. Stowell’s accept- 
ance of a directorship. 
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United Benefit Life Insurance 
Company, Offices at Omaha, 
Neb., Planned and Executed 
by Orchard & Wilhelm Co., 
using furniture built by 

Leopold at Burlington 





BETTER SIGHT 
with MIDCO PERFECLITE! 





It's “TOPS” in the Fluorescent es have been developed to meet 
Portable Lighting field. Offer them every desk lighting need. Whether 
the “very best” in artificial light it be a regular desk model or the 
the most perfect light yet developed adjustable clamp-on type—-MIDCO 
to take the. place of Natural Light PERFECLITE has a style to serve 

-MIDCO PERFECLITE!! perfectly 

Our exclusive features with a The BEST in fluorescent lighting 
“light meter’ test will prove this. at reasonable prices for quality 
A wide range of models and finish- merchandise 


YES—there is a difference in portable fluorescent 
lighting fixtures. Get the details of the MIDCO 
PERFECLITE line TODAY 


Light chart, prices and discounts for the asking 





Here is the Secret 


of MIDCO 
Perfeclite Exclusive 


Light Control! 














Mode! 1001 Finished in two-tone Corduroy Brown and gold 
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tight rays, and distr 
to the working area 






“A FRIEND TO YOUR EYES” 
Mode! No. 1005 Clamp-on 


MIDWEST NATURLITE CO. _ ,o"sisut3.0e8.cinne-: 
. 30°” Horizontal extension, ver 20° Horizontal over-all extension 

ticaland horizontal adjustment Vertical and Horizontal adjustment 

single arm, double swing 


440 N. WELLS ST., CHICAGO, ILL. double arm, triple swing 
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AUTOMOBILE 


COMFORT 


IN YOUR 


OFFICE CHAIR 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 
provide the utmost in comfort. 
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PATENTED 
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A COMPLETE LINE OF OFFICE 

POSTURE AND STOOL IRONS 

EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 








CATALOGUE ON REQUEST 


Collier-Keyworth Co. 


Gardner, Mass., U. S. A. 











DUPLICATING INKS 


for ALL Types of Stencil Duplicating Machines! 








Canode, the old pioneer in the duplicat- 
ing ink business, makes duplicating inks 
that really work on all makes and models 
of stencil machines. 


PREMIUM ink is a high grade black ink 
that dries quickly and gives perfect re- 
sults with a minimum of penetration into 
the paper. The finest of inks for first class 
stencil duplicating work. 


BULLETIN ink fills the need for a jet 
black ink in Schools and where a mod- 


erate priced ink is needed. Excellent | 


results at a minimum of expense. 


"PREMIUM. 


DUPLICATING 


BLACK 


“@ 


, 





R 
vagoutl 


Canode, que ha sido unayde los primeras en 
el negocio de tintasjde diiplicar, fabrica tintas 
duplicadoras que reafmente sirven para todas 
las marcas y modelos de maquinas multico- 
pias o duplicadoras a “stencil.” 

La tinta PREMIUM es una tinta negra de alta 
calidad que se seca rapidamente y da resul- 
tados perfectos con un minimo de penetraciéa 
en el papel. Es sin duda la mas excelente tinta 
que hay para trabajos de primera con maquinas 
duplicadoras con estarcidos (stencils). 

La tinta BULLETIN satisface la demanda por 
una tinta color negro azabache para escuelas y 
aquellos lugares donde se desea una tinta de 
precio médico. Da muy buenos resultados con 
un gasto minimo. 

Las tintas Canode gozan de merecida fama 


’ mundial, y se venden en grandes cantidades 


tanto en este pais como en el extranjero. 


Canode Inks have met with Worldwide reception—tons are being 
sold monthly to satisfied users in the U. S. A. and foreign countries. 


Q Sample is. yours —for the Asking! 
INK SPECIALTIES CO., 


Cable Address—INKSPECCO 


INC. 


525 S. Laflin St., Chicago, Ill. 
FRED B. CANODE, Pres. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


HRISTMAS trade was reasonably brisk in most Los 

Angeles office appliance and stationery stores, 
according to the repeated optimistic word given this 
correspondent. Several dealers said that more portable 
typewriters were purchased as Christmas presents this 
year than in any previous year. There was, indeed, a 
much greater gift emphasis placed on such typewriters 
this year than ever before, for there scarcely was a 
dealership window in town that did not have a type- 
writer or two wrapped up in true Christmas wrapping. 
There were even some adding machines Sold as Christ- 
mas presents and one distributor’s office in particular 
showed a very ambitious Christmas window set-up 
with Santa Claus momentarily expected down the 


chimney. Forgetting Christmas buying for a while, 
however, it may be said that the most outstanding | 
demand reported was in the smaller types of cal- | 


culating machines, one or two firms reporting that 
they could not get machines enough to satisfy the out- 
side salesmen. 


* * + 


R. C. Allen in California.—R. C. Allen, head of the 
company that bears his name, was here from Grand 
Rapids during the month and spent some time on the 


famous Murphy ranch near Santa Barbara, where he | 
was searching for a prize Palmino stallion for his own | 


ranch known as the French Creek ranch, near Laramie, 
Wyo. The horses on the Murphy ranch are said to be 
among the few in the world of this unusual Strain. 
When in Los Angeles Mr. Allen spent considerable 
time with his old friend and local representative, 
E. E. Thornton, proprietor of the California Typewriter 
Exchange, 517 South Spring street. 
x * * 


Honors for Cherry.—Harry Cherry, merchandise 
manager in charge of the typewriter department in 
the Eastern-Columbia department store, Broadway at 
Ninth street, has just been elected Worshipful Master 
of his lodge, Monarch Lodge, F. and A. M. He is one 


of the youngest men ever named for this chair in | 


this lodge. 


* x * 


Party Well Attended.—Blake Lockard, secretary of 


the Stationers Association of Southern California, 1025 
A. G. Bartlett building, looked for an attendance of 
about thirty at the regular monthly party of his group 
at Fox Hill golf club, Friday, December 27. The usual 
line-up of outdoor and indoor entertainment was 
scheduled and the usual dinner was to be a part of 
the day’s festivities. 


* * * 


Jack Agnew Ill.—Jack Agnew, L. C. Smith & Corona | 
Typewriters, Inc., representative working out of the | 


office at 533 South Spring street, was one of the thou- 
sands in California who was unable to keep ahead 
of the flu epidemic. However, he is well again now 
and doing his bit for the merchandise he represents. 

Ensembles Still Popular.—B. D. Klepak, department 
manager under Harry Cherry at the Eastern-Columbia 
department store, states that the combination offers— 
typewriter, table, lamp, etc.—are still proving popular 
with his customers. He is enthusiastic about ensemble 
ideas in typewriters. 

* . * 

Good Job on Filing Cabinets.—Bernard Schorr, pro- 
prietor of the Office Equipment Exchange at 410 South 
Spring street, has been doing a big job on filing cabi- 
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Fast Siler _ P. roftt Builders 


New Features 
of Superiority 


The New Marvel All-Pur- 
pose Stand is the greatest 
value for dealers on the 
market today. Not satis- 
fied with having the BEST 
stand, NEW FEATURES 
have been added which 
makes it FAR SUPERIOR. 





Tr } i a ‘ aad +3 
Dealers have enthusiasti- 


cally accepted the Stand- 


ard Fluorescent Lamp. 
Made of Underwriter’: 
Approved Materials. Mo 

ern in design, it is a fast 


seller when displayed in 


your store 


All Standard Items are 
Guaranteed satisfaction 
or return f merchan- 
dise 









©% (}ffice Products Co. 


330 South Wells Street ° Chicago, Illinois 
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Dictator SIk 
SUPREME 


Lines of Typewriter Ribbons 


RAVEN 
NATIONAL 


Lines of Carbon Papers 


Use the “Buecki”’ Route to 
increased carbon and ribbon sales 


: _" eee li 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 





(2 











170 








Codo “CARBON GRIPPER” 


A Flexible Backing Sheet 








Lr Ree 


f “Carbon-Gripper” Grips and holds in place the assembled papers 
| while being inserted in typewriter. Produces a greater number of 
; fegible carbon copies at one writing. 


(To imsure a Na 2 7 . USE 
| GRIPPER” 


i List Price 25¢ 


@ Insures clean, 
straps copies. 


@ Aséures per- 
fect alignment 


@ Saves wear on 
; ribbons 


@ Saves wear on 
platen 


One “Carbon-Grip- 
per” in every box 
of Super-Kote and 
Keen-Rite Carbon 
Papers Without 
Charge. Write for 
details. 








pode only 

©ODO MANUFACTURING CORP: 
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Codo- MANUFACTURING CORP. 


509 South Franklin St., 270 Lafayette St., 
Chicago New York 
Factory: Coraopolis, Pa. 
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NU-VISE 
@Y SIGNALS 


TODAY'S 
SIGNALS FOR 
VERTICAL 
CARD RECORDS 


Can your customers’ record systems carry the increased 
leads created by today’s preduction speed-up? You can 
double the efficiency and reference speed of their vertical 
* eard records by selling them an installation of Craffco 


Nu-Vise Signals. °These modern patented signals attach 


















easily, yet grip firmly in position. No projection to catch 
on other cards . . . no increase in overall thickness. Of 


plated steel in 12 brilliant colors and in printed sets. 


Write us for samples and details on this Craffco profit- 


i GEORGE B. GRAFF COMPANY 
64 Washburn Ave. Cambridge, Mass. 
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nets this month, a complete carload having come in 
one shipment. The defense program, he says, has 
stimulated business nicely for him. 

” * - 

Adding Machines Moving Fast.—F. Bennetts Cole, 
proprietor of the Office Equipment Service Company, 
423 South Spring street, reports a good month in Bar- 
rett adding machine sales. 

* ~ = 

Ralph in Los Angeles.—T. M. Ralph, representative 
of the sales department of Remington Rand Inc., 
Buffalo, N. Y., spent several days in Los Angeles during 
the past month. 

. * - 

Business Good in New Mexico and Arizona.—W. E. 
Montgomery, manager of the Los Angeles branch of 
the American Writing Machine Company, 531 South 
Spring street, has returned from a business trip 
through Arizona and New Mexico, where he says he 
found business picking up in good shape. He reports a 
big increase in the sale of Remington Rand electric 
shavers throughout his territory and a brisk Christ- 
mas demand for portable typewriters for Christmas 
presents. 


* * 2 


Dahlstrom Has New Shop.—Dahlstrom’s Pen and 


| Pencil Shop, which has been operating at 408 West 


3\ Sixth street for some years, now has a branch at 742 


South Broadway. The new shop has a frontage of 


' eighteen feet and a depth of forty-three feet and is 


modern in appearance and furnishings. A. C. Lengtat, 


| who was with the Schwabacher-Frey Company for 
| Many years, is the manager. In addition to pens and 


pencils this firm handles a complete line of greeting 
cards. 


* * + 


Dixie Man Transferred.—Fritz Carman of the Dixie- 


| Vortex Company has been transferred from the Los 


| 


| Angeles office to the San Francisco office, where he is 


now in charge of the drinking cup division. 
- + * 
Grimes-Stassforth Volume Up.— Christmas season 
volume with the Grimes-Stassforth Stationery Com- 
pany was reported as at least ten per cent above last 


| year. 


| 


| 


* * * 


McGowan Takes in Game.—R. H. McGowan, vice- 
president and general manager of The Shaw-Walker 
Company, was in Los Angeles a portion of the past 


| month and was an enthusiastic rooter at the Notre 


| Dame-U.S.C. football game. 
= * 


* 


New Underwood Salesman.—M. R. Gordon is a new 
salesman in the typewriter division of the Underwood 


| Elliott Fisher Company, having been transferred from 


| 


the service department of’ the same company. UEF 
is placing a large number of typewriters and adding 


| machines in new government offices brought into 
| being by the defense program. 
* * . 


Has Clever Window.—The Ediphone Company, 943 
South Broadway, had one of the cleverest windows in 
the city during the Christmas season. Lou Reynolds, 


| one of the salesmen, who is handy at such things, 


built a large chimney in the window and used an 
animated figure of a little boy borrowed from The 
U. S. Rubber Company. The boy stood in front of the 
fireplace with a letter in his hand. The letter read, 
“Dear Santa: Please bring my daddy an Ediphone so 
he won’t have to work so hard.—Bobby” The window 
was christened, “The Night Before Christmas.” 


* . . 


Adds Another Salesman.—The Southern California 
Adding Machine Company, the proprietors of which 
state that the volume of business has doubled in the 
last six months, has added another trained service 
man who comes to Los Angeles from Ann Arbor, Mich., 
where he was with the Burroughs Adding Machine 
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SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 





MODEL ‘‘L’? 
$ 50 
AUTOMATIC 36 


HAND reen 26% 
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SPEED-0-CABINET 


+295 



















Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone 

by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made it over all ''the dup- 


licator in demand." 
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ED-O0-PRINT COMPORA 


ORTH MICHIGAN AVENUE, CHICAGO, ILLINOIS 








ye PRICES SLIGHTLY HIGHER WEST OF ROCKIES * 
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Company. The name of the new man is G. Y. Barrett. 
~ « * 

Bandoli Visits Coast.—M. S. Bandoli, general sales 
agent for the Victor Adding Machine Company, has 
been spending some time on the West Coast and was 
pleased, he states, with the enthusiasm of the dealers 
in that area. Bill Tonkin, western sales manager, 
accompanied Mr. Bandoli to Seattle and with him held 
sales meetings in San Francisco, Portland, Tacoma and 
Seattle. All of these meetings were well attended. 
Representatives of sales outlets were in attendance at 
each practically 100 per cent and the general approval 
of the new portable subtractors which are now coming 
through in reasonable number was expressed, Mr. 
Tonkin adds. 

* ~ . 

“Rusty” Reynolds Busy.—‘“Rusty” Reynolds, who used 
to be manager for the American Writing Machine 
Company in Los Angeles, and who now has a Store of 
his own at 129 South Fairfax avenue, reports himself 
pleased with his most recent venture and states that 
he is selling a large number of adding machines. He 
handles the Victor. He is doing well also on type- 
writers. “Rusty” has been in the business about as long 
as anybody and says he plans to stay in it a long 
time yet because he likes it. 

* * * 

Walter Deay Has Good Store.—Walter Deay, who 
was for some years with Remington Rand in Chicago, 
now has gotten his store at 1101 Seventy-second street, 
Long Beach, established only a few months ago, going 
in good shape and is satisfied, he says, with general 
prospects. He handles typewriters and adding ma- 
chines principally and says he is doing well on both 
considering the fact that he started at “scratch.” 

New Dealership.— Lloyd Yarbrough of Yarbrough 
Office Equipment Company, is the new dealer outlet 
for the Victor Adding Machine Company products at 
Santa Rosa. 

* « * 

Young Young Is Fine Youngster.—Kirk is the new 
name of a very remarkable son born this month to 
J.K. “Pep” Young, Los Angeles manager for the Victor 
Adding Machine Company. All the adding machines 
on display in the agency at 1148 South Hill street 
counted “one” with happy keys when the young man 
weighed in. All are well. 

= x * 

Big Show Called Success.—All Los Angeles residents 
who visited the San Francisco business show at the 
Palace hotel, December 2 to 7, report it one of the 
best they have ever attended. Practically every com- 
pany of major importance manufacturing office equip- 
ment of any kind was represented. 

—_—_————— > e 


MARCHANT ADOPTS NEW XMAS BONUS PLAN 

The Marchant Calculating Machine Company, Oak- 
land, Calif., last month adopted a new Christmas bonus 
plan whereby all wage and salaried employees re- 
ceived extra compensation according to their years of 
service. For the majority of the workers the bonus 
amounted to three per cent of their annual pay, in- 
creasing to six per cent for those in the higher senior- 
ity brackets. 








Bakersfield, Calif...A new office furniture and supply store came into 
being with the announcement last month of a partnership formed between 
George Gingras and John A. Hamilton The men have opened a well 
stocked store at Eighteenth and ‘‘N”’ streets and will do business under 
the name of Gingras & Hamilton. Mr. Gingras has had a lengthy experience 
in office equipment, formerly being nnected with Remington Rand In¢ 
His new organization will carry a full line f that company’s record 
protection systems, office equipment, and portable typewriters and adding 
machines 

Chicago, #.—-The formation of a new firm in the industry, under the 
name of Sparrow & Colton and to be ated for the present at 168 West 
Monroe street. was announced last nth by W. Fred Sparrow At the 


same time Mr. Sparrow said the new firm has absorbed the George A 
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~ e olegal P, rofession is Buying 
NUMBERED LEGAL PAPERS 





O,iginated by Eales 


These papers have numbers printed 
on the left and right hand edges of 
the sheets in grey ink. These serve 
as margins in place of the usual 
ruled lines. The spacing between the 
numbers coincides accurately with 
the double-spacing of any standard 
typewriter. Invaluable for briefs. In 
three sizes—8¥2xll, 8'%xl3, and 
82x14. 


If you can't fill the demand for these Legal 
Papers that’s been created through Eaton ad- 
vertising, ORDER THEM AT ONCE! 


WRITE FOR SAMPLES AND PRICES 
EATON'S BERKSHIRE TYPEWRITER PAPERS 


Pittsfield, Massachusetts 











GREETINGS 
I. Our Dialeoroad Dita 


The decade just finished is now history. The 
period immediately ahead will bring materially 
increased opportunity to the alert, aggressive 
dealer in our line as well as most others. 


Dependability of source of supply is becoming 
increasingly more important. Those in the in- 
dustry remembering the first World War, know 
full well the importance of dependability of 
source of supply for quality products. 

LITTLE reputation for Quality and Depend- 
ability for fifty-three years is a hall-mark of 
assurance to the dealer for both quality and 
dependability. 

LITTLE protection FRANCHISE gives the 
dealer every opportunity to cash in on his 
efforts. Quality insures repeat business which 
dealer does not share with his competitors. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper.” 


wl, eMITTLE 


o 
MANUFACTURERS Inc. 
1888 Factory, Rochester, N. Y. 1941 
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rue CENTER or tue ATTRACTION 


To make real profits a dealer has to sell products 
that are made right and priced right . . . and 
that’s why U. S. Ribbon and Carbons 
have been in the limelight for 45 












years! 






Complete information with- 






out obligation—write 





“loco = 


TYPEWRITER RIBBON 
MFG. CO. 


Filbert at Tenth St. 








Philadelphia, Pa., U. S. A. 










ATTENTION LATIN-AMERICA: 
DISTRIBUIDORES Y COMERCIANTES DE EQUIPOS 
DE OFICINA~-Pidan nuestros interesantes precios por 
todos los tipos de cintas entintadas y papel carbon 
Ofrecemos una excelente proposicion -alta calidad—precios 










modicos--entregas rapidas 




















Gaylo’s NEW Perfect 

Posture folding Chair L Oo Ww 
answers the demand 
for a light weight cost 
chair that will really 


stand abuse. 


The low price will surprise you!! 


Gayl ae acturing i. 


14-119 Merchandise Mart Chicago, Ul. 





OFFICE APPLIANCES 


he company, which handles office 


Colton Company f the same address I 
quarters as soon as a 


furniture and equipment, plans to move to larger 
desirable location is found 

New York, N. Y¥.—The Linn Office Furniture & 
nm has been incorporated with 100 shares of no par value 


orporator is Saul Price, 51 Chambers street 


Equipment Company 
stock. In 








lYPEWRITERS 


Boise, Idaho.—_L. E. Fletcher, formerly connected with the Idaho Type- 

vriter Exchange, Pocatello, has recently resigned from that organization 
opened his own business here under the name of the Fletcher's 
located at 707 Bannock street 





ind has 
fypewriter Exchange. The new firm is 
Des Moines, lowa.Ralph Thompson has opened a _ typewriter and 
fice machine shop in the Hughart building at Hampton. It is expected 
it in addition to an impressive stock of machines Mr. Thompson will 
ilso carry a full line of supplies 

East St. Louis, 111.—Incorporation papers were issued to the Illinois Type 
vriter & Cash Register Company, | 47 State street, by the secretary of 
state ist month Incorporators are Lloyd C. Cairns, Herbert De Mars 
and Perry A. Wilson. The firm is chartered with 250 shares of stock with 
par value of $100 per share 

Fort Smith, Ark.—O. B. Williamson, sales agent for the Underwood 
Elliott Fisher Company, last month journeyed to Nashville, Tenn., where 
the three-day convention of the Southern Business Education 


he attended 


Associatior 

Halifax, N. S&., Canada. The tuell Typewriter Agencies have 
stablished in the Roy building, located in the center of the city, for 
the retailing and wholesaling of Imperial typewriters, which are wholly 
inufactured in England The firm will also offer at retail and whole 
sale rebuilt and reconditioned typewriters and adding machines of 
British, Canadian and American manufacture as a_ secondary activ 
ity WJM 
San Francisco, Cal.—C. E. Russ has been quick to take advantage of 
permission to enlarge the Royal Typewriter Company offices. The set-up 
has been rearranged, with a personal section for the manager. The 
branch has been redecorated, with white walls to aid in the use of indirect 
liffused lighting and a hundred feet of window front that allows a maximum 
f ht The floor is finished in antique oak effect An addition is 


nt 
ss 


been 


t room where lunches may be prepared and eaten 


San Francisco, Cal...The Underwood Elliott Fisher branch reports that 
the vernment work in this section, not only in the navy yards, but 


' the purchasing and other departments is creating quite an addi 
tional demand for office equipment and supplies.—SS 
Toledo, Ohio._L. CC. Smith & Corona Typewriters Inc, has recently 


ened a district office at 914 Adams street which will be under the 
! ent of J. Francis Seymour Associated with Mr. Seymour is 
Daniel Howard, a local typewriter man who was formerly with the 
'ypewriter Inspection Company He will be in charge of the service 


epartment 


Waterbury, Conn.—Forma! opening of the Waterbury Typewriter Com 
pany, a new firm owned and operated by H. J. Driscoll, at 39 Center 
street, was held last month with an impressive stock of typewriters and 
ther office machines. The organization is the exclusive representative for 
the Royal Typewriter Company, Inc., for which Mr. Driscoll was manager 
of the Detroit, Mich. branch for eighteen years. Associated with him in 
the new venture are Mrs. Driscoll, who is office manager, and a son, Bradley 
P. Driscoll, who is sales manager The elder Mr. Driscoll formerly sold 
typewriters in the Hartford and New Haven districts and now will cover 
the Naugatuck valley and a territory west to the New York state line 








ADDING MACHINES 


Lawton, Okla.—Outfitted with a complete stock of Victor adding ma 
chines and new and rebuilt typewriters, a new store has been opened at 
The firm, which will also stock supplies ond maintain a repair department 
is operated by Harry Stearns, of Ada, and Dick Clark, of Seminole, Okla 
6 South Eleventh street, under the name of the Office Machines Company 


Portiand, Ore.—Patrick R. Mahoney, of the local Underwood Elliott 
Fisher Company's adding machine div ! spent his holiday season at 
Tacoma, Wast For a number of years Mr. Mahoney has made arrange 
nents with his firm whereby he can take his annual vacation over the 


Christmas period.—ATW 











OTHER MACHINES 





Columbus, Ohio... The Kwik Mimeo Service Company. a cleaning, repair 
ind = service shop has been opened at 2 North Harris avenue by 
Robert Meinhardt. for the past three vea associated wit} local office 


supply firr AK 
Seattle, Wash..The Standard Mailing Machines Company Everett 
| st to some member of the eal branch of W. E. Finzer 














Mass., Ww be hi t 
& Company on a trip to Havana as a reward for exceeding a percentage 
s s quota for last year The lucky sales n will be chosen by the 
mp within a short time ATW 
Utica, N. Y¥.—The Friden Calculator Sales Agency, formerly located at 
22 Arcade, has taken new quarter it { Blandina street. the move 
being ompleted n December 1 T} iffice is nder the management of 
District Agent C. F. Clark, who is well-known in the office machine and 
Wilmington, Del.—The Office Machines Corporation has recently been 
rporated with 1000 shares , par value stock Incorporators 
Basil Bodwalk, T. E. Wilson, } A. Boyd f Washington, D.C 
Atlanta, Ga.—VanWinkle & Watkins has been awarded the genera 
ntract for the construct fa warel se for the Scripto Manufactur 
ng Company, makers of Script per 5 The new warehouse wi be 
ty | ) feet and will be three stories high.—JHR 
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The AUTOMATIC Name Means— 


LEADERSHIP, 4 


“Greatest 


The Broad AUTOMATIC Line . Capacity and 


of Steel Office Equipment Convenience” 


PRR eRe E 
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28 





leads the field in Advanced and 


x * * 


Exclusive Features that are in : Tabulating 
: “4 File 


Demand :— : 
A rare opportunity 


exists for Dealers to 
profit from Auto- 
matic Pioneering 


**Dual 





Expansion- -Drawe and constant Improvement 
ile 





' een that “‘Insures” both present 
Compression : 
and future sales.  Investi- 





gate Now! 


AUTOMATIC FILE & INDEX CO. 


629 W. Washington Blvd., Dept. A-57 Chicago, Ill. 














Are YOU SELLING T HIS 


Profitable Line of Trimminc Boarps? 


Here is a complete dealers line of trimming boards that is 
made and priced to give you a fair profit. Each trimmer is 
equipped with patented features such as adjustable paper 
guides, safety spring, two rulers for perfect alignment, finest 
quality perfectly ground blade, etc. 

Be sure YOU get your share of trimming board business by 
selling the PRECISE Line in 1941. 





Available in seven sizes in a 
wide price range. 





Write TODAY for full particulars, prices 
and dealers Discounts. 


AMERICAN PHOTO LABORATORIES, INC. 


28 N. LOOMIS ST., CHICAGO, ILLINOIS 

























See ive Se Fr 


DOREY = 


TELAT 


176 


OFFICE APPLIANCE, 





a 





Reinforced 
Edges 


Zipper 
Po-ket 


R 





Ylew! CONVERTIBLE 3ip (ase 


Loose Leaf Notebook and Portfolio in One! 


Patent No. 2,226,387 


Removable Metal 





Just the Case to [ 
mm “pep up” your 
un, Leather Goods 
Department! L 





ZIP... just loosen two screws with small coin to change from a Portfolio to a 


Loose Leaf Notebook. 
This new 2 in 1 Zip Case is made in various sizes with: 
e Reinforced Edges, as illustrated. 
e Turned Edges, 2” capacity, no handles. 
e Turned Edges, 3” capacity, with handles. 


WRITE for Prices TODAY!! 


EUBEN COMPANY. éxvcxcoritt 

















THE 


RECLINING EXECUTIVE OFFICE CHAIR 











B Y Display and demonstrate this new BRIGHT number. Every business man will want it for the 
place of honor in his private office. Smart in line and style, it is beautiful and imposing as it is 


Pp ee | G ial " comfortable and relaxing. Adjusts automatically to the occupant's posture. When he reclines, 
the back gently recedes to the proper angle, automatically returning to normal position when 





he sits up. No mechanical adjustments. 


YEAR GREET NG 
Want a bookful of profitable sales ideas? See the Bright catalog. 


BRIGHT CHAIR CO., INC., 127-133 Bleecker St., New York, N. Y. 
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RIBBONS AND CARBONS 


New York, N. ¥Y.—The Allied Carbon & Ribbon Manufacturing Corporation, 
165 Duane street, has made preparations to establish a distributing point 
in Los Angeles, Calif., from which service and products will be available 
for West Coast dealers. The company will also appoint several additional 
representatives to the Atlantic seaboard sales staff More information 
concerning the Los Angeles branch will be presented in the February issue. 

San Francisco, Cal.—It’s an effective window, or rather two windows 
that the F. S. Webster Company is showing at 22 Second street. Cele- 
brating their fifty years they elaborately present their Star, Battleship 
and Hub brands of ribbons, and their Old Oak brand of papers. Their 
message to those interested is to call at their nearest stationer for these 
quality numbers SS 








tn v1 





Asheville, N. C.—The Greensboro Commercial Stationers, Inc., has been 
chartered here for the purpose of conducting a general stationery and 
office equipment business.—JHR 

Atlanta, Ga.-L. A. Maggiore, formerly southeastern manager for the 
Brandtjen & Kluge Company, and prior to that time southeastern man 
ager for the Sinclair & Valentine Ink Company, has now engaged in 
business with R. B. Camp under the name of R. B. Camp & Company 
The firm is located at 101-108 Walton street Mr. Camp is well-known 
in local stationery circles, having been connected with Carithers-Wallace 
Courtenay, Inc. for seven years. Mr. Maggiore will be in charge of the 
newly-installed printing department.—JHR 

Birmingham, Ala.—Charles B. Davis has closed out the Birmingham 
Stationery Company which he operated for the past three or four years 
and joined the Godwin Stationery Company, as salesman. Mr. Davis 
was recently accorded the honor of being elected counsel commissioner 
for the Boy Scouts, an organization in which he has been a leader for 
nineteen years.—GHW 

Birmingham, Ala.—National Distributors Company Inc., has been 
organized at 1925 Fifth avenue, N is manufacturers’ agents for office 
equipment and supplies. Richard Beard is president and W. E. Beard 
is vice-president This concern also operates a flag decorating business 
it the same address.—GHW 
Birmingham, Ala.—James A. Head, 
in office equipment concern, was recently reelected a 
board of aldermen of Homewood, incorporated suburb of Birmingham. 
He is now chairman of the council's finance committee GHW 
Boston, Mass. The Suffolk Stationery Company Inc., has been incor 
porated here with a capital of $50,000 The incorporators are William J 
Sweeney, Monica E. Haggerty and Walter M. Burse 


Buffalo, N. Y. The Eagle Office 


president of James A. Head, Ine 
member of the 


Equipment Company has recently been 
incorporated with a total of 200 shares of capital stock. Directors and 
their addresses are: Edward H. Geisendorf, 75 Greenfield avenue; Charles 
A. Smith, 74 Whitehall avenue, and Fred R. Scharf, 17 Court street. 


Chattanooga, Tenn.—The Commercial Stationery & Supply Company is 


rebuilding its home following a fire which completely demolished the 
old structure Plans call for extensive repairs to the main floor of the 
three-story building and virtually a complete rebuilding job on the second 


and third floors.—JHR 

Chicago, J11.--The Knobe's Stationery Store, 5415 Higgins avenue, Jeffer 
son Park, recently doubled its floor space by opening a basement floor which 
was previously remodeled to effectively show the stock ind equipment of 
the firm. The company is owned and operated by Louis J. Knobe, who 
started the organization fourteen years ago and has experienced a steady 
and profitable growth ever since 

Columbus, Ohio. Th 
quarters at 36 West Gay 


Standard Office Supply Company has leased new 
street, as a result of the rapid increases in 


sales volume experienced during recent months announced R Ww 
Burkam, manager AK 
Fort Smith, Ark.-Louis Cohen, president of the Fort Smith Office 


Company, and district governor of the Lions Club, was chief 
Clarksville, Ark., in 


Supply 
speaker at a meeting of that organization held in 
November 

Houston, Tex.—The L. L. Ridgway Company, processes blueprint 
paper and is distributor for the Defender photo copy paper, will soon occupy 
1 new, three-story home at 615 Caroline street. The site for the new buila 
ing was purchased by the Ridgway organization for $72,500 and architects 
are preparing plans for the structure CG 

San Francisco, Cal.—The Pacific Distributing Company, 617 Montgomery 
street, Jack | Adams, general manager, is representing on the coast 
the Henry T. Adams Manufaeturing Company of Chicago. They present 
the Adams Ideal book rings, Clip-U-Lock binders, and collaps.ble stee. 
transfer cases Local stocks are being maintained rhe company als 
represents the Modern Bookkeeping System Company of Chicago, the 
Adams Specialty Company, Chicago; the Prestovae Corporation, Chicago; 
ind L. Hyman & Sons, New York Ss 

Thomasville, Ga.— The office supply and equipment firm operated by J. N 
Rosolio has recently moved from 127 South Broad street to new and up 
to-date quarters at 119 South Broad street The new store is equipped 
throughout with fluorescent lighting and good display facilities, and before 
being opened to the public was fitted with a considerable quantity of 
steel shelving specially made for the establishment by the Art Metal Con 
struction Company Among the products stocked by the enterprising firm 
are those of the following manufacturers: Ace Fastener Corporation, Allen 
Calculators, In Art Metal Construction Company, Bates Manufacturing 
Company, Boorum & Pease Company, Jasper Desk Company, Meilink Steel 
Safe Company, National Blank Book Company, Royal Typewriter Company, 
Inc., Speed-O-Print Corporation and the W. A. Sheaffer Pen Company 

Winfield, Kans.Fred Johnson, 
equipment field, has purchased the Garvers business 
under the name 


whict 





newcomer in the office supply and 
d has reopened it 


f the Johnson Book & Stationery Store. Mr. Johnson is 


me of the busiest men in Winfield at tl present time, spending his 
days in his newly-acquired store and his nights with a new member of 
the Johnson family whose arrival is reported elsewhere in this issue 

Wichita, Kans. Officials of the Western Lithograph ( pany last month 
announced that Joseph Sphar has been appointed store manager of the 
firm s establishment He is we KI wn in the flice pply field of which 


he has an extensive knowledge and experience 





CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here's a ribbon 
and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete details on request 
ALLEN & COMPANY 


OEPT. Mm 
11-13-15 Vandewater St., 
New York, N. Y. 


























SECRETARIAL DESK 
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ma ATTACHMENT 











The 
FEATURE 
that 


DESKS 


The new E-Z LIFT Secretarial Desk at hment with patented 


| 
| 


fold-down carriage operates on easy fingertip control without 
typist leaving seat. Saves effort saves tim creases 
efficiency. Gives smaller sized desks, big-desk drawer space 





Permits wider carr pewriters. M mum Vibration. Safe 
iction. Patented safety catch positively prevents damage to 
typewriter by making it impossible to lift or return type- 
writer until in correct position. Can be installed in wood or 
metal desks 

Manufacturers and Dealers write for \iterature. 


ige ty 


SELLS 


SECRETARIAL 


ST. LOUIS HARDWARE MFG. CO. 


1500 North 18th St. 


Established 1902 


ST. LOUIS, MO. 
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THE Complete LINE IS THE 


STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 





OFFICE APPLIANCES 





CLEANGRIP 
CARBON PAPER 


Its distinctive appearance catches the eye. 

Its efficiency, cleanliness, long wear and RESISTANCE 
TO CURL make it the carbon paper preferred by busy 
users. 

Cleangrip combines all the desirable features of good 
carbon papers plus the highly important special features 
possessed by no others. 

It is profitable to the dealer as it brings new business 
and holds it against competition. 

DEALERS: Don’t overlook this business getter. Write 





for samples and prices. 








CARBON 
PAPERS 


Cleangrip 
Whitedge 
Clean Pull 
Cameo 
American 
Reliance 


Carbons in all 
weights and 
finishes 





CARBON 
ROLLS 


Tailor’s Marking 
Photo Offset 


Billing Rolls for Elliott- 
Fisher Machines 


Billing Rolls for 
Burroughs Posting 
Machines 

Register Rolls 

Tally Rolls 

Teletype Carbonized 
Rolls 

Rolls for Elliott- 
Addressing Machines 

Special Rolls 





INKED 
RIBBONS 


Stormtex Silk 
Stormtex Cotton 
Cameo 
American 
Reliance 


Ribbons for Address- 
ograph-Multigraph 


Speedaumat 


Dupligraph, etc., etc. 








”. 


561 GRAND AVE. 


M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 








Sectional PLAN FILE UNITS 


A complete line of one, three, five and six 


drawer units all of which interlock to build 


up the required drawer space. 


WRITE FOR CATALOG 


Explaining the many exclusive features of 


this equipment. 


PEERLESS STEEL EQUIPMENT CO. 


PHILADELPHIA, PA. 


UNRUH AND HASBROOK STS. 
NEW YORK CHICAGO 


BALTIMORE 


BOSTON 


LOS ANGELES 
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BURNS COPYHOLDERS Have All Seven 


Important Features 


NON-SLIP HOLDER 






ADJUSTABLE 
GUIDE BAR 





—Sell For Only ‘15 


Count them—the seven important features 
that make the Burns Copyholder unsur- 


passed in quality and performance. Only 





< 







STURDY STEEL 
CONSTRUCTION 
BLACK SATIN 


> 





in price does the Burns Copyholder differ 


materially from expensive copyholders. 











FINISH It's easy to see why these copyholders are 
SINGLE, DOUBLE, ae making cash register music for dealers 
OR TRIPLE SPACING throughout the land. Top quality and 
- moderate prices are an unbeatable combi- 
ae nation. 
FIRM, NON-SKID CONTROL 


BASE 


Other Burns models sell for as little as 





< 








OFF 


Ame 





TELEPHONE BRACKETS COPYHOLDERS 





OUR ew CATALOG 


Illustrating a complete line of METAL 
PARTS FOR LOOSE LEAF BINDERS 





* Coptes on request * 


LOOSE LEAF METALS CO. 


6816 Arsenal Street, St. Louis, Mo. 











_ GOOSENECK LAMPS 


$3.00. Write today for details and dis- 


counts. 


ICE SPECIALTIES 


rican Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, Ill. 





CHAIR & DESK PADS 


OOK S 


NON-TARNISHING 


STAINLESS STEEL FILE SIGNALS 












A SALE COOK STAINLESS STEEL FILE SIGNALS 
nea. CL) Cig 
EVERY re 
| SAMPLE 
BUSY me ee ee, d 
—- Werwl Gilt 





Have All Your 
Salesmen Carry 


This Card 


THIS handy card contains a 
representative assortment of 
ial signals in the 12 

colors, a type for 
ry modern filing and 
record keeping need. A help 
“catalog” the size of a 
postcard—a convincing lay- 
show your customers. 
» charge to the trade. How 


e actu 
standard 


eve 


e¢ 
Tul 





out te 


\ 
\ 


Adds little to 
your kits but much 
to your profits 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 


many ¢ 
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OFFICE APPLIANCES 





prised how many will buy it. 


its many advantages . . . how 
fortably (even a woman's hand), can be carried in 
aa pocket or purse (no knobs to catch), uses standard 
staples—can be changed instantly from stapler to 





Show it to each customer you serve. You'll be sur- 
Sut... you must know 
it fits the hand com 


HOTCHKISS ‘‘Palmfit’’ 
Keep this handy Hotchkiss Model 122P List Price 
Palmfit stapler in your pocket. $]-50 





ape ren 7 = sec ; tacker — welded steel, hardened working parts—a 

Swing the ase down an . . . . 

around to make a handy tacker. mighty low price for a mighty el machine. Holds 105 Standard Staples 
tne BOT SS GUARANTE BA Y AND JSTOMERS 


HOTCHKISS 


NORW AL K, C ONNECT ICUT 


“Pioneers in all that’s best in stapling’ 








Grand Central Palace February 3 to 8 


New York City 1941 





37th ANNUAL 


NATIONAL 





The 
DOORWAY 
lo 
BETTER 
BUSINESS 
METHODS 




















Displays and Demonstrations of Machines, 
Methods, Equipment and Supplies for Effi- 
cient and Economical Business Administration 


NATIONAL BUSINESS SHOW Frank E. Tupper, 
50 Church St., New York City Manager 











No. 2004 Desk—74"x42” 


The Superlative Elegance 
of the Georgian Pertod 


in Genuine American Walnut. 


. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 


ings. 


K. Rishel 


Furniture Company 
WILLIAMSPORT, PA. 





















RECORD DESTROYER 


All Movable Parts Fully Covered 
and Protected. B & R Paper Shred- 
der effectively and permanently de- 
stroys records, documents, manu- 
scripts, tickets, premium stamps, 
correspondence, etc. Easy to oper- 
ate. 5 sizes of units available. 


Write for complete 
details, 


Blomfeldt&RappCo. 


108 N. Jefferson St. 
CHICAGO, ILL. 


| the VICTOR 


TREASURE CHEST 


sells on sight 


This convenient one- 
hour certified, Fire pro- 
tection unit appeals to 
business men, store- 
keepers, home owners— 
everyone who has papers, 
heirlooms or personal 
treasures to protect—A 
DISPLAY in your store 


makes sales. 





Write for prices and discounts 
C N. TONAWANDA 














THE VICTOR SAFE & EQUIPMENT CO., INC. Vw yorx 
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Office Furniture 


Leads the Way to Better Profits 
in 1941 


% STEEL FILES—Six complete lines of vertical filing cab- 
inets—also additional lines of card cabinets, blue 
print cabinets, Add-A-Unit files, transfer cases, 
x-ray film filing cabinets and miscellaneous cabinets. 


% STEEL STORAGE, WARDROBE AND COMBINATION 
CABINETS—Furnished in twenty standard sizes and 


arrangements. 


we STEEL DESKS AND TABLES—Two complete labelled 
lines in all regular sizes, in four leg series and also 
in modernistic style, beautifully finished in olive 
green, grained walnut or mahogany; interlocked, 
welded construction—noiseless drawer operation, 
easy rolling suspension. 


% STEEL SHELVING—800 line library shelving and 1000 
line utility shelving, 36 inch widths, 12 and 18 inch 
depths and 78, 84 and 90 inch heights. 


te OUR SPECIALTY—Built-to-order steel equipment. 


WRITE FOR GENERAL CATALOGUE AND LATEST BROCHURE 
ON THE POPULAR 600 LINE OF FILING CABINETS. 


THE BENTSON MFG. CO. 


AURORA, ILLINOIS 
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No. 2000 C 
STYLED BY SOFA TO MATCH 


Fie wail 
r This smartly styled 


number exemplifies the artistry of Imperial craftsmen. Notice 
the tailored details of this beautiful piece. It's an eyeful that 
makes every prospective buyer covetous. That's real sales 
appeal. 

The new Imperial catalog illustrates a wide variety of num- 
bers styled, Dery ty and customed to sell. Start with Imperial 
for 1941. Get our catalog today. 


Imp stad heathen Fava Carp. 


18 E. soe ST. 


NEW YORK, N. i 








For MORE 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains thoughts 
that many identified with office 
equipment can use to advan- 
tage. It is a common meeting 
place for the exchange of 
worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. 
20 North Wacker Drive Chicago, U.S.A. 











Send for Samples:— 


Stationers 
Typewriter and Duplicator 
Supply Dealers 


Send for Illustrated Catalog and Dealer Discount Sheet 






Single stencil removed 


from this process coated 
container without disturb- 
ing other contents. 


Your territory may be “Open.” Let us co-operate 


in building a profitable Duplicator Supply Busi- 


ness for you. 


RED FEATHER PRODUCTS LTD., 


431 Bush St., San Francisco 


Makers of ‘*Styleotype’’ and ‘“‘Red Feather’’ Stenciis, 
Ouplicater Inks, Type Cleaner, Correction Fiuid, etc. 




















~ eee. dele ra 
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They Correct Mistakes in Any Language 


Waldon Roetls &nanau 


THE World’s Quality Standard 


Customer 
satisfaction 
brings profitable 


repeat sales. 


ION ROBERTS RUBBER Cx 





Photo Fans WANT This New Album 
Trissbel 


Handiest, most prac- 
tical photo album 
ever! Visible file of 
prints and films with 
full data, in sturdy, 
handsome, loose- 
leaf binder. 





Write NOW for samples and prices 


TRUSSELL MANUFACTURING CO. 
Dept. O Poughkeepsie, N. Y. 






60 PRINTS and 
60 NEGATIVES 





88 STYLES 
for all 
consumer 


needs. 


NEWARK. New Jersey, U. S.A 





TWIRLITWIRLITWIRLITWIRLITWIRLITWIRLITWIRLITWIRLITWIRLITW 


ITWIRLITWIRLIT WIRLITWIRLITW 


“aAWIRLITWIRL 


4 


$950 


list—larger 





is a specialty you 
will have calls for 
Any dealer who puts in 
rWIRLIT deserves best results 
and can get them, simply by 


demonstrating. Show how 


easy it drills 150 sheets (a 


Mitchell ney Fagre:s nee woe 
. ralf inch thickness) of paper, 
Binder Co. quickly and accurately. Choice 


of four hole sizes. Order your 
101 Bower Ave. 


Hagerstown, Md. 
+ 
WIRLITWIRLITWIRLITWIRLITWIRLITWIRLITWIRLITWIRLITWIRLITW 


demonstrator TWIRLIT and 


PTUIM LITEM LITEM LL TALI TALE 


receive full details. 











Speed Preparedness WITH 


CopyRIGHT the World's 
leading Copyholder _ for 
easy, swift, accurate tran- 
scribing and copying. 
COPY-LITE the unique 
Desk Lamp (Fluorescent 
or Incandescent) made ex 
clusively for attaching to 
all upright Copyholders 
Dealers will profit by 
showing customers this 
modern TIME and LA- 
BOR-SAVING equipment 


Office Managers will profit 
by asking their Dealers to 
show them both items to 
help solve typing produc 
tion problems! 


Copy Right Mfg. Corporation 


S53 Park Place New York, N. Y 








473 BROADWAY 


DUPLICATOR ROLLS 


GRAPHIC duplicator rolls have earned an 
enviable reputation with dealers and users 
throughout the world for their outstanding 
quality, recuperative powers, uniformity and 
dependability. Made of the finest materials 
they keep their fine copying qualities over 
a long period. Every dealer can make good 
profits with GRAPHIC ROLLS. Write for 


complete information. 


MANUFACTURERS 


GRAPHIC DUPLICATOR CO. 


NEW YORK, N. Y. 


HERE’S NEWS! 


Something new and different 
by the makers of a product that 
all stationers know. 


BEACH’S 


"Common Sense’ 
Travelers’ Weekly 


EXPENSE SHEETS 
$2.00 a Hundred 
Our usual discounts to 
dealers. 

The same quality. 
The same convenience. 


The same ample space for 
records. 











Send for a sample. 


Detroit, Mich. 








BEACH PUBLISHING CO. 











yr NS 


CDACO > 
A 


CARD INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisty customer demands 


A wide range of steck forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices. 






Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED 1919 
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The New NOW ONLY 
AUTOMATIC POSTCARD PRINTER 14°° 
The only one of its kind on the market. peat 
ncluding 


PRINTS 4000 CARDS PER HOUR _ Supplies 


Feeding Arrangement entirely mechanical and feeds 
from the bottom of cards. Perfect registration. 


Also other models in Automatic and Hand-Feed Postcard Duplicators. 





vices ranci 3S 2 5 ' ' 
Prices ranging from $9.90 to $19.50 MANUFACTURED BY 
DEALERS and SALESMEN SOLICITED THE ORTHOGRAPH CO. 
LIBERAL DISCOUNTS. PROTECTED TERRITORY 406 S. MAIN st. Los ANGELES, CAL. 











“A , U t of St rr 
STEEL FILES 


-Op 
POSTAL SCALE 


®Speed up the 4:00 o'clock rush 
in the mailing department with a 
Hanson quick action postal scale. 
Instant reading on the self com- 
puting dial with Hairline Accuracy. 
No beams or weights to adjust. 
Savings on correct postage will 
pay for this scale in a short time. 


More Sales with Hanson Scales. 
Ask your jobber for Bulletin No. 5 


HANSON SCALE CO.°23".2°*," 
The New Light ofa Million Uses 


You can sell this new fluor- 
escent unit for use where a 
desk lamp will not work— 
for closets, tables, benches, 
room fixtures, etc. Merely 
screw the unit in the light 
socket, that’s all! Fits any- 
where a light is used or 
needed. 


Typewriter Tables . . . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 





YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, INC. 
GENEVA, ILLINOIS 











Single 15 watt unit, which gives 30 watts of gas 
Complete WITH TUBE and ready for use 
List Price $6.40 
Double 15 watt unit, which gives 60 watts of light! 
Complete WITH TUBES and ready for use 
List Price $9.80 
White or Daylight tubes furnished with these units. 


Get acquainted with this all-purpose light to carry with your 
regular line of fluorescent lamps. WRITE TODAY! 


ECONOMICAL LIGHTING CO. 
WAGEMAKER CO. GRAND RAPIDS, MICH. 251-315 E. Grand Ave., Chicago, Hil. 























Your QUESTIONS | Sales Ammunition! 
New York City — It's as far in advance of the old fashioned call- 
ANSWERED Richard C. Loesch Co ing card, as the cartridge from powder and ball. 
ees Ce The stationer who insists that his printer or 
Cincinnati engraver uses Wiggins Book Form Card Stock on 





The Chatfleld Paper C the business card orders from him, is loading up 
Subscribers to Office Appliances | have tree access to Detroit with sure fire sales. For these, in a Compact 
a competent service bureau which is prepared to Seaman-Patrick Paper C Binder, never fail to hit the bull's eye of 
answer en any question relative to office equip- _ Grand Rapids | appeal. 
ment. | Carpenter Paper Co Tell your printer or engraver to contact any 
L8&.B a, , of these paper merchants 
1 ‘ m | wo } o., ine ‘ 
A considerable number of our readers have found a. nr for samples and prices, or 
that this service in itself is worth many times the Tobey Fine Papers, 1 write us direet. 


subscription price 


Nota WIGGIN 


1162 Fullerton Avenue, Chicago 


| The Office Appliance Company: 20 North 
| Wacker hessitin aianeansselln ee a Meee se sisi ahillania tia Sisaoine Maaibe 
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INCREASE SALES 50% 


— 


WN Mond: 


THE BEST KNOWN TYPE CLEANER 


KNOWN AS THE BEST 








OFFICE APPLIANCES 





In 1941 make that your goal for type cleaner 
sales . . with Clarotype and our free selling 
aids Type cleaner sales increase when cus 

tomers repeat regularly. Clarotype 


makes repeat sales because it is the 
best-liked product. Type cleaner 
sales increase when new customers 
are made. Clarotype selling aids 
help you to make every typewriter 
user a type cleaner customer. Write us 
today for information and our liberal 
discounts. The Clarotype Co., Inc., 


16-A Hudson Street, New York City. 








Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 


Speed Key Mfg. Co. *sacsrmena's 











Nation's Income Up ° 
Two Billion Dollars! r 
Are YOU Getting 7” 
Your Share? ra 


ra 


Z 
UP 
LET CROWN 3 


Show You How te Y ¢ YOUR SALES! 
¢ 








Just Drop Us a Card for Complete 
Details and Samples. 


Crown Ribbon & Carbon Mfg. Company 
63 Halstead St., Rochester, N. Y. 


ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for literature and 
prices. 


Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 

















It’s Easy to Sell These j 
Guaranteed Rebuilts 7 


P 

f= ) 
. 3 
2 

/ ry 

4 = ? 

— 3 







Sales are easier, profits longer, 
when you recommend a ‘'Rebuilt 
by Universal'’ to customers who 
cannot afford new units. They're 
attractively refinished, thoroughly 





rebuilt for years of service. = 
VISIBLE RECORD REBUILT, REFINISHED 
EQUIPMENT and allan haene ie 
OFFICE MACHINES Index, Globe Wern- 
pa icke and other vis- 





ible systems in cabi- 


UNIVERS AL OFFICE nets, panels and book 


EQUIPMENT CO., INC. Pa nen 
“The House That Confidence Built” Addressographs 
Multigraphs 


561 Broadway New York City 


Cable—“Uniquip"—New York ae 


Mimeographs 








DAISY WIRE LETTER TRAYS 
THE KIND THAT REALLY SELLS 
Sees 


SS hh 
~ = <\\— — ‘. 
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oe 





















Rubber Feet. 

— x. dozen or more in 
Hb i carton. 

Finished in green lacquer. Shippin “eek. per gross 100 
Size 10 x 14 x 3 inches. pounds. 


Made of No. 16 wire. 
Top rim of No. 12 wire. 


Manuflactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 














“WRITO"..A New Discovery! 


. . In Hectograph Duplicating Compounds 


GIVES BETTER RESULTS .. . The ink 
goes onto the paper, not into the com- 
pound. Means twice as many clear 


copies immediate re-use without 
waiting! 
HAS LONGER SHELF LIFE. . . Guar- 


anteed indefinitely against deteriora- 
tion. Will not crack, dry or spoil. 

IS PLEASANT TO USE... . Odorless 
and non-sticky. Won't tear ordinary 
paper. Takes any kind of paper. 
SAVES YOU MONEY .. . WRITO 
weighs less, so you get more per 
pound. So pure it can be melted 
and re-used, too. 























Pans and Refills .. . 


Sizes Write for prices and samples! 
for all ROSS LABORATORIES, Inc. 
needs. 1488 Merchandise Mart, Chicago, Ill. 








Stanley R Bristow 








Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 











este, 





24 Central Ave.West Orange.n. 5 
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A L LIED 1941 greetings 


May the New Year, for you, be abundant 
with Good Healt h Good Cheer and 
Good Business. 


And—for carbon paper, ribbons, 
gelatine rolls and kindred products— 


ALLIEN 


7 *RBON € RIBBON MFG CORR 


Remember to write 
ALLIED 





16S DUANE ST. 
NEW YORK, N. Y. 








MAGIC FLOW 


AN EXCELLENT 
DUPLICATING INK 
Also other | 
Duplicating Supplies 


Samples and Prices 
upon request. 





CONTINENTAL INK CO. 


544 W. LAKE ST. CHICAGO, ILLINOIS 





Ideal BOOK RING 


THAT FLATTENED JOINT is oe 
for a purpese—to keep the ag Ba 
—_ 8 right side up. No need to unt 
fumble to find the place where 
the ring opens, if it’s an Adams ring. 


PATENTED 
PER. 17,1920 JAN. 11, 1888 
ROV. 6.1823 
Eight Sizes 
inside Diameters: 


Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
The enlarged joint, nicely 


Ne. 00, % in. No. 2, 1% In. 
Ne. 0, % in. Ne. 3,2 In. 


point. 
m9 pg Mh — = i. = rounded and smoothed, keeps ring 


right side up in position to be in- 
Come also boxed assorted stantly unlocked. 

in seven sizes. Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 


Henry T. Adams Mig. Co. §f.5° fiir“ 


—L.L. BROWN — 


LEDGER LINEN AND BOND 
Super Since 
Quality 1849 





L. L. BROWN PAPER COMPANY, ADAMS, MASS. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 




















“LE: B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 
CUSHMAN & DENISON Mfg. Co., 133-137 W. 23rd St., N. Y. 
CADO CARD HOLDER e@ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS @ KONTROL BOARD CLIPS 




























Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 















SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised| Write 
for details nowl 






Simply tip 
the card 
and copy 


Meilicke. Systems, Inc. chitison i: 








The Stee! Transfer Case 
that Startled the Industry! 





— Now Improved — 
Biggest $3 Value of the Season 
— STOCK THEM and STACK THEM - 

Most Liberal Dealer Discount 


Write For Complete Catalog 


EFFICIENCY EQUIPMENT CO., INC. 
360 W. Superior St., Chicago, Ill 














Pyarmeree enter aintneetenatel 


pebanehmpemnmayee 
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1 Put A SENTRY 
SAFE on Duly 


and you'll be providing dependable, 
new-safe protection at a used safe price 


INSIDE DIMENSIONS: 15” x 12” x 12% 
WEIGHT: 245 Lbs 1-Hour Protection 


DEALERS: You can make quick profits on this lower 
< priced safe. Many exclusive territories open. Write — 


RUSH PUNNETT wwe. 


545 WEST AVE. + ROCHESTER, N. Y. 
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Without good index- 
ing filing equipment 
is practically useless. 


The Browne-Morse 
line has both Equip- 
ment and indexing. 


Feature a line that 
doubles your sales 
opportunities. 





Browne-Morse Co. 
Muskegon ° 


Write for our 
Filing Supplies 


Catalog Michigan 














STARKRAFT 


Stencil Correction Fluid 
Now Available in 


HERMETICALLY 
SEALED CANS 


If you have occasion to 

mail correction fluid this 

meets Post Office require- 

ments fully. 

THE FINEST FLUID— 
THE BEST PACKAGE 


For further information, prices and samples—write 


STARKEY PAPER & SUPPLY CO. 


720 DELAWARE ST. KANSAS CITY, MO. 














Original Makers of PUSH-PINS, 
PUSHLESS HANGERS & MAPTACKS 


SPEED-MO acscer 





Never before has there 
been such a big demand for 


MOORE Meptachs 


Changing markets, with extra sales maps 
...plus the extensive use of war maps... 
offer an unusual opportunity to increase 
your MOORE Maptack sales and profits. 
Get your share of this growing business... It’s 
the sure and easy way... by displaying the 
fine looking MOORE Cabinet. Sent FREE 
by your jobber with order for 5000 assorted 
MOORE Maptacks. Nationally advertised. 
Order today. 


MOORE PUSH-PIN CO. 


113 Berkley Street, Phila., Pa. 


FREE 


All-metal, 
revolving, 
display cab- 
inet. Takes little 
space. Worth a 
good position 
in any store. 


ALLEN @ WALES 


ADDING MACHINE 


CORPORATION 


444 Madison Avenue NEW YORK CITY 





















DR. SCAT 


For the Typewriter 


Dr. Scat 
for MORE SALES 
and PROFITS! 


Refinishes, Cleans, Poliches 
and Protects Typewriters. 


a et ho ae 
r 








Manufactured By 


DR. SCAT CHEMICAL C= 


178 North Franklin St., Chicago, Illinois "es- U-S. Pat. Off. 











BEST ... from Any Angle 


no better stamp pad than Speed-Mo. 
Sponge rubber construction gives 
lene life under heavy duty. No 
sweat, no sag. no lint. DEALERS 


write! 


RIVET-O 
MFG. CO. 


94 Jason St. 
ORANGE, MASS. 


or Louis Melind Co., Western Rep., 
362 W. Chicago Ave., Chicago, Ill. 

















STAMP PADS 


No matter how you look at it, there's 


TRU-RITE 


ALL THAT THE NAME IMPLIES 


INKED RIBBONS 
CARBON PAPERS 
TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 
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ZA STATIONERS 





Do You Sell 
BRITIS&S 
GOODS 72 


AMERICA 








If so— 


you will find our new 
quarterly publication the 


BRITISH STATIONERY 
EXPORTER 

of the utmost assistance and value as it con- 

tains a comprehensive display of the most at- 

tractive and saleable British Made lines of sta- 


tioners merchandise. 


We shall be pleased to mail you a copy post 
free each quarter if you will complete the form 


| elow ° 


=<-----=- SEND US THIS COUPON =-~=-=-- 


To F. W. BRIDGES LTD., 

Proprietors THE BRITISH STATIONERY EXPORTER, 
34, Bridge Street, 

HEREFORD, ENGLAND. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name as 
(Please attach your business card or letter-head) 


Address 


Date 
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AMERICAN VISIBLE 


NUMBERING MACHINES 


Model GQ) 3 Movement 
Model @) Lever 


Movement 
Model €J) 9 Movement 


WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO 
BROOKLYN, NEW YORK 





ad 
| 


CXXXXEEIITITIITIIIIIIEIITIIT III IIIIIIIIIIFY 


In 1933 Bickett introduced 
RESPIRATOR Ventilated 


COVERED BY PATENT NO. 2,025,712. Cushions 











Respirator is the only chair cushion on the market which 
is ventilated WHILE CUSHION IS IN USE, and no labora- 
tory or high pressure demonstration methods are neces- 
sary to prove that Respirator Cushions are airolated. 

A Respirator Cushion is a scientific seating device 
designed to provide continuous comfort and eliminate 
chair fatigue. 

Respirator — the most asked-for-by-name seat cushion 
on the market. Endorsed by every user and distributed by 
dealers who strive to furnish their customers with the best. 


L. M. BICKETT COMPANY wisconsin 


WISCONSIN 
XXXXIATIATATAITAAAA AAAI IAAI IAAI IAIIIII 


PARTS for 


CASH REGISTERS 


XXXII IATAIATAIIAAIIIAIIIIIII 





ASSZAZAISAAIAIATIITIIIIITIIIIIIX 





x 





DEALERS—Write for Catalog 





CHICAGO CASH REGISTER PARTS CO. 
2810 Addison St. Chicago, IIl., U. S. A. 





Lis special 


adhesive holds with a 
sinewy grip —yet Grippit 


it Strips 





can never wrinkle paper . . . 






off like adhesive tape . itis so clean 





that any excess rubs off, leaving work 


and fingers unsoiled 







Harriman-Welts Products Co., 200 Summer St., Boston 
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NO. 946-N-600 LAMP-CORNER TABLE 
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Make more selling 
shots count! 


Your sales organization won't wear out a lot of shoe leather hunting for 
prospects when you stock Royalchrome furniture, because virtually every busi- 
ness and institution offers a ready market. 


The new booth series, new counter stools and chairs are just the thing for 
restaurants and drugstores; offices and institutions need desks, chairs and 
reception room equipment; mercantile establishments need settees, tables, 
chairs and lamps for rest rooms, recreation rooms, etc. We just couldn't 
begin to enumerate all the places that are outlets for Royalchrome, so we'll 
let you fill in the rest of the picture. 


And you don't have to make any apologies when you sell Royalchrome! It has 
nickel and copper underplates to make its chrome finish more lasting . . . is 
upholstered in a choice of 30 artistic colors of Tuf-Tex leatherette—guaranteed 
by Royal. 
Send today for new 84 page catalog and for details 
of our dealer proposition. 


ROYAL METAL MFG.COMPANY Ro nal 


187 N. Michigan Avenue, Dept. A, 
CHICAGO 
NEW YORK LOS ANGELES TORONTO 








“METAL FURNITURE SINCE '97 
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THE MOST COMPLETE LINE OF DUPLICATORS AND 
SUPPLIES IN AMERICA 


Think of the advantages of handling a complete and profit- 
able line of duplicating machines and supplies, al] available from 
one source. The Heyer line includes many models of stencil and 
gelatin duplicators as well as a complete assortment of supplies for 
most known duplicators. There is a Heyer duplicator available for 
every duplicating requirement, in a range of prices appealing to 
every prospect. 


All Heyer duplicators are simply and sturdily constructed. Sim- 
plicity of operation is the keynote of all Heyer machine design. 
There are no complicated mechanisms to get out of order, and very 
little service is required. All of the machines are easy to operate, 
beautifully finished, and are equipped with an initial set of sup- 
plies. Supply items are of the highest quality, and are attractively 
packaged. All are fully guaranteed. 


Thirty-seven years of experience in manufacturing duplicators and 
supplies enables Heyer to produce a line of unsurpassed value. 
Heyer products are known throughout the world for their high 
quality and satisfactory performance. Write today for catalog and 
price list. 































UNDERWOOD 
ELLIOTT FISHER 


always at the forefront in the office equipment 
field . . . today stands ready to do its part in the 
tremendously important defense program by 
“speeding the world’s business’ with complete 
lines of Underwood Typewriters, Underwood 
Sundstrand Adding Machines, Underwood Elliott 
Fisher Accounting Machines, UEF Ribbons, 


Carbon Papers and other Supplies. 





Telephone the nearest Underwood Elliott Fisher 
branch office ... today... a competent representa- 
tive is always available to give you specific infor- 
mation, applying to your requirements, based on 


our broad experience with many industries. 








UNDERWOOD ELLIOTT FISHER COMPANY 
ONE PARK AVENUE NEW YORK, N. Y. 


Sales and Service Everywhere 





